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ny of the world’s greatest ships trust their security to safest for your customers. Sell them Columbian—the rope 
umbian Rope. And when you tie-up with Columbian, that can be relied on for quality ...strength... durability. 
fe secure in the knowledge that it’s the finest and 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn ‘The Cordage City,’ New York 
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Says Me. WILLIAM (BILL) FORD 


owner of Ford’s Builders Supply Co., Pasadena, Cal. 


“Here’s my best sales-clincher: I actually 
prove how easy Lumite saran screen cloth 
is-to handle. I hand a whole roll of Lumite 
screen cloth to my customer—to let him 
see how light it is. I run my finger along \\ a 
a “raw” edge—to let him see that it doesn’t 
cut my finger, as other kinds of screening CH) 
would. ’ Za 

“This little demonstration makes a customer realize how 
really different Lumite saran screen cloth is! 

“It paves the way for a ready acceptance of the other great 
sales points: rustproof, non-stain- _ ie a 
ing, longer-lasting. 

“It paves the way for a sale!” 












BIGGEST STORY IN SCREENING 


Most convincing . . . sales making . . . profit-making 
screen cloth story ever told—and here’s the story ina 
nutshell: 


iam 5! 


d 
That’s why it’s Stainproof, Long- 
lasting, never needs protective 


STOCK UP NOW for ’51 sales ... Lumite is distributed 
through hardware, lumber and building supply whole- x 
salers. For FREE sample and further information write... painting. 





LUMITE DIVISION, CHICOPEE MFG. CORP. OF GEORGIA, 40 WORTH STREET, NEW YORK 13, N.". 
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“I'm getting to be a 


‘one word salesman’ 


...and YALE is the word!” 


Says Russell R. Trowbridge, 
Hardware Dept. Manager, Bunting Hardware Co., 
810 Walnut St., Kansas City, Mo. 


“When I say YALE to a customer, I've 
automatically answered a lot of questions— 
about the real value and reliability of the 
product, for instance. More often than not that 
one word will make the sale. Take this 
YALE 506 door closer and push-pull catch. Most 
people don’t know the first thing about 
door closers, but they know YALE and they'll 
buy—simply because that’s a hard name 
to go wrong on.” 


YALE is a registered trade mark 





...and this is the package that will close more sales for you! 
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YALE & TOWNE 





\O 


YALE 506 AIRLINER (i 
with IOI PUSH-PULL CATCH 9a 





This slam-stopping team makes a big hit with customers everywhere. 
A natural for tie-in sales with screening and other seasonal items! 
An excellent package to feature'in your spring promotions because 
it offers a well known quality brand at a price that makes customers 
look twice. If you’re not well stocked, write us today—The Yale & 
Towne Manufacturing Co., Dept. S-104, Stamford, Conn. (In Can- 
ada: St. Catharines, Ontario.) 


YALE PUSH-PULL CATCH 
For a Sure Holding Lock 


YALE AIRLINER 
For Quick, Quiet Closing Action 


¢ Easy to install and adjust * Positive, heavy duty catch 


¢ Fits on right or left hand doors «+ Works on screen and combination 
—inside or out doors 


¢ Requires only 2” space between — « Quick to install 
doors 7 
f ¢ Rustless metal 
¢ Adjustable spring completely con- 
cealed ¢ Works easily, no knob to turn 
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If you want to Sell Chain... Show It! 


NOT JUST A COUPLE OF SIZES...BUTA 
FULL LINE...AND THAT’S THE 


MERICAN GHAIN LINE 


@ With the American CHAIN "Sales-Maker” 
and “ACCO-PAKS” you can set up a modern, 
profitable chain department in a small space. 
The display above shows 18 sizes and types of 
chain which can be cut to desired length. It’also 
includes bagged TENSO TIE-OUT CHAINS and 
UTILITY TOWING CHAINS. There is even an 
ACCO DOG CHAIN ASSEMBLY hanging on the 
Sales-Maker next to the customer. FREE... 


@ You'll sell plenty of chain if you get it out BUT GOOD! 
; ; ; Good for new and old 
where your customers can see it... pick it up are ao. } cogent 
feel its strength. Chain sells all year, especially and old store owners. 

at this season. Check your stock. Call your | “Fingertip Facts = 
AMERICAN CHAIN distributor today. Set up Serene 


° ° ° ° today fe 
an attractive display. You’ll get chain business. Write canine. 
“The best thing of its 
kind ever published "’ 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Do Price Controls 
Confuse You, Too? 


Our mail from dealers indicates that many of 
them are still somewhat confused as to how and 
what they must do to operate under the present 
price control regulations. This confusion is very 
understandable, for sometimes we suspect that 
even the men who prepare these price controls are 
not certain how they work. 

The important point a dealer must remember 
is that it is not a case of whether or not he likes 
the controls. The controls are now a part of the 
law of the land and they will be with us for some 
time. Learning how to live with them will make 
your day-to-day problems simpler and can save you 
a great deal of trouble in the future. 

When price and priorities controls were first 
issued, HARDWARE AGE inaugurated a special ser- 
vice in each issue called the “Priority and Price 
Digest.” It appears in this issue on page 96. This 
Digest is edited to give you a quick and authori- 
tative picture of what is happening in Washington 
that affects hardware dealers. 

In addition to this Digest, the Washington News 
and Views column, on page 10, gives you in each 
issue an accurate report on what Washington is 
doing today and what it is planning to do in the 
future. If a dealer will carefully read both of these 
features in each issue, he will be able to keep 
well up on the price control laws. 

According to reports we have received, some 
dealers may be unknowingly violating the price 
control law, through ignorance, or because they 
have been given bad advice. Be very careful of 
your source of information. HARDWARE AGE’S 
Washington staff and its specialists in New York 
are constantly checking with OPS before we pub- 
lish information on price controls. We cannot 
stress too emphatically the importance of not tak- 
ing advice from unqualified sources. 





Here Is a Summary of 
Price Controls to Date 


Because some dealers are confused between the 
general freeze order and the more recent margin 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


freeze order, we give here a quick summary of 
what has happened to date. 

On Jan. 26, OPS issued a general ceiling price 
regulation which froze all retail prices, including 
hardware merchandise, at the highest levels pre- 
vailing in the period Dec. 19, 1950, to Jan. 25, 1951. 
This order also set up certain records which all 
retailers must keep. A very complete article on 
this regulation was published in HARDWARE AGE 
eb. 8, page 10. 

Then on Feb. 27 OPS issued Ceiling Price Regu- 
lation No. 7, which was the first of the margin 
type price orders to be issued. This regulation 
froze a retailer’s markup, instead of freezing 
prices at a flat level as did the first price order. 
CPR 7 covered largely apparel and housefurnish- 
ings. No hardware is covered by this order, with 
the exception of drapery hardware. Thus, CPR 7 
did not affect hardware dealers, UNLESS they 
were selling certain amounts of the merchandise 
covered by the order. A very complete article on 
CPR 7, and how it affected dealers, was published 
on page 10 of the March 8 issue. 

Dealers who sell some of the soft goods and 
housefurnishings listed in CPR 7 wrote us and 
said “we can’t understand that legal language. 
Can’t you tell us in simple language how we can 
determine whether we should or must operate 
under this new order, CPR 72” So HA Priorities 
Editor Rudy Wild went to OPS and sat down with 
them to work up a simple explanation of this con- 
fusing situation. You will find this very simple 
explanation, described as one would a poker game, 
on page 178 of the March 22 issue. 

Since most dealers do not handle the lines listed 
in CPR 7, it means that the bulk of the retail hard- 
ware trade is still operating under the first price 
freeze order issued on Jan. 26. However, another 
margin-type order covering hard lines, such as 
are carried in a hardware store, is now under 
study by OPS. The chief stumbling block to work- 
ing out this order is the complicated price listing 
charts which the first margin-type order (CPR 7) 
requires. 

Working up these price charts requires a large 
amount of clerical labor, and while it may be pos- 
sible for a department store to absorb such extra 
work, the average hardware store, with its 10,000 
to 30,000 items, could not possibly do this. So OPS 
is attempting to work out some sort of plan which 
will simplify this record keeping, but at the same 


7 








time will give them some means of checking to 
determine if a store is observing the price rules. 
The latest news on this hardware price order is 
given in this issue’s Digest on page 96. 

That, then, is a quick summary of the develop- 
ments to date. Make it a practice to read the Price 
and Priority Digest and the Washington News and 
Views column each week. Many readers have al- 
ready written us telling how helpful these features 
are and that the information given on these pages 
is not available to the hardware dealer as promptly 
and as accurately from any other source. 

If there’s some phase of the price control orders 
you don’t understand, write us and we will try 
to get you the answer. If we can’t provide the 
answer, we'll tell you so. 

In the meantime, try to build up a record of 
selling prices and invoice costs. OPS is now en- 
tering the “get tough” phase and will begin shortly 
prosecuting violations of the price control orders. 





Your Customers Are Your 
Competition’s Prospects 


Despite the thoroughly messed up Washington 
situation, the hardware dealer, the hardware 
wholesaler and the hardware manufacturer, must 
still make decisions today that will have a vital 
effect upon his own future, the future of his 
employees and of his stockholders, if he has such. 


One of the biggest obstacles to making busi- 
ness decisions today is the complete lack of re- 
liable guideposts to the future. The erratic 
behavior of the Truman Administration, the con- 
tinual shifting of its aims, serves only to further 
confuse the outlook. 

While it is obviously impossible to make plans 
for the future with any degree of accuracy, you 
can take some actions which will, in a sense, give 
you a hedge for the future. That action, that 
hedge for the future, is the maintenance of your 
promotional activities. 

These advertising and promotion activitiés 
represent only a small part of your expenditures 
... usually less than 2 pct. Cutting them out is 
not going to materially affect your profit and loss 
statement of this year, but it can very seriously 
affect your profits in the future. 

There is no law that can stop you from cutting 
off all advertising activities and standing still; 
but it is equally true that there is no law that 
requires your competition to also stand still just 
because you do. 

And it is the simple fact that the competition 
you face today is not the type that stands still. 
They know too well that your customers are their 
best prospects and the moment you begin to neg- 
lect your relations with your customer, they will 
take advantage of it. It will take far greater 
effort and far larger expenditures to gain back a 
customer, once you lose him, than it takes to 
hold on to him. 

We all remember well the story of Enoch Arden 
who went to sea and after many years returned 
to find that his absence had cost him his place 
in society. He was, in effect, legally dead. 


The same thing can happen to a hardware store 
that cuts itself off from the stream of events. 
When it attempts to return it will find the town 
full of strangers who have little regard for what 
you claim you were. 

Don’t pull an Enoch Arden on your business. 
Keep it present and accounted for by maintaining 
your promotional activities. The present situa- 
tion is another interim period and it will be 
followed again by a period in which you will 
need all the customers you can get. Keep up your 
advertising activities as a hedge against that 
time. 





Hardware Margin Order 
Poses Many Problems 


When and how the hardware margin freeze 
order will be issued is still a moot question. It 
is being actively studied in Washington, but the 
chief stumbling block is how to handle the list 
price charts. The list price charts of GPR 7, 
covering house furnishings and apparel, are ex- 
tremely elaborate and rather complicated. A 
large department store, with adequate clerical 
help is in a far better position to handle such 
reporting requirements than is the average hard- 
ware store. 

Thus the problem boils down to how to cover 
the 10,000 to 30,000 items a hardware store may 
carry, without imposing an impossible clerical 
burden on the dealer, yet at the same time giving 
OPS some means of checking price levels. That 
is not a simple problem to solve, so if you have 
any practical ideas, OPS would probably welcome 
hearing from you. 





Make Deliveries Fast 


A good tip to hardware stores making regular 
deliveries of COD merchandise is—get it to the 
customer fast. An investigation by United Parcel 
Service shows that there is a definite relation- 
ship between delivery time and the volume of 
returns. A check of one large department store 
showed that returns were 9 pct when delivery 
was made in two days, but jumped to 19.5 pct 
when delivery was delayed to six days. Studies 
of other stores show the same pattern of rising 
returns as delivery time is lengthened. In short, 
if you’re going to make a delivery, do it quickly. 





Save Waste Paper 


A severe shortage of old corrugated boxes, 
brown wrapping paper and bags threatens the 
continued high production of paperboard prod- 
ucts so essential in many phases of hardware 
store operations. You can help yourself by see- 
ing that all old paper gets to a waste paper 
dealer as promptly as possible. 
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LOCKWOOD IN SWEET’S 





LOCKWOOD Advertises 
to help Lockwood Dealers SELL 


... 24 Pages of 


Simplified Data or 
Finishing Hardware 


Again in 1951 Lockwood sponsors 
a most complete, though simplified 
and streamlined builder’s hardware 
catalog, in Sweet's Architectural 
File. This, together with several vol- 
umes of data on all kinds of building 
materials and equipment, is guaran- 
teed by Sweet's to be distributed 
to 17,000 busy architectural offices 
throughout the country in 1951. 


Leland 
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Architects have shown their ap- 
preciation of this annual service by 
Lockwood, by their increasing desire 
to work with Lockwood dealers. 

In Finishing Hardware, Lockwood 
is a leading, complete line manu- 
facturer. In Sweet's Architectural-File 
Lockwood stands out for its fine assist- 


ance to the architectural profession. 





50 VE. 
a we ions o> 
2 This Brand Name 
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GOLDEN 
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Write for a copy * 
of Lockwood in 
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HARDWARE MANUFACTURING CO. 


FITCHBURG @® MASSACHUSETTS 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


OPS Picks Hardware Pricing Chief: 
Spot Checks on Dealers to Start 


With appointment af Fred Schwartz as pricing chief 
for hardware and building materials, the Office of Price 
Stabilization is moving closer to its goal of mark-up 
type price control for the hardware trade. Mr. 
Schwartz served with the Office of Price Administra- 
tion, rising to price executive for the Mechanical 
Building Equipment Branch. 

Preparation of this all-important pricing order is 
being supervised by Mr. Schwartz and Leonard Gins- 
berg, chief of the OPS Distribution Branch. While its 
actual issuance still is regarded as being “‘some weeks” 
off, agency officials are warning hardware retailers to 
“hang on to your price lists.” Base period for the 
price-list freeze has not yet been determined. 

At the same time it is drafting the mark-up order 
for hardware dealers, OPS also is considering a manu- 
facturer’s price order which may have the effect of 
rolling back all factory price rises that are not based 
on actual cost increases. The general idea of this 
order is to start with pre-Korea prices and allow 
only direct cost increases since then. Price Stabilizer 
Michael V. DiSalle says he hopes this order will aid 
those industries which avoided price increases for 
patriotic reasons and require reductions by those who 
advanced prices unnecessarily. 


OUTLOOK—OPS is about to enter the “get 
tough” phase of enforcing its pricing rules 
and regulations. Edward P. Morgan, chief 
enforcement officer for the agency, is sending 
word to OPS investigators in the field to start 
“spot checks” of retailers and wholesalers to 
find out whether or not the required pricing 
records are being maintained. Here’s a sam- 
ple of Morgan’s istructios to his investigators: 
“It is important that all persons subject to 
OPS regulatios be impressed as soon and as 
forcefully as possible with the necessity of 
maintaining all required records.” 





Congress Plans Check-Up Before 
Extending War-Time Controls 


Just what effect are price controls and materials 
controls having on American business? 


Congress wants to know, and is determined to find 
out this month. 


10 


The Defense Production Act of 1950, which author- 
izes President Truman to impose war-time controls 
over the entire economy, expires June 30. Before vot- 
ing any extension of the act, Congress wants to know 
what changes, if any, should be made. 

Public hearings on the mobilization program were 
due to begin on April 4. With Senator Burnet R. 
Maybank, South Carolina Democrat, acting as over- 
seer, the Senate-House defense “watchdog” committee 
expects to hear testimony from more than 50 govern- 
ment and industry witnesses as to how American 
business regards the entire control program. 


OUTLOOK—Although extension for at least 
one year of the Defense Production Act ap- 
pears to be a certainty, you can expect Con- 
gress to rewrite the law in at least two re- 
spects—materials controls and tax amortiza- 
tion. A number of congressmen feel that the 
» forthcoming Controlled Materials Plan (CMP) 
is both unneeded and unwanted at the present 
time. And fast tax write-offs on new plant 
and equipment may be getting out of hand 
to the extent that the government may be loos- 
ing too much badly-needed revenue, others feel. 


Retail Federation Sees Sales Tax 
As Preferable to Excise Taxes 


Wrangling over the size and form of the new tax bill 
—particularly over the controversial sales tax pro- 
posal—will continue to occupy the tax-writing House 
Ways and Means Committee for the better part of 
April. 

Both the Senate and House are in agreement that 
there is no alternative to a tax increase this year. 
President Truman has asked for a “first installment” 
increase of $10 billion, to be followed by a second new 
revenue bill this year of about $8 billion. Most con- 
gressmen concede that Mr. Truman will be lucky to 
get a $7 billion increase approved by both houses, and 
in only one bill. 

Retail thinking on the government’s revenue prob- 
Jem was expressed to House tax-writers recently by 
Rowland Jones, Jr., president of the American Retail 
Federation. Mr. Jones said the dangers of inflation 
are so great that America’s retailers would accept as 
the lesser of two evils an emergency board base sales 
tax “if such a tax is necessary to avoid deficit 
spending.” 

(Continued on page 125) 
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steel 


Wherever maximum strength is needed — in 
battleship armor or bank vault doors — leading 
engineers specify LAMINATED STEEL. For 
years Master has used that same principle to 
build the world’s strongest padlocks. Multiple 
steel plates — riveted together under pressures 
up to 300,000 pounds — make Master’s case con- 


struction the most powerful known. 


Your customers can SEE and FEEL this match- 
less strength. They instantly recognize the extra 
protection, the extra value. No wonder Master 
padlocks are sales pacemakers for the inde- 


pendent trade! 







Make sales faster with 


7 e 
t dl k SEX ¢ S EXTRA STRENGTH 
- FOR 
Mas er Pa OCKS — EXTRA SALES 
a ae a ae ee On es en ee © ee ee oe VALUE 


Master Jock Company, Milwaukee 45,Wis.¢ Word's Leading Padlock Manufacturers 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 





New Power Mowers 


Two new Johnston power mowers 
are being put on the market, with 
deliveries planned to start in April 
in limited quantities. One power 
mower, called Cruiser (illustrated 
herewith) is an 18-in. reel-type 
mower powered by a 1.5 hp 4-cycle 
engine. High grade construction 
is stressed throughout, including 
rigid cutter bar, and side frames 
and wheels. Retail: $109.50, f.o.b. 
factory. Also available is an 18- 
in. rotary mower, powered by a 





1.6 hp 4-cycle engine. Cutter bar 
has removable, hardened steel cut- 
ting blades. Cutting height is 
easily adjusted from % to 2% in. 
Retail: $109.50. Johnston Lawn 
Mower Corp., Ottumwa, Iowa. 


Electric Deep Fryer 


Chromium plated deep fryer has 
a round, seamless four-quart cook- 
ing chamber which is_ easily 
cleaned. Complete automatic con- 
trol prevents Fry-O-Matic from 
overheating. May be used only on 


12 


110-120 volts, 25 to 150 cycles AC. 
Wattage is 1100. Model 2101 fea- 
tures a wire basket which rests on 





the edge of the fryer to allow fat 
drainage, and a faucet for quick 
removal of liquid from the cooking 
chamber. Dominion Electric Corp., 
150 Elm St., Mansfield, Ohio. 





Portable Ice Box 


The new Carri-Ette is a light, 
moisture-tight portable ice box 
which will keep food hot or cold up 
to 10 hours. Heavy cellulite fiber 
waterproof liner, which may be 
sterilized by boiling, insylates the 





12x9x10 in. basket. Carri-Ette can 
support 200 lbs. Available in red, 
blue, green and brown. Retail: 
$3.95. The Rey Co., 1471 W. Fond 
du Lac Ave., Milwaukee 5, Wisc. 





Rubber Garbage Can 


An all-rubber garbage can that 
will not rust or rot, is completely 
sanitary, and has a locking top to 
seal off the contents, offers protec- 
tion against odor in the kitchen. 
Rubber construction keeps garbage 
odors from escaping by preventing 
loose cover fit and adhesion of small 





food particles and juices to the can. 
Plia-Pail has a 4-gal. capacity and 
wide grip handles on the top and 
rim to make carrying easy. Retail: 
$7.95. Nesco, Inc., 210 N. Michigan 
Ave., Chicago, IIl. 





Gas Cooker and Heater 


This handy camping and emer- 
gency appliance cooks, furnishes 
light, and burns both leaded and 
unleaded gasoline. KookLite fea- 
tures Bright-Glow burner for cook- 
ing heat of 1000 deg. and the ad- 
justable Black-Out focusing shield 
which allows light control from full 
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illumination to total darkness. Hi- 
Gleem spotlight reflector concen- 
trates light equal to a 200-watt 





bulb in any direction. Tank holds 
1% pts. for 10 hours of continuous 
operation. Lantern shipping weight 
is 6 Ibs., height 121% in., width at 
base 6 in. Fair trade retail price: 
$16.95. American Gas Machine Co., 
Albert Lea, Minn. 


Conversion Burner 


Superfex GC-31 three-stage con- 
version gas burner for natural, 
manufactured and mixed _ gases, 
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FOR THE HARDWARE DEALER 


in hardware merchandise... 





which features a pilot igniter with 
push button control, automatic gas 
safety pilot, and room thermostat, 
and a mixing valve assuring proper 
gas-air mixture. Burner is foun- 
tain-type and has a standard 12 in. 
diameter cast-iron flame spreader, 
with diameters of six, eight, and 
ten in. available. Automatic elec- 
tric gas valve prevents gas flow if 
the pilot is extinguished, and auto- 
matic pressure regulator maintains 
gas pressure for most efficient oper- 
ation. Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 


Foam Glass Sander 


This new sanding block is made 
of foam glass which wears away 
to prevent clogging, and is sharp 
enough to cut through blisters and 
feather paint into unpainted sur- 





face. Kwiksand conforms to curves, 
ridges or moldings, and is easy to 
handle. Each block has coarse and 
fine cutting surface, and will not 
spoil because of dampness. Block 
(Continued on page 80) 
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SALES 


Spring promotion aids for Lar- 
vex mothproofer include window 
streamers, counter and window dis- 
plays. A 29 x 37% in. cardboard 





stand-up window sign is in full 
color and shows a suit being Lar- 
vex-sprayed for year-round moth- 
proofing. There is a 534 x 20% in. 
blue and orange window streamer, 
a blue and white counter card, and 
5 x 5 in. red tabs to identify pint, 
quart, and pint with rustproof 
bottle sprayer sizes. All are avail- 
able free. Zonite Products Corp., 
100 Park Ave., New York 17. 





Auger Bit Catalog 


Catalog pages descriptive of auger 
bits for hand braces and electric 
drills describe the bit features in 
detail. These include hammer- 
forged special chrome alloy steel 

(Continued on page 92) 
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Factory Output Strong 
On Top of Heavy Dealer 
Stocks; Calls for Caution 


Retail trade appears to be again 
entering a twilight zone wherein 
actual trade experience goes count- 
er to theory. 

Recurring peace news, plus fail- 
ure of consumers to be panicked 
into heavy buying, plus the in- 
genuity of manufacturers in con- 
tinuing to produce at high volume, 
is adding up to a reappraisal of 
the inventory picture. 

Banks are becoming more criti- 
cal of inventory loans, particularly 
when there is no evidence of an 
aggressive attempt to move it. This 
situation is, in turn, tending to 
lengthen collections, with some re- 
tailers being forced to forego dis- 
counting of invoices. 

Some large department stores 
are intensifying promotions of so- 
called “scarce” merchandise, sug- 
gesting that they are going into 
inventory heavily in an effort to 
spur business. 

The picture currently appears to 
be shaping up to a resumption 
very soon of aggressive selling 
policies to get retailers from under 
the top-heavy inventories which 
many of them have built up. 

Current sales, meanwhile, are 
being maintained at a high level, 
reflecting largely the present high 
level of consumer disposable in- 
come. 

Manufacturers, however, are 
countering this high volume by 
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Supply lines filled and output of con- 


sumer goods remains steady . . . Pinch 


in civilian goods may not be felt this 


year... Retail trade remains strong ... 


squeezing much more production 
out of available materials than had 
been expected. 

One high Washington official 
has recently expressed the opinion 
that this situation leads him to 
feel that there will not be any 
appreciable shortage of civilian 
needs this year. 

An example of the feeling that 
is developing is the view expressed 
by one large midwestern whole- 
saler who now has outstanding or- 
ders to equal monthly sales. He 
says that if manufacturers sud- 
denly started to fill his orders in 
heavy volume, his firm would be 
embrassed; not only in trying to 
discount its bills but also in finding 
the necessary warehouse space. 
Consequently, this firm has notified 
its suppliers not to ship on any 
previous orders without first wir- 
ing for confirmations. 


Sales Effort May Be Needed 


On Stoves This Year 


Despite the prospect of lower 
production of civilian goods, stove 
manufacturers will have to work 
to keep sales at a high level, in the 
opinion of C. Fred Lucas, sales vice 
president of Florence Stove Co. 

Mr. Lucas states that the public 
is becoming conscious that products 
are available in good quantities, 
after their scare buying. An in- 
creased excise tax on electric ranges 
would drastically cut sales at the 
retail level, he stated. 


Warns That Freezing 
Allocations Is. Dangerous 


A warning on the danger of 
“freezing” allocation of merchan- 
dise on old outmoded marketing 
patterns was given by Richard D. 
Crisp, director of research for 
Tatham-Laird, Inc., Chicago adver- 
tising agency, at the marketing 


conference held in New York under , 


auspices of the American Manage- 
ment Association. 

“Rigid and arbitrary bases for 
allocating merchandise during pe- 
riods of shortages tend to freeze 
existing patterns and perpetuate 
weaknesses,” he said. 

“When your basis of allocation 
makes no allowance for the shifts 
which are taking place in the mar- 
ket for your product, such alloca- 
tions can contribute in an impor- 
tant way to a competitive weakness 
for your company. A period of 
frozen—or at least frosted—-sell- 
ing can be a priceless opportunity 
to strengthen your position for the 
future.” 


Personna Makes 50°/, Cut 
In Razor Blade Prices 


Personna Blade Co. has an- 
nounced that it will reduce the 
price of its blades, by 50 pct or 
more, after April 1. 

It is the first price change the 
company has made since the blades 
were introduced 15 years azo, and 

(Continued on page 128) 
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Take the lead in your community with these 3 fast 
sellers .. . the paints millions of homemakers ask 
for! They’re pre-sold by the biggest consumer cam- 
paign in the paint industry . . . big, full-color ads 
reaching the best prospects in your community, 
again and again. Quick sales assured, with big 


profits for you. 


Colors that Customers Ask For 


Excellent range of ready-to-use colors that are most 
in demand. Simple method of combining full cans 
to create all the colors homemakers want. 


Over 40,000,000 homemakers see Ne W; hab ) Dural 
these products advertised in: mt Washable Super 

. - Jes 
Life Saturday Evening Post 


Good Housekeeping sean SUPER Kamion . . - completely 1 ¢ SMe 


Better Homes & Gardens Country Gentleman 


American Home Metropolitan Sunday 
Living for Young Newspapers rubber-tough, guaranteed washable. Gorgeo@# thrifty home 


Homemakers Parade new colors that are out front in the style parad@fish is desired 





completely different wall paint. Velvet-riciMorse and de: 


Acme Quality Paints, Inc.—D lowe Brother: 
QUALITY ASSURED BY / LEADING PAINT COMPANIES W.W. Lawrence & Co.—Pitts locas & Co., 


owe 


£ 


supun Kémie - KEMGLOle 


HARDWARE AGE, APRIL 5, 1951 | YARDWARE 





NPARADE TO 











Lustre Enamel for 
og 7 and Finest Woodw" 
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pletely n ( Sone . . - millions of satisfied users KEM-GLO ... the miracle bene enamel that 


Velvet-ricidorse and demand KEM-TONE, the top value 


. Gorgeom@ thrifty home beauty where a lovely flat-matte 
style parad@fish is desired. 


looks and washes like baked enamel. America’s 
largest selling enamel. New colors that bring new 


customers—a great repeat seller. 


Inc.—Detr lowe Brothers Co.—Dayton 


The Martin-Senour Co.— Chicago 
».— Pitts lucas & Co., Inc.—Philadelphia 


The Sherwin-Williams Co.— Cleveland 
Rogers Paint Products, Inc.— Detroit 


® 
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CENTRAL 


3028 E€ ELEVENTH ST, LOS 


ENTRAL 


PACKAGED 
FASTENERS 


A strong, attractive, ornately 
designed telescope-type package. 
Color coded labels. Finely fabri- 
cated products that generate 
quick, repeat sales. 


WOOD SCREWS © STOVE BOLTS 
TAPPING SCREWS 
MACHINE SCREWS © DRIVE SCREWS 
THUMB SCREWS © SEMS SCREWS 
STANDARD SLOTTED AND PHILLIPS RECESSED (7 74 
WING NUTS © CAP NUTS 1g 
HEXAGON AND SQUARE NUTS 
WASHERS 


CHICAGO, It. KEENE, NLM, 


en n-ne 


CENTRAL SCREW COMPANY 


CHICAGO 9, ILLINOIS 
149 EMERALD ST 


350) SHIELDS AVE 


ANGELES, 23 KEENE, NH 


CALIF . 
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TRUCK AND WAGON HARDWARE 


It's the All-Steel Chain- 

Tainer with the Handle! 

Contains 100 Ibs. of any 

one of the 4 fastest-selling 

sizes of ELEPHANT BRAND 

**PROOF"’ (Green label), and 

“BBB” (Red label) Chain, made by the 
oldest chain manufacturer in America. It's 


sealed to protect chain against rust. It's easy to 
handle — stock — display — sell! ELEPHANT <( QR} ad 


Ask Your Jobber , PROOF COIL cHAIN | 
BRAND TT 


Ni¥o MANUFACTURED FY ts mo A 
Te REE KREteg mec. co. « $f tON lu 














NIXDORFF-KREIN MFG. CO.,916 Howard St., St. Louis 6,Mo., Est. 1854 
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First in the Field 


SAVAGE SALES CALENDAR 


1951 MAY 1951 


It’s time for Spring varmint shooting again . . . time, too, for you 
to put a real sales push behind these two Savage models. Both 
are priced to sell... both offer outstanding features and both are 
nationally advertised to build consumer demand. Look over their 
"First in the Field’’ sales features. 


MODEL 342 — 22” Hornet cal. center-fire “varminter.” Eye and buy 
appeal a plenty in this bolt action repeating rifle . . . It’s especially designed 
to handle the extremely accurate, flat-shooting .22 Hornet center-fire car- 
tridge . . . ideal for small game and vermin. Bolt directly over trigger for 
fast operation . . . large, well-proportioned stock, shotgun type butt plate 
... top-notch sighting equipment . . . bolt shield for protection against dirt 
and obstruction. Only $49.75 at retail! 


You can also offer the ‘342’ in a deluxe grade (Model 342-S). This model 
has special sighting equipment and receiver is tapped for Weaver ‘scope 
sight. Stocks are selected walnut, checkered on grip and forearm. 


MODEL 24 — .22-.410 “Over and Under.” The only .22-.410 combination 
in regular production. A ‘natural’ for display and demonstration. Show 
them how the ‘'22” barrel is perfect for plinking, informal target shooting 
and small game . . . how a flick of the thumb readies the ‘410 barrel for 
flying game, pests or targets. 2-way top snap for left or right-hand shooters. 
Single trigger. Upper barrel shoots .22 long rifle, long or short cartridges, 
regular or hi-speed. Lower barrel shoots 3” or 214” .410 shot shells. Walnut 





stock and forearm. It’s another Savage sales leader! 


SAVAGE ARMS CORPORATION 
Firearms Division Chicopee Falls, Mass. 








SAVAGE MODEL 342 SAVAGE - STEVENS + FOX Rifles and Shotguns SAVAGE MODEL 24 


-22 cal. Hornet SAVAGE * WORCESTER Power and Hand Lawn Mowers .22 Rifle — .410 Shotgun 
Repeating Rifle Combination 
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Even the cows are proud of their Bethlehem Fence! This advertisement 
is typical of our current campaign in regional farm magazines. 


Looks qood../s qood | Ge 


Bethlehem Fence not only looks good, it is 
good. It's a fence that’s built to last. Invite 
your customers to examine the tightly- 
wrapped hinge joints, test the strength of 
the tough steel wires, or inspect the smooth 
zinc coating. It’s a husky fence in every 
detail. And best of all, it makes satisfied 
customers . . . especially when they put 
up their fence on long-lasting, easy-to- 
drive Bethlehem Steel Posts. 





AUTOMATIC 
BALER WIRE 
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Ask your jobber for full details. He can 
supply you with a wide range of standard 
styles and sizes to meet every farm fencing 
need. And he can also supply you with the 
other top-quality steel products shown 
below. Check with your jobber today. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethiehem 
Pacific Coast Steel Corporation. Export Distributor: Bethlehem Steel 


Export Corporation, 


NAILS AND STAPLES 





FENCE POSTS 


Gillette Again Airs 


TO SEND YOUR PROFITS 


e ‘ ‘ie 


Smashing All Sales Records Everywhere! 


tpg z 
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SUPER-SPEEO RAZOR 


And IMPROVED 10-Blade Dispenser With Used -Blade 
Compartment In Styrene Travel Case 


$ $1.75 


Retail VALUE 


Your Cost, 12 Sets Mounted in Two 
Mighty Midget Metal Display Racks 


GILLETTE 
ARISTOCRAT © 


Retail $3.79 
en 0 or 4 > Your Cost $2.68 >» 
mae 
j 23 ; ee a 
. P 
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GILLETTE 
EXECUTIVE 
Refail $10.00 
Your Cost $6.00 >» 











Triple Crown Kaces 


ue-UP-UOP 


VF N a 
KENTUCKY DERBY 
PREAKNESS 


BELMONT Every Gillette Item’s 


An Odds-On Favorite 
With Men—Stock ‘Em 
All And Watch The Extra Dollars Roll In! 


_—_ this year Gillette employs the action- 
packed drama of America’s top turf classics 
to sell millions of men, via radio and television, 
on the superior quality and value of Gillette 
razors, blades and shaving creams. These widely 
publicized network broadcasts will reach every 
section of the United States, so plenty of your 
customers will be in the vast audience. Send 
for Gillette’s full-color Triple Crown window 
display and make your store local shaving 
headquarters. You'll ring up lots of extra sales! 


Growing More Popular Every Day! 


Gillette Shaving Creams 
With K-34 


@ More and 
more men are 
switching to 
these fast-acting 
beard softeners 
... enjoying the 
valuable protec- 
tion of K-34, 
amazing facial 
antiseptic. Keep 
them on your 
counters. 


) 2o Vf 
; StAvEs 
or. j 
LISPENSER | 


(.. 2 3 HE “ J; "3 5 / 
Sees FA\ LE cd / 
GILLETTE " 


BLUE BLADES SELL THEMSELVES 


When You Keep ’Em Up Front! 


@ We'll turn the spotlight on Gillette Blue Blades 
time after time and feature the new Dispensers with 
used-blade compartments. 
10 for 49% 20 for 98c 
Aliso in the familiar package, 5 for 25¢ 
Your cost per carton, 10’s or 5’s (100 blades) . . $3.68 
Your cost per carton, 20’s (200 blades) 





THIN GILLETTE 
BLADES 
Retail 4 for 10c 
10 for 25¢ 
Your Cost Per Carton 

Retail 49% 200 blades) $3.68 
Your Cost (10 Sets) $3.68 


GILLETTE 


We Tell ’Em —looks14*"' feels14"”’ beswe"' — You Sell ‘Em 
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Pure Chinese hog bristles. Maroon handles, yellow stripe with black tips. 
Colorful, all-metal, nickel-plated dispenser, 12’ x 12”, features the loop 


design that reduces pilferage. 


#85 “Wasp” Assortment 


Contains Size Pure Chinese hog bristles. Shipping-box 

: — . Varnish dispenser, 9” x 10”, has bold yellow 
Oz. os 

pong wy" and brown striping, holds full assortment. 

Ya doz. - * 


Biggest bargain deal in quality brushes in the field! Rock-bottom prices 
to you, which you can pass on to your customers for quick turnover — at 
a markup that can’t be topped! See your supplier for details. 


Whiting-Adams 


Paint Brushes 
No Shed... No Streak... No Spatter 







TO SELL RIGHT OFF 


YOUR COUNTER 


Whiting- Adams “Flying Pig” 


Paint Brushes Have Everything It Takes 
For Fast, Profitable Selling 


Only genuine, quality Chinese hog bristles 
are used in manufacturing Whiting-Adams 
“Flying Pig’”’ paint brushes. And they look 
as good as they paint, with smart, vari- 
colored handles that convert sales-appeal 
into sales. Priced competitively, at the 
household trade level, they’re displayed in 
handsome, customer-stopping merchandisers 
that pack a powerful selling impact into 
just one square foot of counter space. 


Why pay as much for brushes that won’t 
do as much — for your customers or for 
you? Investigate the variety of ‘‘Flying 
Pig” assortments in popular sizes and styles. 
WHITING-ADAMS Company, Inc., 


Boston 18, Massachusetts. 


Two-Tier Metal Display “Flying Pig” Assortment; 
Double Thick Varnish Brushes, 4" Thick Wall Brushes 


Contains 
1 doz. 
1 doz. 
% doz. 
VY, doz. 
Y2 doz. 
Ys doz. 
Ys doz. 
Ys doz. 


Be sure to get full information on this truly outstanding 
deal from your supplier. See how the low cost to you, the 
generous markup and the low retail prices add up to fast, 
profitable selling! 


Size 


1” Troy Varnish 
WA” ” "” 


" Argus Wall 
” ” 


4” ” ” 
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Top —" magazines carry strong 
selling story on new 3M Sandpaper 


Three issues of Popular Mechanics, two issues of Home Craftsman and 
Popular Homecraft give announcements of pre-cut, super-tough 
sandpaper to over 4,000,000 readers coast-to-coast. 


Here’s a new line of sandpaper tailor-made for your rapidly growing 
home workshop market—3M Home Workshop Sandpaper. It’s coated 
with aluminum-oxide mineral—the world’s toughest woodworking abrasive, 
and it’s pre-cut-to fit most types of home power tools. 

Discs, belts and sheets of ‘‘Production’”’ Paper (including those pre-cut 
for the popular 3M Rubber Sanding Block) are neatly packaged in a 
simplified grit range to ease your stocking problem. 

Get ready for EXTRA business by ordering your supply of 3M Home 
Workshop Sandpaper today. Select from the line shown on the right. 


General Export: Minn. Mining & Mfg. Co., International Division, 270 Park Avenue, New York 17, N. Y. 
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DISC SANDERS take ‘Production”’ 
Paper Discs. 5” and 6” diameters. 
Universal Centerhole* fits any arbor 
from \ ” to 1”. 5 discs to a pack. Fine, 
medium, coarse and very coarse grits. 
*Patent applied for. 














BELT SANDERS take “Production” 
Cloth Belts in any of the following 
sizes: 2”x21”, 2% ”x21%6", 3”’x23% ” 
3”’x24”, 3”x27”, 4% ’x26”. Packed 5 
belts to a box in fine, medium and 
coarse grits. 





















OSCILLATING SANDERS and the 3M 
mag | Block take “Production” 
Paper Sheets. 334 ”x9” size fits most 
popular machines, 2% ”x9” size fits 
the block. 10 sheets per pack in fine, 
medium and coarse grits. 



















SANDING BLOCK of solid rubber is 
acked in a 6-unit counter display. 
akes a profitable item in combina- 
tion with handy packsof‘‘Production”’ 
Paper pre-cut to fit block exactly. 
Fast, steady seller. 





HOME WORKSHOP 
SANDPAPER 














Made in U.S.A. by MINNESOTA MINING 
& Mra. Co., ‘St. Paul 6, Minn., also makers 
of “Scotch” Brand. Pressure-sensitive 
tapes, “‘Scotch’’ Sound Recording Tape, 
**Underseal’’ Rubberized C oating, ‘Scotch: 
lite’ Reflective Sheeting, ““Safety-Walk” 
Non-Slip Surfacing, ‘‘3 *» Adhesives. 
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F YOU are a partner in a business, it will pay you well to 
| think carefully and long about the story of Tom Clark, 
partner in the hardware firm of Clark & Dean. 


When Henry Dean died suddenly a few months back, the 
firm of Clark & Dean died with him. For the law in general is 
that a partnership is automatically dissolved by a partner’s 
death and no longer is a going concern except for the purpose 
of winding up the business and settling with the estate of the 
deceased partner. 

Fo Tom Clark, the surviving partner, this might have pre- 
sented many serious problems. Whether he chose to wind up 
the affairs of the business or to reorganize and try to keep it 
going, he could have been severely handicapped in many ways. 


Under a forced liquidation, he might have had trouble 
settling accounts receivable . . . paying outstanding debts. . . 
selling the firm’s assets at anything near their true values. 
And by the time he divided what was left with Henry Dean’s 


THE NEW YORK LIFE AGENT 


A Business 
| DT =. an 








widow, he might have found it financially impossible to 
establish a new business of his own. 


Or, if Tom Clark had tried to reorganize the business and 
keep it going, he might have found it difficult to work outa 
new partnership agreement with Mrs. Dean, who knew little 
of the business—or her son, who cared nothing for it. And to 
get an outsider to buy out the Deans’ share of the business 
for what they thought it was worth might have been difficult 
—and probably undesirable. 


Fortunately for everyone concerned, none of these problems 
arose when Henry Dean died. For a New York Life agent had 
helped the partners prepare for this emergency years before 
with a sound, sensible Partnership Life Insurance Plan. 

Under this Plan, each member of the partnership was it- 


sured for an amount equal to his interest in it. Both Tom 
Clark and Henry Dean had stipulated, in a definite buy-and- 
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Naturally, names used in this advertisement are fictitious 


npossible tof sll agreement worked out with their lawyer, that in the event contingencies and to take advantage of future opportunities. 
of the death of one, the surviving partner would take over his 


; You'll find it will pay you to get the facts about Business 
interest and have full ownership of the business. 


usiness and Life Insurance now. For free booklet giving full information, 
work outa The estate would receive payment in cash for the deceased simply mail coupon below. Or better yet, call your New 
> knew little § Partner’s share according to a formula established by both York Life agent and talk it over with him. You are under no 
or it. And to Partners in the buy-and-sell agreement. This way, there could obligation either way. 

the busines ff beno room for argument or misunderstanding. The surviving 
yeen difficult § partner would have not only the right and obligation to buy, 
but the money. The heirs would get their share withouta 9 [7 ~ Te “| 
forced liquidation—and business could still go on as usual New York Life Insurance Co., 51 Madison Ave., New York 10, N.Y. 
with the survivor as sole owner. 


NEW YORK LIFE INSURANCE COMPANY 


| 
se problems : I would like, without obligation, a free copy of booklet(s) checked: 
fe agent had * * m | (_] Partnership Life Insurance 
years before . , : , [_] Close Corporation Insurance 
Plan. Every year, in thousands of businesses, Business Life In- | C] Key Man Insurance 
surance is being welcomed as the ideal way to guarantee | 
ship was it financial protection in case partners, executives, principal | 
_ Both Tom§ Stockholders or important firm members die. At the same | 
| 
| 


ite buy-and-§f time it provides increasing cash reserves both to meet future 
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ASBESTON 


\i YJ Is the Name Housewives Trust In 


- Fire-Resistant Ironing Board Covers 





Our National Radio Network programs 
tell them why Asbeston is home safe, cuts 
fire hazards. 

National Advertising tells women how 
Asbeston produces smoother, faster, nicer 
ironing. How Asbeston wears and wears 
and wears. 


Asbeston is the only asbestos fabric woven with 
tough, super-twist, two-ply Asbeston yarns, and 
especially treated for a smooth, durable ironing 
surface, that’s quick-drying and wrinkle-free. 

These are the reasons why leading makers of 
quality ironing board covers use Asbeston for 
the world’s finest ironing board covers — why 
millions of homemakers prefer Asbeston over 
any other kind. 


Always display and feature 
this label — it gets 
business and profits. 





Made by the Textile Division @ 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas, Rockefeller Center, New York 20, N. Y. 
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The 
BOKER aarcuen kn 


Three “MOST USED” Kitchen Tools 
in a Handsome Walnut Wall Case 


Women can’t resist this combination: 
1. Junior Chef All-purpose Knife. 2. Paring 
Knife — Both are hollow ground, razor 
sharp with genuine pakkawood handles. 
3. Chrome-Plated Kitchen Shears of un- 
breakable, hot drop-forged crucible 
steel. Here’s a tool with a hundred 
uses. Slip-proof, serrated edges 
for cutting vegetables, fish, fowl 
or meats. It’s also a bottle 
opener, nut cracker, screw 
driver, tack hammer — 
all in one. Every wo- 
man wants it on sight. 














& 
Most JOBBERS are in a position 
to make immediate delivery of 
this fast-selling item. Order today 
— you'll make profits tomorrow! 


Ask your Jobber, too, about the famous TREE BRAND 
line of Pocket Knives, Carving Sets, Gift Sets, Poultry and 


ny Kitchen Shears, Kitchen Sets, etc. 


H. BOKER & CO., INC. 


Quality for over a Century 
101 Duane Street New York 7,N. Y. 
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SPANDY 


the GENTLE killer 
IS HERE 











The Most Powerful Germ Killer—Disinfectant 
Ever Developed—yet so safe a child can use it! 


™~ 
























Now, every home, farm and factory can 
enjoy the protection of Spandy, new miracle 


disinfectant-deodorant-fungicide. Spandy actu- 
A DISINFECTANT ally destroys the millions of disease-carrying 
GERMICIDE DEODORANT germs you can’t see, but which constantly 


threaten. Yet, despite its powerful germicidal 


ANTISEPTIC...FUNGICIDE... action, Spandy is non-caustic, non-irritating — 
gentle and pleasant—and is actually more eco- 

PACKAGED AND PRICE-PROTECTED nomical to use than any other brand. 

y 
FOR THE HARDWARE TRADE Everyone is a prospect for Spandy — for 
homes, farms, factories, hospitals, hotels, insti- 
tutions — wherever health must be safeguarded. 
Order from your wholesaler today! 


Only SPANDY does all these! 


* Kills dangerous germs and bacteria 












_ 








* Gives almost complete protection 
for days after application 


* Leaves a fresh, clean odor 
* Does not stain 


* Non-caustic, non-irritating, 
harmless to sensitive skin 


* Guards against mildew in laundry, 
clothing, leather goods, etc. 


* Makes more pails of solution than 
any other brand 








GOES FARTHER! LASTS LONGER! 





/ [ OPEN STOCK Fair Trade-Price Protected 

Ni No. | Size | Pack | Weight | List per Case| List Each 
ORE ECONOMICAL | $-Q| Qt. | 1Doz.| 41-1/2 Ibs) $11.64 | $ .97 
FOR BEST DISCOUNTS ORDER IN CASE LOTS | SG} Gol.| 1/3 * 45-1/2Ibs.| 13.96 | 3.49 












G. N. COUGHLAN CO., WEST ORANGE, N. J. 
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for your Libbey Glassware sales 


The glasses are practical, too. Bright colors or write direct to Libbey Glass, Toledo 1, Ohio. 


LIBBEY GLASS Hae OE 


FFAS EISNES ERE LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 


It’s 

up ¢ 

Everysopy wit Rave about these new won't wash or wear off. Rims are chip-resistant, pow 
Libbey “Party Pepper-Uppers.” Salespeople, forthe fully guaranteed: “A new glass if the rim of a Libbey Nev 
speed and ease with which the glassware moves. “Safedge’ glass ever chips!” We: 
Customers, for the “new life” they bring to family Prepare your counters for the added impact pie 
get-togethers at home. Prepackaged eight of a of this full-page, full-color ad in April House & 
kind in beautiful gift boxes, they'll prove real sales — Garden. Stock up on the 4 “Party Pepper-Uppers” ONE’ 
pepper-uppers at your gift counters. now! Contact your near-by Libbey supply dealer, Ww 
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Announcing the Sensational, 


New Westinghouse = 
yin 00n 
zi ry. 










4 


A Beautiful, New Mixer with the 
Power to do Everything .. . Better 


... Of course, it’s electric! 





— 


NEW JUICE CRAFTER 


Now you can juice a pitcherful without ever stop- 
ping to remove the pulp or clear the strainer. 


(Accessory) & 45 


Model FJ-511 selina 











Give Electric Housewares ...First Choice for Every Gift Occasion 


A Perfect Kitchen Mate to America’s Leading Roaster 


It’s new in design . . . new in styling . . . opens This new Food Crafter is sure to meet with 
up a whole new market. Never before a mixer so — such _ popular acceptance that under current con- 
powerful! Never a mixer so loaded with features! ditions we will not be able to keep up with 
Never at a price so low for so much! The new demand. Your distributor will do his utmost to 


Westinghouse FoodCrafterhaseverythingawoman _fill your orders, but please be patient if shipments 
wants, and the power to do everything BETTER. are slow during the initial production. 


saremetouesice YOU CAN BE SURE..1F 1's Westinghouse 


ONE”... Every Week 


WESTINGHOUSE ELECTRIC CORPORATION « Electric Appliance Division ¢ Mansfield, Ohio 


sRi2(S8 


Rerge +  Glectric Griddle + Cleaner + Laundromat * Wome Freezer 
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SHE'LL USE THESE EVERY DAY 





PYREX FLAMEWARE SAUCEPAN 


PYREX CASSEROLE 
tot things are cooking. 






Bake nt, bring tf ait to the tabie, then You ca watch how 

put it in the refrig ¢ with leftovers right through the cleat giass top and 

ready for reheating Liility covet sales. Easy te keep clear Lock-oncover 
VA-quart size $2.25 


DOES SHE LIKE TO BAKE? 


» 
— 
—h. ti) 
—1 Pe t= 
a i= } .F ri Fs 


S 


ai e 4 


PYREX MEASURES 





pyrex COLOR sowt SET 

Here’s a nest of (uur gav-cotored bow's Easy to read. Easy t pout +. Boil- 

for every mi 1 US (ofan bik ave ’ (hs t 1 them &- ounce 
quant size TOF 


pakingand «Ts 


Ses of 4 $2.95 


WHEN SHE ENTERTAINS .-- 


PYREX UTILITY DISH 


ings ot cake, corn 


pYREX COLOR WARE CASSEROLE 


asserole with 


Bigenough for 24.seT¥ 
bread, stuffed tomat 








Handsome 242-quart © 
cover in gay red or sunny yellow Won 


derful for buffet suppers $2.25 


PY REX WARE- =» rroouct oF Cc 


«PYREX” toe registered tradesmart of Corning Glase Werks, Corning: un 





Here's a 
cause we" 
versary of Corning 
of making glass better @ 
For a limite 
that wonderful Pyrex 
nest of three bow 
serving—at @ great, 
gift for Mother's 
‘our own kitchen! 


counter 





oes, Useful as 4 


refrigerator (ray. as well 
14-inch size $1 oo 


‘ck PYREX WARE for 
Mother’s Day (x ":"" 


MOTHER'S DAY SPECIAL! 


Limited time only! 


Get this special at you 


PYREX SQUARE CAKE DISH 





you sc W 





PYREX FLAMEWARE P 
You can see when the 
> per fect 


€ 
Doesn't hokd rancie 


bargain for gift-giving 
re celebrating the 100th Anni- 
GlassWorks, acentury 
nd more useful. 


d time we're offering you 
Clear Bow! Set—a 
Js for mixing, baking, 
big saving! A grand 
Day, for brides, for 


r Pyrex Ware 
ow. Offer expires May 31, 1951. 





h wide, casy-tO 
n the crust 


goiden-brows ati over. 79¢ 


ERCOLATOR 
emeath. Doesn't 5 
4 tastes Of odors 


o-cup Sze 


ORNING GLASS WORKS 


—be- 


Sales-building Promotion 
























PYREX CLEAR BOWL SET 


SPECIALLY PRICED $119 
AT ONLY — 





PYREX ROUND CAKE DISH 


, 100, 


araap For cakes, of course! Wonderfut 
as a shallow casserole, for serving vege 


tables of dessert 





PYREX PIE PLATE 
and gives you a 
ainder-crust. Atirac- 


Bakes pres quickly 
iam wonderful, flaky 
tive for setvmg, 


perked 


too! 


Finch suze 39% 


$2.95 
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of PYREX WARE for 


Mother’s Day (May 13) and Brides! 





MOTHER'S 


Limited time onl 
Here’s q barg 
Cause we're ce] 
versary of Corning Gla 


y! 
A perfect gift for 


Mothers and Brides ssWorks 


akine a 
of making glass better and aunt 
. Seful. 
;.. at a reduced price. Pho 4 limited time we're Offerin 
wonderful] Pyrex C] '§ you 
. ¥ ear Bowl Set— 
What a traffic-builder! west OF three bow! og 


your own kitchen! 


ain for 9ift-giving — be. 
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DAY SPECIAL! 


PYREX CLEAR BOWL Ser 





* 


Get this Special a 








Counter now. Offer ex 


t your Pyrex Ware 
Pires May 31, 195], 


SPECIALLY PRICED 
AT ONLY 


$119 




















A full-page ad will run in Life, just one week before 
Mother’s Day, telling the PYREX Ware Mother’s 
Day story. 

And, during May and June, peak months for bridal 
doings, a PYREX Ware bride’s ad will be running in 
the Ladies’ Home Journal, Woman’s Day and Coun- 
try Gentleman—a total circulation of more than 
10,000,000 women! 

In both ads, the #95 PYREX Clear Bowl Set will 
be featured at $1.19, reduced from $1.39. This price 
reduction is bound to step up traffic in your house- 
wares department. 






/REX”’ is a registered trade- 
nA n the U.S. of Copning 
jlass Works, Corning, N. Y. 


A product of 


CORNING GLASS WORKS 
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Your markup is protected. From March 20— 
May 25, all PYREX Ware dealers may pur- 
chase from PYREX Ware distributors the #95 
Clear Bowl Set at the reduced price less the 
usual PYREX Ware discounts. Yes, your 
markup is protected. 


83% of all American women own at least one piece 
of PYREX Ware. Every one of them is a first-rate 
prospect for other PYREX Ware items. Sounds rea- 
sonable? You bet it does. It’s a provable fact. 

Bring these potential customers into your store by 
making use of the following free material. Be sure to 
have a complete inventory of PYREX Ware. Place 
your order today. 


SALES KITS COMING APRIL 1! 


These special advertising and display kits will con- 
tain point-of-sale display cards, mounted reprints of 
the Life ad and complete details on the promotion. 


FREE MATS! 


We’ll furnish drop-in mats, adaptable to any bud- 
get, for eye-catching newspaper ads. 


PROMOTION RUNS FROM APRIL 12, 1951 
TO MAY 31, 1951! 


Order from your distributor today! 








HYDE 


SPEEDSTER 


SCRAPERS 


aq dot 
Fo, Gut swe 


Hyde Speedster Wood Scrapers 
are available in three blade sizes — 1”, 1144”, 214”, with 


regulation and long 14” handle, for every wood scraping 





job! All feature double-edge heat treated steel blades, 
extendable sideways for hard-to-reach corners. Patented 
blade release for quick change. Natural-grip hardwood 
handles. Tungsten-Carbide blade scraper available for 
tough surfaces such as concrete, steel, iron. Ask your 


jobber for beautiful free counter cards. 


HYDE MANUFACTURING COMPANY 


® SOUTHBRIDGE, MASS., U.S.A. BLADE EXTENDED 











RECOGNIZED LEADER 


World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 


Berqman com wel ie. me | | Ackermann - Steffan Div. 
pg geo ST. BUFFALO 13, N.Y. PARKER MFG. C0. 


Worcester, Mass. 


] , y To 











b 


TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 





QUICK BLADE RELEASE 
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Insist on 
TROJAN by name 
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New HOW 10 BUILD IT” Promotion pulls 


in prospects for 





We’re going right into the living rooms of millions of 

homes to give an actual DEMONSTRATION of how 

SKIL Home Shop Tools can mean better living at big 
savings. That’s the kind of proof that turns lukewarm 
interest into redhot prospects. 

Millions of prospects! The first “‘How To Build It’”’ 
ad in the series reaches more than 10,042,789 readers 
of the Saturday Evening Post and 5 other leading 

national magazines.' 

Every DEMONSTRATION directs the prospects 
right to you, the independent hardware dealer. 
Only you have the SKIL Home Shop Tools that 

will clinch the sale every time. 16 top-quality 

tools —each one easy to use, packed with power, 
and fully guaranteed. 


Be ready for these pre-sold prospects. 
Call your SKIL Wholesaler today. 





SKIL Gree l0els 


ai, BELT SANDER 


aL PLASTICS | 


< me 
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7 ee asvee 
‘ gastet vee? waar se 


ASK mk i : MONS TRATION 
pie 
| oan Sea 2 : >a 
fy mt Pea 


SAVE! 





= - ; 
eee __ AND 
BUILD IT YOURSES 

B Attractive store displays Self-display cartons do a 
Two designs. Available from your wholesaler. real merchandising job in your store, 





SKIL Home Shop Saws « Drills - Drill Kits 
Sander-Polishers » Belt Sander + Oscillating Sander 
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Preference 


measured by the mile , 





Where farm trade is important, thousands of dealers know from 
experience that Keystone Steel & Wire products have earned a business-building 
customer preference. These are some of the reasons: 


MATERIALS .. . are quality-controlled from Keystone’s own open hearth 
furnace, through its own wire-drawing mills—to the final product. For example, 
Red Brand fence gives extra service because the right amount of copper used 
to provide rust resistance, the exact degree of hardness, the amount and method | 
of applying the zinc coating—are all under the supervision of metallurgists 

who can base their decisions on Keystone’s over sixty years of experience. / 


CONSTRUCTION features . . . The fence is woven on machines of Keystone’s / 
own design. Knots give both strength and durability. For example, stiff stay 
Square Deal knots, hold like a vise, yet permit the flexibility of the line 
wires. Picket-like one piece stay wires keep the fence erect. The 
knot is corrode-resisting, will not hold water. No projecting ends 
to snag clothing or injure livestock. Hinge-joint Monarch knots 
work like a hinge and give under pressure, yet cannot slip. There 
is ample wrap around the line wires—no projecting ends. 


MERCHANDISING support by Keystone, not only promotes 
Keystone products but helps make the dealer’s entire operation 
more profitable—more significant in his 
community. Ask the Keystone representative, 

or write for facts about the Red Brand 

Practical Land Use merchandising program. 


CUSTOMERS ... farmers in all parts of the 















































country recognize the extra values built y 
into Keystone products . . . Thousands of Aj 
farmers have standardized on Red Brand A | 
fence and easy-to-set Red Top steel posts, { 
for years and years .. . their satisfaction ANIIV 
assures repeat business’for dealers. iif | 
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SATISFACTION BRINGS 





Steel shell on Upson-Walton snatch block is 
well flanged and rounded — to reduce rope chaf- 
ing. Hoist hooks are drop-forged for maximum 
strength and safety. . 


Upson-Walton drop-forged turnbuckles are 
protected against rust and corrosion—by galvaniz- 
ing after threading. A wrench can be applied to 
any pair of flats and have full bearing. 





ee 


od 


Chain shackles are hot-galvanized for long 
life. Threads on all Upson-Walton fittings con- 
form to standards set by National Bureau of 
Standards. 


"WALTON 


@ Hardware dealers who make every 





Thimbles are made of wrought steel—hot gal- 
vanized to prevent rust. Designs available for wire 
rope or manila rope. 


Seu UPSO 


Malleable wire-rope 
clips are galvanized. Use 
Upson-Walton malleable 
clips for light duty service, 
Upson-Walton drop-forged 
clips for heavy duty. 








line a quality line can count on prod- 
uct satisfaction to bring customers 
back. In wire-rope and manila-rope 
fittings, turnbuckles and blocks, the 
quality line is UPSON-WALTON— 
with its 80-year tradition of sound 





design and expert workmanship. 


Branch warehouses are ready to 
serve you. Write for catalogs today. 


THE UPSON-WALTON CO. 
CLEVELAND, OHIO 





You can select Upson-Walton eyebolts in diam- 
eters from 4" to 1%" for a safety factor of 5 to 1. 
Eyebolts are hot-galvanized after threading. 
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NEW PUSH BROOMS 
MAKE 
ALL OTHERS OBSOLETE 


W.N. Modglin 


Three years ago our Industrial 
Products Division started a research 
project...to develop a new type of 
pushbroom withgynthetic fibres 
which would be free from all defects 
of ordinary pushbrooms. Our effort 
has been successful. These Modglin 
Perma-push brooms are unques- 
tionably the most efficient and 
long-wearing pushbrooms ever 
made. They offer you better sweep- 
ing performance and greater main- 
tenance economy than you have 
ever known. 











MODGLIN PERMA-PUSH 
No. 800 Series 


Heavy duty garage broom of unbelievable 
durability and sweeping qualities. Amber 
Permene plastic bristles wear ‘‘like iron” 
and retain their spring action for the life 
of the broom. Available in 14, 18 and 24 
inch widths. 


ALA 


MODGLIN PERMA-PUSH 

No. 900 Series 
For office and general use. Three sizes (14 
in., 18 in. and 24 in.) are available to meet 
all maintenance requirements. Bristles are 
golden-amber colored long-wearing Per- 
mene fibre. Will sweep effectively long 
after old style pushbrooms are completely 
worn out. 








MODGLIN PERMA-PUSH 
No. 1024 
For extra heavy duty industrial and street 
use. Works equally well on concrete, as- 
phalt, brick, stone and macadam. Resistant 
to acids, alkalis, petroleum. Will notabsorb 
water. Never becomes soggy, water-logged 
or matted. Retains ‘flicking action”’ at all 
times. Comes in 14 in., 16in., 24 in. widths. 


MR. HARDWARE DEALER 


Learn what these r 
new Modglin pro 
to pay you faster 
from smaller floor 
for details includi 
sheets. 






evolutionary 
ducts can do 
larger profits 
Space. Write 
Ng catalogue 







MODGLIN CO., INC. 
Los Angeles 65 - New York 1 
Chicago 9 - New Orleans 13 











IT'S EASY TO SELL QUALITY 


DUST 





800% 
turnover 
with 


GIARTSHORN 
Window Shades 
















} 
PANS oa 
nev 
The Fulton Dust Pan 7 
No. 182 designed for 
long and dependable the 
service. Built to “take mai 
it,” ideal for INDUS- 
TRIAL, JANITOR, OR yea 
DOMESTIC USE. Build new business for your store with cus 
Large capacity with reinforced “Easy-Grip” handle ee elisa Pe seat cation 7 
that won’t break or bend. Built of 20 gauge one a possible shade customer. Shade turnover b 
piece steel. Exclusive indentations hold edge to averages 800% yearly with a full 40% y 
floor. Size 12% x7. mark-up. Full range of price lines and on | 


qualities... all featuring the new “Lifetime 
Lubricated” roller. Inquiries invited. 


LIFETIME LUBRICATED 





See Your Jobber or Write Today for Colorful 
Literature On The Fulton Line 


PATENT NOVELTY CO. eva CHARTSHOR oa 


Dept. HA Fulton, Illinois 
EMPIRE STATE BUILDING, NEW YORK 1, N.Y. © STEWART HARTSHORN LTD., TORONTO, CANADA 
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SOLID FOUNDATION forall feitane sale 


You may have seen changes in vacuum bottle design 
and construction—but the trade-mark “Thermos” has 
never varied, nor the quality for which it stands. 


Thermos pioneered vacuum-insulation . . . produced 
the world’s most efficient insulation . . . developed the 
market .. . set the pace in the industry for almost 44 


r . .v.6. 7. orfice 
years. “Thermos” is the name that means most to your Se ee 
customers, and most to your future sales. 


This name is an asset. You can help increase its value T H E ¥ A C U U M B 0 T T L E 
by showing your customers the trade-mark “Thermos” 
on the vacuum bottles you sell. E V E R Y B 0 D Y a S K S F 0 R 


c 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


t 
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'EVERYBODY KNOWS 
THE BEST IS. 
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The Plastic Garden Hose of Outstanding Quality 
Guarantees Greater Sales and Profits 
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Non-rust, 2-way 
perma-grip coupling. 
Designed for use 
with plastics, this 
Plymouth feature is 
guaranteed to hold 
fast for the life of 
the hose. 





TWO WAY 
PERMA-GRIP_ 
SCOVILLE “G 
COUPLING “7 





















In bright garden green ~ 
flashing crimson red 





® Tough, durable plastic — outlasts rubber. 
© Featherweight — a child can lift it. 

® Resists extreme hot and cold temperatures. 
® Withstands city water pressure. 

© In 25-ft., 50-ft. and 75-ft. lengths. 


Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, Inc. 
Canton, Mass. 








i/so Manufacturers of SLIPKNOT, the World's Largest 
Selling Friction Tape. 














WAYS A 
BETTER 


No. 286 — 8’ wide x 6'6” high 





No. 200 — 8’ wide x 7’ high 
No. 279 — 9% wide x 6'6” high 
No. 219 — 9 wide x 7’ high 
No. 235 — 15’ wide x 7’ high 
No. 226 — 16’ wide x 7’ high 


The tremendous popularity of Frantz Sectional-Type 
Overhead Garage Doors, presented less than a year 
ago for 8’ x 7’ and 9’ x 7’ openings, has brought the 
development of four additional sizes (see list above) 
to care for practically every residential requirement. 
Builders and contractors favor the Frantz Sectional 
Overhead Door because it offers so many appealing, 
new constructional features for quick installation . 


easy, fool-proof operation . . 
for easier selling and greater IWF). pe TP’) 
g and g JO 
/ mm __ GARAGE DOOR 






customer satisfaction. If you 
are not acquainted with Frantz 
Sectional-Type Overhead 
Doors, write today for free 
illustrated folder; it tells you 
why they’re a better buy! 


FRANTZ 






GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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Bolster your stock now with tough, durable. 


Firestone 


7) * SCREENING 


—won't rust or rot—never needs paint 








You don't need a very long memory to know what's going to | COLORS: Forest green, bronze brown or aluminum gray. 
happen—and very soon! Lose no time in assuring a steady 
supply of fast-selling FIRESTONE Velon for your store. Your DIMENSIONS: Standard widths—24”, 26”, 28”, 30”, 32”, 


customers want this permanent rustproof and stainproof 36”, 42” and 48”. First six widths fit display rack. Additional 


screening that can stay up summer and winter. FIRESTONE . : ; , 
Velon has price-appeal to homeowner nd 0 sweet profit widths on special order. Mesh 18 x 14. Filament diameter 


to you. 0.015”. 


This “SILENT SALESMAN” does a whale of a selling job! 


IT STORES..1/7 DISPLAYS...17 SELLS 


‘5 C A. REET E NI NB 5 Pe PA Gets your message across even when you're busy with other customers. 
Compact—55%" high, 45%” wide, 14” deep. 












~* Wont aust 
WONT stay 
fe WOUT BREAK 

2 © Won BULGE / 


$ 
YOU PAY ONLY 9. 95 _ less than half our cost. That's not all. We 
prepay shipment from Chicago. 


Quick Facts About Firestone )éZw 


1. Can't rust—never needs paint. 
2. Impervious to rain, sun, cold, smoke and soot. Not even salt spray 
—eternal enemy of screens—bothers it. 











Won't sag or snag, breck or bulge. 

No need to dismantle and store during winter. 

Lighter weight—greater impact strength. 

So easy to install—a bright lad or a woman can do it. 


ACT NOW! 115,000,000 sq. feet of plastic screening 


will go to market this year. Sounds like a lot—but it won't be so much 
when the stampede starts. If your local Jobber doesn't handle Velon, 
write direct—today! 


Soe w 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
Give YOU | BS MORE PROFITS 
— REPEAT CUSTOMERS 


Give Your Customers: 











FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 

















PLASTERING 
TROWEL 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


Send TODAY for 





ATTRACTIVE 
DEALER DISCOUNTS FREE 
hein 30 She CATALOG 


to dealers, is there- 


Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 


fore able to offer 
especially attractive 
dealer discounts. 









Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 







“OLDRlrr 


® Dey FIRST CHOICE OF THE TRADE FOR 65 YEARS 








A BIG SELLER because 


It has a Hundred Uses 
Sheftield 


WATER 
PUTTY 


CRACK FILLER 


@ Sticks to Anything 


@ Mixes Easily with water 
.-» Will Not Shrink 


@ Becomes Hard as Stone 













y Ca 


y Shettieldl 


Crack Filler. 


Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently to 
stone, tile, wood or metal sur- 
faces and does @ perfect patch- 
ing and smoothing job! Feature 
it strongly . . . and watch your 
sales grow . . . because your 
customers are looking for some- 
thing like this every day! 


Shettield Zrorege 


PAINT CORPORATION 





CLEVELAND 19, OHIO 





MR. RETAILER... 


The ANCHOR small packaged WIRE line is one you may be proud to 
handle. Not only is it beautifully packaged but the utmost in quality 
is used to assure complete consumer satisfaction. Steady repeat 
sales. ASK YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. 


WIRE CORPORATION 


183-16 |) eee 4S 


JAMAICA 3, LONG ISLAND, NEW YORK 





HARDWARE AGE, APRIL 5, 195! 








~ 


R 








fc.) aa 


* 
2 
ites 


i ee ad FT 









her sensational 
Gint roller innovation... 




















| am NO MESSY 
ff 4 Y A PINT OR LOADING OR 
L Vag MORE OF CLEANING 
: PROBLEMS FILLING 
; | TIME REDUCED 


10 
SECONDS 


< F 


.ER 
thing 


water 
‘ink 


Stone 


COVER CHANGE 
.. JUST SLIPS 
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SAIN 
| LINER. .. NO 
NEED TO CLEAN 





WATER, OIL 
& RUBBER-BASE 
PAINTS 


INDIVIDUAL PACKAGE 


convenient ... attractive 


see selis itself!!! 
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precision equipment 
aerial cameras 
aerial surveys 
sound recording 
electric motors 

and home tools 


FIRZITE. 
are similar 
for Satinlac 
Don’t lose 


26 95 D at 3 in stock! 
Model F-149HK s Slightly higher Denver and west 7 ee 


Get the most out of a power drill, 

famous Fairchild feather balanced 

twenty accessories . . . the practical 

to do hundreds of household jobs , 

you need for a professional job, complete ina - 
handsome convenient metal case, at a bargain 
combination price. Write for free booklet No. 
70, on the famous Fairchild Electric Home Tools, .  * 


FAIRCHILD INDUSTRIES, INC. © Burlington, Vermont 
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GT POP-THESE WIZARDS 


= \/ |pROM NATIONAL MAGAZINES 


—to create new 
customers for you 


Want us to send YOU inquiries we receive 
from folks in your neighborhood? 

Here’s the story: Every month we adver- 
tise our “Wizards with Wood” — Firzite, 
Satinlac and Weldwood Glue—in over 20 
magazines like those illustrated. These 
magazines are read by over 10 million 
people. Many write us for dealer’s name .. . 
and more information. 

Here’s where you come in. We refer 
these local inquiries to dealers like yourself 
— providing you’re registered with 
us. All you have to do is mail the 
coupon below. 


as PURGE 
a perrer P 


Tames that wild grain 
FIRZI in fir. As an under seal 

it tightly seals the pores 
... Virtually prevents grain rise and check- 
ing . . . readies the surface smooth for 
paint, stain or enamel. For blond, pickled 
wiped or tinted effects on all woods, rec- 
ommend WHITE FIRZITE. (In pints, 
quarts, gallons) 


SATINLA The modern 
trend is for nat- 
ural wood fin- 

ishes. SATINLAC brings out and pre- 
serves natural grain and beauty of any 
plywood or solid wood. Avoids that 
“built-up” laok — will not turn yellow or 
darken with age. “Water-white”, easy to 
brush or spray; dries ready for next coat 
in 3 or 4 hours. (Jn pints, quarts, gallons) 


WELDWOOD GLUE 


To make things or fix things, recommend 
Weldwood Glue—America’s largest sell- 
ing glue, for all wood-to-wood bonds. 
Mixes easily with water. Stain-free, rot 
proof, highly water-resistant! /5¢, 35¢, 
65¢, 95¢ and larger sizes. 


Every foot of fir ply- 
wood sold—(over 40 
million feet per week!) 
-means business for 
FIRZITE. And there 
are similar fine sales possibilities 
for Satinlac and Weldwood Glue. 
Don’t lose customers—carry all 
3 in stock! 


UNITED STATES PLYWOOD CORPORATION 
Dept. 216, 55 West 44th Street, New York 18, N. Y. 





OUR store Display panels . . . litho 


displays . . . metal signs 
ith these . .. Newspaper ad mats... 
wi folders, we go all out to 
0 help you—the dealer—tie in 
to our national ad pro- 
gram. Mail coupon for full 
information. 


a 
We carry in stock: | 

(CI Weldwood Glue O Firzite © Satinlac 
Glad to have you refer your ad inquiries to us. | 
C] We are interested in Firzite, Satinlac and Weldwood | 
Glue. Please send full information free. | 
=] 


Name 





Address 
Jobber's Name 


meee 





a eee 
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ONE low-cost unit 
for ALL standard 


Sliding door installations 


Here’s the new, all new sliding door . 
hardware you've been waiting for. The most simply 
designed roller and track unit ever devised that saves 
more than 50% of normal installation time. Smooth, ef- 
fortless installation saves money, too. Slide-All ranks 
highest in quality, yet it’s priced low... backed by a 
lifetime guarantee. You owe it to your building bud- 
get to see Slide-All above all sliding door hardware. 


¢ Average installation time — only 15 minutes 


© Overhead extruded aluminum track will carry any weigh! 
door ' 


* Two types of track cover all sliding doors, including %” 
and 1%” thickness 


¢ Simple adjustments for smooth, quiet operation which per- 
mit the doors to be raised or lowered one inch 


* Immediate shipment guaranteed on all orders 


A few choice jobbers territories are available. 
Write today for catalogue and complete infor- 
mation. 


Mail Today for Complete Information 
AMERICAN SLIDING DOOR HARDWARE CORP. 


2084 First Avenue, New York 29, N. Y. 





Please send me, without obligation or cost, a copy of 
ppd rg Door Hardware Catalog. I am interested in 
LIDE-ALL Sliding Door Hardware as a— 


0 Dealer 0 Building Contractor H4 





Name (Please Print) 


Address 








Zone State 
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BB STOCKS, DISPLAYS, DISPENSES and 
# Sells All 
: | | ¥ make R-V-LITE your 


, uses : : 
Scores of yeat round use Keep this attractive, 


fit line! ¢ vee 
dependapi ay uni filled with all 6 types P 
inviti isplay unit fille sa 
pote - go most popular num i 
other item you stoc 

roportion to this com 
department. Requires 
of floor space. 


sean Available at nominal cost wi 


ASSORTMENT R-V 550-D. 
6-way profits 


t, complete 
nn than a square yard 


th SPECIAL R-V-LITE 


bo +4 ¢ 
+4444 


with these 6 fast-sellers: 


700-W 4x4 Aluminum Wir 
g00-cwW 14 Mesh Galv. Stee 
100-C Cotton Reinforced. 
i i d. 
00-P Plastic Reinforce , 
pon Aluminum Wire Reinforced. 
400-T Wax impregnated Fabric. 


ORDER FROM youR JOB 


e Reinforced. 
| Wire Reinforced. 


Scene" 


BER 


| Give this ‘Shopper Stopper 


TRAFFIC LANE POSITION 







6 Types — 
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\&) 3462 NORTH KIMBALL AVENUE 
CHICAGO 18, ILLINOIS 
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More and more dealers are making more 
sales and profits by selling McKay “En- 
gineered’’ Chain. And with good reasons! 


McKay is the one line that meets every 
customer’s complete requirements for chain 
whether it’s for farm, home or shop. It's chain 
with a ‘‘recognized’’ name in the buyer's 
mind because chances are he’s used the 
famous McKay Tire Chains on his car or ¥ 
truck. Chain is priced right, too, so that your 
customers receive full value for their dollar ‘@ 
and you get a fair share of profit. 

Order and display McKay ‘Engineered’ 
Chains now. 

McKAY CHAIN FOR EVERY USE 


@ for Farm... 
Cow Ties - Trace Chains - Well Chain - 
Log Chain - Passing Link Chain - Halter 
Chains - Wagon Chains - Breast Chains - 
Tie-Out Chains - and many others. 

@ for Home... 
Twist Link Machine Chain - Victor Pattern 
Coil Chain - Sash Chain - Repair Links - 
Tow Chains - Tire Chains - Jack Chains - 
and many others. 

@ for Shop... 
McK-Alloy Chain - Hi-Test Chain - Sling 
Chain - BBB Coil Chain - Iron Dredge Chain 
+ Hoisting Chain - and many others. 


WRITE TODAY FOR COMPLETE DETAILS 
Ask for Data Sheet on the new McKay “Silent 
Salesman" and the full line of McKay Chains. 


THE McKAY COMPANY 


440 MecKAY BUILDING ¢ PITTSBURGH 22, PA. 


“Your PROSPECTS | 
are sold... 


How about YOU! 


Wagoner 


automatic electric 
. water heater! 


(rere 


J 


Our national consumer ad campaign 
. designed to pre-sell more 
than 98 million magazine readers 
on the merits of Wagoner products 
' . is paying off! Direct response 
indicates tremendous consumer 
acceptance . .. from everywhere! 
You can cash-in on these inquiries 
. and invite more . . . by using 
Wagoner newspaper mats, store 
displays and mailing pieces. 


Don’t Delay! 
WRITE FOR THIS 1951 
MERCHANDISING KIT TODAY! 











e Mild and Stainless 
Welding Electrodes 

@ Industrial and 
Commercial Chain 


© McKay Metal-Fil 
© McKay-Rod Electrodes 
e Tire Chains 
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MR. W. G. WAGONER, President H-45! 
America & Southern Corp., Nashville 10, Tennessee 


Please send me booklet which describes the complete line of 
Wagoner Products—free of charge and without obligation, of course. 


NAME 





STORE NAME. 





ADDRESS 
CITY STATE 














Wa oner AMERICA & SOUTHERN CORP. 
Gg 1000 Sixth Ave., South 
NASHVILLE 10, TENNESSEE 





9» 





unconditional guarantee INE 
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kwikset sales and service company 
anaheim. california 
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A practical dealer tells, in his own words, 
how he handles the stock control problem 
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INEXPENSIVE STOCK CONTROL SYSTEM 


By H. C. RUSH 
Partner, 
Sprague’s Hardware Co., 
Trenton, N. J. 


Here’s a simple inexpensive 
system that eliminates the 
confusion and duplication 
of the want box. The author 
uses this system, tells how it 
works, how it is especially valuable in ordering 
seasonal goods and how it provides the data 
required by the price control regulations. Cost? 
Less than $20 to set up. 
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for Small Stores 


A few years ago we were plagued 
by shortages, duplications, and gen- 
eral inefficiency of the old “want 
book” system. We found that very 
often if merchandise failed to come 
in on an order it might not be 
missed for quite some time, or at 
least until a customer requested 
that item. In this way-we lost many 
sales. 

We also found that very often an 
item would be duplicated in the 
want book by different clerks with 
a resulting duplication in orders, 
and an overstock as the end result. 
So we set up a very simple system 
which practically eliminates all of 
these faults. 

First of all, we disposed of the 
want book and replaced that with 
3x5 white pads, which cost about 
$2 per gross. When an item is 
needed it is written on a single 
sheet, and dropped in a want box. 

Next, we bought a 4x5 wood file 
box and entered all the jobbers we 
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deal with on an index. The pro- 
cedure is- as follows, using nails as 
an example. One of the clerks 
notes that 8d nails are low. He 
writes this on a slip and drops it 
in the want box. When a salesman 
comes in, all the slips are taken 
from the box. If he has 8d nails, 
they are ordered. The slip is then 
put in the file under his firm’s name. 

When the order arrives the slips 
are checked against the invoices. 
If the nails were received, the slip 
is destroyed. If not, the slip goes 
back into the want box. This elimi- 
nates missing on items not shipped. 

Duplications are not a problem 
with this system. For example, if 
another sales clerk had also dropped 
aslip for 8d nails in the want box, 
it would have been discovered when 
going through the contents of the 
box. A quick check of the whole- 
salers’ file would show where the 
nails had been ordered. 

We found that this system 
worked very well, so we improved 
it further. 

We set up another file complete 
with ruled 4x6 cards. In the left 
hand corners we have typed the 
various items we stock and the 
cards are filed alphabetically. This 
ties in directly with our ordering 
system. After the slips are checked 
against the invoice, the various 
items on the invoice are entered 
on the corresponding card in the 
following manner; quantity - re- 
ceived, jobber’s name, date, price 
per unit, and total price. This 
takes only a few minutes time 
each day. 

We have had this system in oper- 
ation for four years now, and have 
found it extremely useful in the fol- 
lowing ways. Assuming we need 
hammers, a slip is put in the want 
box, ordered from a jobber, the 
hammers are received, and this is 
entered on the “Hammer” card as 
shown in the accompanying illus- 
tration. 

If a mistake occurs on the in- 
voice, it is caught at once at this 
point. This has saved us quite a 
bit in the course of a year. If one 
of the hammers should prove defec- 


tive after a few months have. 


elapsed, by consulting this card we 
can find at once from whom it was 
purchased, price, date, etc. This 
saves a lot of time and eliminates 
thumbing through a lot of invoices. 

After the system has been in op- 
eration for awhile, it may also be 
consulted as to whom has the best 
Price. If hammers are needed 
again, you may consult the “Ham- 
mer” card and find that jobber “‘A” 
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charged $10.00 per dozen, jobber 
“B” $9.00 per dozen, and jobber 
“X”’ $11.00 per dozen. 

If a salesman has a special it can 
be seen at once how much better his 
price is than the regular price that 
is being paid at the moment. If a 
price tag is lost from an article, 
by looking at the card you can see 
what it cost and re-mark the item 
at once rather than looking through 
a lot of invoices again. 

Back ordered items are handled 
very easily with this system. When 
an order arrives and we find an 
item back ordered, the slip for that 
merchandise is put back in the 
wholesalers’ file under the name 
card of the wholesaler involved. 
Then another slip, marked “Back 
Ordered” with the name of the item 
and the wholesaler’s name is put 
into the want box to prevent dupli- 
cating the order. When the item is 
received, both of the slips are 
destroyed. 

Another important purpose to 
which this system may be put is 
the ordering of seasonal items. For 
instance, when it becomes time to 
order Christmas tree lights, the 
proper card is taken from last 
year’s file and checked against re- 
maining stock. 

If we bought 300 C7 sets last 
year and carried 50 over, then it 
would be indicated that a new 
stock of 200 would be sufficient for 
this year. Here again price may be 
checked, and stock ordered. 

On seasonal items such as this, 
and garden tools, snow shovels, etc., 
we have made it a practice of not- 





ing on the card at that time 
whether or not stock was sufficient. 
If we ran low on stock several 
times, then the new stock would be 
ordered more heavily at this time. 
We find the system very useful in 
this line since it is next to impos- 
sible to remember the quantity 
bought a year ago, and which job- 
ber had the best price. At the end 
of the year new cards are put in 
and the old cards are gone over. 

If an item is ordered only once 
or twice during the year, it indi- 
cates it is a slow mover, and there- 
fore dropped. During January and 
February we run specials of these 
items and not only clean them out, 
but add a little business to other- 
wise slow months. 

We also use the cards as a stock 
check. When we check paint, the 
cards are taken from the file and 
the paint we have on hand at that 
time is entered on the back of the 
cards. Needed items are ordered 
and when in are entered on the 
front. We can tell within a few 
minutes just how many units of 
any item we have in stock in this 
manner. 

An additional advantage of this 
system is that it will give us in very 
useable form the information which 
is required of all retailers in con- 
nection with the recent price freeze. 

All in all, we find this system 
very satisfactory, little work, and 
a very large saving in inventory, 
money, and time. This whole con- 
trol system may be set up for less 
than $20.00 and will save many 
times that amount in a year. 
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These examples show how the price and stock control file serves to weed out slow moving 

items. Fig. | showed at the end-of-year stock check that this item was ordered only once 

and did not sell. It will be discontinued. Fig. 2 shows that Cé sets sold better than ex- 

pected so will be ordered in larger quantity this year. C7 sets were slower moving and 
- will not be ordered as heavily. 
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Doubles Sales in ear 


Better display and greater variety 
pace sharp rise in sales volume 


Left—Giftwares get 
front-of-the-store at- 
tention to attract 
the feminine trade, 


Below—Open type 
fixtures show the 
housewares to de- 
cided advantage. 
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Above—Overhead unit running down the 

center of the store is used chiefly for 

out-of-season articles on which sales are 

occasionally made. They are placed 

where they can be seen instead of being 
put in a warehouse. 


Improved display and a sizeable 
increase in the variety of merchan- 
dise offered have helped N. Peter- 
son, Reliable Hardware, Inc., Ed- 
monds, Wash., double volume since 
he acquired that 40-year-old hard- 
ware store in March, 1949. 

The housewares and gift section 
was improved with the addition of 
30 new lines of merchandise. The 
linoleum department was expanded 
from four to 81 different patterns 
by the end of 1950. 

Other factors contributing to his 
store’s volume are, according to Mr. 
Peterson: (1) location in a rapidly 
growing community; (2) a con- 
tinuing program of store improve- 
ment; (3) promotion of large units 
of sale and (4) offering kitchen and 
bathroom modernization planning 
assistance. 

On the face of it Mr. Peterson’s 
judgment in establishing himself in 
the small town of Edmonds—popu- 
lation 1,900 plus the competition of 
two other hardware concerns in- 
cluding a chain store—might be 
questioned by some hardwaremen. 
However the community also serves 
arural population of more than 6,- 
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Matt Engels shows patterns of linoleum to a customer. 


000 which gives every indication of 
continuing to increase. He checked 
with the local power company and 
the post office. The power company 
informed him that it was installing 
300 new meters a year and the post 
office inquiry showed him that rural 
routes are increasing at an equiv- 
alent rate. The post office in- 
creased its rural routes from three 
to four during Mr. Peterson’s first 
year in Edmonds and is scheduling 
a fifth new route for the near 
future. 


Mr. Peterson has been rearrang- 
ing his store since he acquired it 
and has built all wall and island 
fixtures with the assistance of his 
employees. The self-service method 
of display is used. Island units are 
low enough so that all parts of the 
store are visible from any point in 
the showroom. Wall shelving has 
been lowered to place all merchan- 
dise within easy reach of those of 
average height. 

Fluorescent lighting has been in- 
stalled and color is now employed 
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for contrast and harmony. The 
ceiling was painted a light yellow. 
Tables and islands are finished in 
pale ivory. Wall fixtures were 
painted to provide contrast with 
the merchandise in them. Light 
yellow is used for the tool displays, 
green for appliances and a special 
shade of red for giftwares. 

Mr. Peterson has built his mer- 
chandising program around larger 
units of sale. At present his largest 
volume department is the plumbing 
section. Paints, floor coverings and 
appliances are the next strongest 


Below—Steel goods at rear left of store. 

Overhead is a roof showing different 

colors and types of roofing as well as 
galvanized gutter. 





volume builders. 
add a furniture department. 


He also plans to 


Sales in the plumbing depart- 
ment were increased as the result 
of installing display booths for fix- 
tures. Although approximately 60 
pet of the plumbing supplies and 
fixtures are sold to people making 
their own installations the store has 
a full time mechanic for those 
wishing this work done for them. 

Reliable Hardware sells a good 
volume of linoleum, much of it to be 
installed by the customer. For 
those wishing the services of floor 
covering mechanics the firm has 
arrangements with five competent 
men who make installations on a 
contract basis. A wide and chang- 
ing variety of linoleum and other 
floor covering patterns is stocked. 

Sales in the plumbing, paint, 
floor coverings and appliance de- 
partments are greatly helped by as- 
sisting customers in home improve- 
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ment planning. In one instance Mr. 
Peterson sold a customer $187 
worth of material at the store. 
When he offeréd to visit the cus- 
tomer’s home to help solve a partic- 
ular problem his advice and assis- 





Above—Looking toward the front of the 
store on men's side of showroom. 


tance resulted in increasing the 
total to $467. 

The store makes a particular ef- 
fort to sell large units but does not 
ignore sale of smaller items. Al- 
though housewares and gift items 
in the store do not bring in the 
largest dollar volume they have 
been the means of building traffic 
for other departments. They partic- 
ularly attract women _ shoppers 
who like to look at these wares 
while their husbands are shopping 
for other goods. 

Mr. Peterson started in the hard- 
ware business in 1931, with a store 
located just north of the city limits 
of Seattle with very little capital. 
His first month’s business in his 
original store totaled $331. When 
he sold his former store in 1946 it 
was doing a volume of about $250,- 
000 a year. 

Associated with him in his pres- 
ent venture are Matt Engels and 
Roy Cooper, long time residents of 
Edmonds. 





To the oui) 


¢ Newsworthy Comments on Current Problems 


SHORT SUPPLIES: For good customer relations, remember that 
short supplies do not give you the right to use a short answer.—Meade 
Johnson, general sales manager, Stamford Div., Yale & Towne Mfg. Co. 


> ¢+ 


RELATED SELLING: An investigation indicates that 90 pct of the 
consuming public expects salespeople to suggest the sale of additional 
merchandise. They should not be disappointed —N. H. Comish, pro- 
fessor of business administration, University of Oregon. 
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How to Avoid Penalties 
In Making Installment Sales 


By JOHN Y. BEATY 


Financial Writer 


It is important that all hardware 
dealers selling merchandise covered 
by the consumer credit regulations 
set forth in Regulation W be fa- 
miliar with the terms of this reg- 
ulation if they are to avoid con- 
fusion and possible law suits or 
penalties. 

Details of this regulation, origi- 
nally published in HARDWARE AGE, 
Sept. 21, 1950, p. 228, have been 
amended in several respects. This 
article is designed to explain, in 
non-legal language, just what you 
must do to make installment sales 
under the rules of Regulation W. 

A list of the merchandise most 
commonly handled by hardware 
dealers and covered by Regulation 
W is given in Table I. 

The first rule is that, in order 
to sell any of this equipment on 
terms, you must register with the 
Federal Reserve Bank or Branch in 
your district. You must first get 
a form for registration from the 
Federal Reserve Bank or Branch, 
fill it out completely as required 
and then file it with the Bank. A 
list of the locations of the vari- 
ous Federal Reserve Banks and 
branches is given in Table II. If 
you are not entirely sure as to 
which is the bank for your district, 
ask your local banker. 

In every case, you must require 
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Here is a non-technical, easy-to-understand ex- 

planation of how Regulation W affects your 

installment sales. It tells how to calculate down 

payments and monthly payments; what items 

are exempt; how to handle free demonstrations ; 

where to register and many other vital facts you 
should know 


at least 25 per cent of the total 
price of the goods to be paid as a 
down payment (not including any 


new equipment and then the 25 per 
cent down payment must be 25 
per cent of the remainder. When 
































you sell used equipment, you must 
follow these same_ regulations. 
However, if you sell a listed article 
for less than $50, the down pay- 


state sales tax). If you take some 
equipment as a trade-in, the value 
of this trade-in must first be sub- 
tracted from the total cost of the 





Table | 
Items Under Regulation W Commonly Handled by Hardware Stores 


Cooking stoves and ranges, designed for household use 

Dishwashers, mechanical, designed for household use 

lroners designed for household use 

Refrigerators and food freezers, mechanical, designed for household use 

Washing machines or clothes drying machines designed for household use 

Combination units incorporating any listed article in the foregoing classifications of this 
group 

Air conditioners, room unit; dehumidifiers, mechanical 

Radio or television receiving sets, phonographs, or combinctions 

Sewing machines designed for household use 


Suction cleaners designed for household use . 
Ite above are listed as “Group B” in the regulation. Group A covers automobiles ; 

gr covers household furniture, and soft surface floor coverings; group D covers 

coidential repairs, alterations and improvements. Minimum down payment and maxt- 


mum loan maturities vary for each group. 















ment provisions of the regulation 
do not apply, but in effecting sales 
of listed articles priced at less than 
$50, it is necessary that the pay- 
ments be not less than $5.00 per 
month or $1.25 per week. The reg- 
ulation does not apply to the sale 
of “non-listed articles.” 

Table III gives an example of 
how the down payment can be cal- 
culated. 

You must collect the remaining 
payments in approximately equal 
installments and the installments 
must be paid at approximately 
equal intervals, not exceeding one 
month and not less than $5 per 
month or $1.25 per week, unless 
the main sources of income of the 
borrower customarily fluctuate 
materially from month to month 
or from season to season. In that 
case, the payments may be adapted 
to the time of income, but at least 
half of the remaining payments 
must be paid within the first half 


of the applicable maximum matur- 
ity, or at least two-thirds of the 
credit must be paid within the first 
two-thirds of the maximum ma- 
turity, which is 15 months after 
purchase. 

While it is required that persons 
with a regular monthly income 
must make an installment payment 
each month, it is permissible to 
date the first payment one month 
and fifteen days after purchase, if 
that seems to be necessary. The 
remaining payments after that, 
however, must be made at monthly 
intervals. 

In any event, you must require 
that the goods be completely paid 
for in not more than 15 months. 

You must get the down payment 
in cash in addition to any trade-in 
and you must get this down payment 
at or before delivery of the article. 
As to what a trade-in may be, the 
regulations state: “anything which 
the seller of a listed article buys, 





Table II 


Federal Reserve Banks and Branches 


Federal Reserve Bank of 


BOSTON 


NEW YORK 
Buffalo Branch 


PHILADELPHIA 
CLEVELAND 


Cincinnati Branch 
Pittburgh Branch 


RICHMOND 
Baltimore Branch 
Charlotte Branch 


ATLANTA 
Birmingham Branch 
Jacksonville Branch 
Nahville Branch 
New Orleans Branch 


CHICAGO 
Detroit Branch 


ST. LOUIS 
Little Rock Branch 
Louisville Branch 
Memphis Branch 


MINNEAPOLIS 


Helena Branch 


KANSAS CITY 
Denver Branch 
Oklahoma City Branch 
Omaha Branch 


DALLAS 
El Paso Branch 
Houston Branch 
San Antonio Branch 


SAN FRANCISCO 
Los Angeles Branch 
Portland Branch 
Salt Lake City Branch 
Seattle Branch 


Address 


30 Pearl Street, Boston 6, Mass. 


33 Liberty Street, New York 45, N. Y. 
270-276 Main Street, Buffalo 5, N. Y. 


925 Chestnut Street, Philadelphia |, Pa. 


East 6th Street and Superior Avenue, Cleveland |, Ohio 
4th and Race Streets, Cincinnati 1, Ohio 
717 Grant Street, Pittsburgh 19, Pa. 


9th and Franklin Streets, Richmond 13, Va. 
Calvert and Lexington Streets, Baltimore 3, Md. 
South Tryon and 2nd Streets, Charlotte 1, N. C. 


104 Marietta Street, Atlanta 3, Ga. 

18th Street and 5th Avenue, North, Birmingham 2, Ala. 
Church and Hogan Streets, Jacksonville |, Fla. 

228 3rd Avenue, North, Nashville 3, Tenn. 

Carondelet and Common Streets, New Orleans |1, La. 


230 South LaSalle Street, Chicago 90, Ill. 
160 Fort Street, West, Detroit 31, Mich. 


411 Locust Street, St. Louis 2, Mo. 

121 West 3rd Street, Little Rock, Ark. 

5th and Market Streets, Louisville 1, Ky. 
3rd and Jefferson Streets, Memphis |, Tenn. 


73 South 5th Street, Minneapolis 2, Minn. 
Park Avenue and Lawrence Street, Helena, Mont. 


10th Street and Grand Avenue, Kansas City 18, Mo. 
17th and Arapahoe, Denver 17, Colo. 

226 West 3rd Street, Oklahoma City |, Okla. 
1701-5 Dodge Street, Omaha 2, Neb. 


Wood and Akard Streets, Dallas 13, Tex. 

351 Myrtle Avenue, El Paso, Tex. 

1301 Texas Avenue, Houston |, Tex. 

Navarro and Villita Streets, San Antonio 6, Tex. 


Sacramento and Sansome Streets, San Francisco 20, Calif. 
409 West Olympic Boulevard, Los Angeles 54, Calif. 

6th and Oak Streets, Portland 8, Ore. 

70 East South Temple Street, Salt Lake City 9, Utah. 
2nd Avenue and Spring Street, Seattle 14, Wash. 
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or arranges to have bought, from 
the purchaser at or about the time 
of the purchase of the listed article 
shall be regarded as a trade-in for 
the purpose of this regulation.” 

The law requires that you make 
adequate record of the terms of 
payment. This record must con- 
tain a brief description identifying 
the article purchased; the cash price 
of the article; the amount of the 
purchaser’s down payment in cash 
and the amount of the value of the 
trade-in; the trade-in, if any, must 
be described to identify the goods 
and the value of the trade-in must 
be stated; the amount of any in- 
surance premium or any finance 
charges or interest; the time bal- 
ance owed by the purchaser, and 
the terms of payment. 

You are not allowed to lend 
money to the buyer to make the 
down payment, nor is he allowed 
to borrow the money from any 
other lender for the down pay- 
ment. 

A down payment must be ob- 
tained before an article is delivered 
on approval, on trial, or in antici- 
pation of a sale. This down pay- 
ment may classify as a deposit and, 
if the sale is not completed, it must 
be returned to the prospective 
buyer. 

However, an exception to this 
rule is allowed if one of the items 
which was listed in the beginning 
of this article is delivered for dem- 
onstration purposes. In this case, 
the down payment is not required 
until 10 days after such delivery. 

In the meantime, if the sale has 
not been made and the article has 
been returned within 10 days, then 
no down payment need be collected. 
However, the regulations say that 
every such case must be evidenced 
by a written agreement signed by 
both the buyer and the seller and 
the copy must be given the prospec- 
tive purchaser at the time of, or be- 
fore the delivery of the article. 

Such agreement must _ state 
clearly that the delivery is ex 
clusively for the purpose of a bona 
fide trial, approval, or demonstra- 
tion and the prospective purchaser 
will make the required down pay- 
ment (the amount of which shall be 
stated in the agreement) within 10 
days after delivery of the article 


for trial, or he will return or re 
lease the article within such 10-day 
period. 


You are considered to be licensed 
to sell the equipment mentioned on 
terms when you register with the 
local Federal Reserve Bank. The 
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Table Ill 


Here is an example of the calculation of the payments on a typical sale without 


trade-in: 


List price ...... 


Charge for installation or other service 


Total cost of merchandise 


$200.00 
40.00 
240.00 


Minimum down payment (25 pct of $240 plus sales tax if any and 
insurance). In this case, 25 pct is $60, sales tax $3.40, insurance $3.00 66.40 
Remainder to be divided into not more than 15 installments. In this 


case, the remainder is $240— $60 or $180. Minimum monthly 


installment* is. 


12.00 


Here is an example of the calculation of the payments with a trade-in: 


List 

Service 

Total .. 

Trade-in ... 

Remainder . 

Down payment . 

Sale tax and insurance 
Total minimum down payment 
Minimum monthly intallment* 


$200.00 
40.00 
240.00 
60.00 
180.00 
45.00 
6.40 
51.40 
9.00 


*Interest on each installment may be added to this. 





penalty for not complying with any 
of these terms is that your license 
may be suspended and you will not 
be allowed thereafter to sell equip- 
ment on payments. 

While the regulations specify a 


down payment of 25 pct, you may 
require any larger amount you 
wish and you may require pay- 
ments to be completed in less time 
than the regulations specify, which 
is 15 months. 


It may be that you have an ar- 
rangement with your local bank or 
can make such an arrangement 
whereby the bank will buy these in- 
stallment notes from you and make 
the collections; or, it may be that 
your bank will make the loan in the 
first place. In either event, all of 
the regulations must be followed. 
The bank cannot lend the money 
under any other terms and, if the 
bank buys the note which is made 
payable to you, the regulations 
must be followed. In other words, 
there is no other way to make in- 
stallment sales on household equip- 
ment than by following these reg- 
ulations. 

While this article outlines in 
general how Regulation W operates, 
a dealer selling under this regu- 
lation should have a complete copy 
of the regulation in his files for ref- 
erence. Your local Federal Reserve 
Bank will be glad to send you a 
copy, or drop a note to the editors 
of HARDWARE AGE who will arrange 
to have a copy sent you. 

Regulation W is being amended 
from time to time. These changes 
are reported promptly in HARp- 
WARE AGE. Be sure to watch for 
news of such amendments. 


Mobile Rack Displays Replacement Handles 
Where All Customers Can See Them 


T. C. Brister Hardware, 8th and 
Murray Sts., Alexandria, La., uses 
this mobile rack to display a variety 
of replacement handles, its loca- 
tion in the store varying with the 
season. Mounted on ball bearing 
casters it has a solid plywood floor 
and measures 5 ft by 24 in. with 1 
by 4 in. lumber at top and bottom 
of the unit. 

The first rack made for this pur- 
pose, at the store, was stained. 
“However,” says Mr. Brister, “we 
found that the natural handles are 
displayed to better advantage in a 
rack of unstained natural wood. 
The first rack we made is now used 
in the stock room and the un- 
stained unit is used on our sales 
floor.” 

Sometimes the difference between 
using stained or unstained fixtures, 
light or dark units, can have a great 
effect upon the sales volume result- 
ing from the use of an auxiliary 
display unit. 
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People in need of handles never pass this display. 
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A Prize Winning 
Store Front | 


' 














Ideal Weather Prevails in New {Jas 











The full visual front was achieved by the use of four sheets of glass, 16 ft high. Truly a daylight 
store. Photo courtesy of Pittsburgh Plate Glass Co. 


Only five sheets of glass separate 
the comfortable interior of the 
C. F. Armiger store, Silver Spring, 
Md., from the great outdoors. Re- 
gardless of season or weather, ideal 
atmospheric conditions are main- 
tained inside by air conditioning. 

The new front makes this one of 
the most architecturally interesting 
stores in the Washington metro- 
politan area, and the Pittsburgh 
Plate Glass Co., which made the in- 
stallation has featured it in its ad- 
vertising, to show how plate glass 
fronts can be made a real selling 
tool. 

The front was made of four and 
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one-half sheets of glass, 16 ft. tall, 
which rise from an 8-inch sill all 
the way to the ceiling. The archi- 
tect who designed the front, Clifton 
B. White, received an award for his 
design from the Maryland divisions 
of the Washington Metropolitan 
Chapter, American Institute of 
Architects. 

In 1939 C. F. Armiger moved his 
business to suburban Silver Spring, 
Md., because he found that parking 
near his store in downtown Wash- 
ington was becoming too great a 
problem. Since he has always spe- 
cialized in lawn and garden equip- 
ment and supplies he found that it 





was essential to always have a spot 
where customers could always find 
room to load their cars or trucks 
with heavy or bulky merchandise. 

Mr. Armiger also wanted to get 
closer contact with the home own- 
ers who have lawns and gardens, s0 
he decided upon Silver Spring. 
That was a most fortunate choice 
for this town has had a tremendous 
growth in recent years, and now 
rates as the second largest city in 
the state of Maryland. 

Since moving to the present sub- 
urban location, the Armiger busl- 
ness has gradually built up a large 
volume of trade among home ow?t- 
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ers who have only the average size 
lot. Mr. Armiger points out that 
while this type of trade does not 
buy large equipment, it does pur- 
chase power mowers and all kinds 
of garden tools, seeds, fertilizers 
and insecticides. The Armiger store 
has always catered to the estate 
owner, golf clubs, park, cemeteries, 
schools and institutions, but Mr. 
Armiger states, “At the present 
time the small home owner gives us 
a large percentage of our business. 

“We try to keep our store as at- 
tractive as possible, and that in- 
cludes keeping it neat and clean, so 
that these homeowners will find it 
a pleasant place in which to shop.” 
"Mr. Armiger explains that the 
design of the present building was 
indicated by the firm’s experience. 
First of all the business required a 
retail store for merchandise dis- 
play; it needed a stock room which 
would provide easy accessibility for 
the thousands of small parts which 
are necessary to repair lawn mow- 
ers and engines of all makes; it 
needed a repair shop adjacent to 
the parts stockroom; and it needed 
an office. 

The overall size of the building is 
35 by 125 ft. 

A rezoning of Silver Spring two 

years ago made it possible for the 
Armiger store to extend the store 
20 ft. towards the street. At the 
time the building was erected it 
was necessary to build 20 ft. back 
from the street as the town was 
then more or less residential and 
the Armiger store was the only 
business house in the block. 
_ At the same time that the build- 
Ing was extended and the new front 
added, air-conditioning and fluor- 
escent lighting systems were in- 
stalled. New open display store fix- 
tures were added. 


The store is paneled with cedar 
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Sunshine comes in but bad weather is kept 
out of suburban Washington store. Glass 
front won award for designer. 








Small hand garden tools and long-handled lawn and garden tools are dis- 


played up front, on the right side of the store. 





Because there are thousands of insecticides to choose from, this store finally 
decided to stock only a few complete lines which are displayed effectively 
in wall cases. 





C. F. ARMINGER 


half way up and the plastered walls 
above the paneling are painted a 
rich burgundy shade. The sound- 
absorbing ceiling is ivory colored. 

The office is located on a balcony 
above the stock room and has a 
wrought iron railing, silver in 
color, to match the stainless steel 
which borders the windows and the 
outside of the building front. 
Floors are terrazzo in the store, 
linoleum tile in the office. 

At the time of the remodeling a 
basement store was installed under 
the 20 ft. of frontage that was ad- 
ded, and this has been utilized for 
additional sales space for power 
mowers and other power equip- 
ment. It has been made comfortable 
with aluminum and plastic chairs 
so that customers may relax and 
study manufacturers’ literature 


and the equipment and take plenty 
of time to make up their minds 
about what to buy. 

Insecticides of all kinds are dis- 
played on one side of the store. 

“We found, after many years of 
trying to keep up with the thou- 
sands of different kinds of insecti- 
cides that our wisest plan was to 
stick to a certain few quality lines 
that were well and nationally ad- 
vertised,” says Mr. Armiger. “In 
this way the customer could find 
with us the products he found ad- 
vertised and written about in his 
garden magazines. We devoted to 
each manufacturer one section of 
shelves and displayed his entire line 
there. We had small green and 
white plastic signs made bearing 
the name of the manufacturer and 
affixed these over his products. 


“We find that customers like to 
come in, look over the literature, 
read the labels on the bottles and 


cans for themselves. Our sales- 
people are always available to make 
suggestions or render any assis- 
stance that they can. We also have 
on display sample bags of all dif- 
ferent kinds of fertilizer on shelves, 
off the floor for cleanliness.” 

On the other side of the store is 
a large rack for all kinds of steel 
goods. There is an additional sec- 
tion at the front for small tools 
such as shears, sickles, trowels and 
the like. 

The Silver Spring store tries to 
reach all homes in Washington by 
means of three newspapers of the 
capitol which cover all of Washing- 
ton, suburban Maryland and Vir- 
ginia. 


Says Norman Hindle, manager, Yuma, Ariz., branch of Imperial Hardware Co. 


Plumber’s candles, electric cof- 
fee makers, cooling units and 
cement-coated nails seem to have 
nothing in common. Yet large vol- 
ume sales of these and other hard- 
ware store lines made by the 
Yuma, Ariz., branch of Imperial 
Hardware Co. are made because 
its manager, Norman Hindle, 
strives “to find out what the com- 
munity wants and needs.” 

With Yuma’s scorching heat— 
often over 100 and even as high as 
120 deg.—weather problems can 
and do bring extra business to the 
store. 

During World War II many 
troops were stationed in the area 
and had to operate under black- 
out conditions. The summer heat 
melted candles used by the armed 
forces. When an Army sergeant 
complained about this, Mr. Hindle 
suggested use of plumber’s can- 
dles and promptly ordered 20 
cases of plumber’s candles. Under 
ordinary circumstances such a 
quantity would have lasted 20 
years, he says. He visited the sup- 
ply department at the base and in 
the course of six months sold 
$15,000 worth of them or over a 
quarter of a million candles. 

Back in the early 30’s as many 
families as could afford it left 
town for the summer, moving 
when possible to the coast to es- 
cape the heat. Discussions with 
engineers as to a practical home 
cooler for the area brought forth 
a slow fan blowing moist air 
through a felt cooling unit. In one 
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depression year the store sold 956 
fans and accessory cooling units 
—$50,000 worth in one year. This 
bit of merchandising helped keep 
more Yuma residents in town dur- 
ing the summer months and en- 
abled the store to operate in the 
hot season at a profit instead of a 
loss. 

Similarly, Mr. Hindle learned of 
the community’s need for No. 17 
wire and his store sells as high as 
400,000 lbs of it a year. Common 
nails are good sellers at the store 


but Imperial sells 10 times as 
many cement-covered nails for 
crates as it sells common nails. 

Study by his sales staff of the 
coffee making habits of the area 
caused Mr. Hindle to greatly in- 
crease his stocks of electric coffee 
makers with resultant sales of 
100 units in a short time. 

Today the firm continues doing 
a good volume in cooling equip- 
ment, the result of Mr. Hindle’s 
thinking back in the depression 
days. 





Norman Hindle, store manager, looks at coffee makers greater stocks 
of which resulted in the sale of 100 units in a short time. 
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Horace . Brown, 
owner of the H. E. 
frown Hdwe. Co., 
thows a customer 
three-slat and four- 
Jat ladder back 
chairs that come in 
walnut and wild 
cherry and are suit- 
able for the dining 
rom or as desk 
chairs. 





CHAIRS—a $6,500 Volume Line 


It was through an accident that 
Horace E. Brown, today has a line 
—far from standard type of hard- 
Ware—which in 1950 became one of 
his hardware store’s biggest selling 
items, bringing in a volume of 
$6,500—a 100 pct increase over ’49. 

His accidental find and good for- 
tune, sales wise, should start other 
hardware merchants looking, in 
their own communities perhaps, for 
lines to fill shelves that may become 
depleted by the defense effort. 

It started 10 years ago, when Mr. 
Brown, proprietor of the H. E. 
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This Virginia store has been getting a $6,500 yearly 
volume from its promotion of reproductions of early 
American chairs; has also found that there's a profit 


in selling local hand crafts work 


Brown Hardware Co., Falls Church, 
Va., wanted some chairs for his 
dining room. He looked for them 
among the Virginia valley furniture 
makers and came across just what 
he wanted, a straight ladder-backed 
chair of cherrywood. 

They were reproductions of éarly 
American chairs, so attractive, in 
appearance and price, that he felt 
sure others would want them too 
and so he bought them for his home 
and arranged for a small shipment 
to his hardware store. 

Since then, he’s never had to ad- 


vertise them except to put them in 
the window, where they seem to sell 
themselves. Further, they proved to 
be so great a traffic-getter, that Mr. 
Brown estimates other departments 
of the store showed a 20 pct volume 
increase as a result. 

The store maintains a $1,000 
stock in these chairs, in as wide a 
variety of design as_ possible, 
throughout the year and the store 
has to re-order every two or three 
months. 

“The popularity of early Amer- 
ican furnishings in this area, as 
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Handwoven baskets of white oak have proved to be excellent gift items. These 
and the reproductions of early American chairs advertise themselves. 


well as in other parts of the country 
makes these chairs a highly sale- 
able item,” explains Tom Dixon 
who sells the chairs. “They are not 
only attractive in their different 
woods and finishes, but are very 
sturdy and solid. That is one reason 
why nursery. schools, churches, 
and clubs, find them so suitable for 
their particular needs.” 

The chairs come in walnut, oak, 
wild cherry and mahogany, and are 
given a hand-rubbed wax finish. 
Prices range from a child’s chair at 
$6 to a tall-back rocker with arms 
in walnut at $22.50. 

Because of the honest simplicity 
of the design, these chairs have a 
wide application in any set of fur- 
nishings. They are suitable in the 
home as dining room chairs, in the 
living room as side chairs, in the 
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bedroom for side chairs, or for com- 
fortable relaxation as a bedroom or 
living room rocker, as desk chairs, 
or chairs for the informal breakfast 
dinette. They are adaptable to the 
small informal restaurant with a 
homelike atmosphere. 

First made in about 1830 by set- 
tlers on the eastern slopes of the 
Blue Ridge Mountains that wind up 
to Skyline Drive, the present-day 
chairs are copies of the original 
split-bottom white-oak chairs made 
by Moses Clore near Old Rag 
Mountain. 


Using no stain or veneer, suc- 
ceeding generations of furniture 
craftsmen continued to turn out the 
Clore chairs of solid Virginia black 
walnut, wild cherry or white oak, 
putting five finishing coats to the 
wood with brush strokes and then 


giving it a final gentle buffing in 
order to bring out the grain in the 
wood. 

Encouraged by the fine response 
of the neighborhood to these chairs, 
the Brown Hardware Co. went back 
to the Virginia mountain folk to 
find other items that might be ap- 
pealing. Handmade woven utility 
baskets are now a staple in the 
store. In hand-split white oak the 
baskets are suitable for magazine 
racks, picnic and sewing baskets, 
and fire place log baskets. 

The very large baskets are used 
as laundry hampers. These baskets 
find a steady sale throughout the 
year as gift and household items, 
but especially at Christmas time 
when they make unusual and hand- 
some gifts. 

From another source in the valley 
the Brown Hardware Co. has picked 
up solid maple, walnut and mahog- 
any magazine racks that are de- 
signed to look like early American 
infant cradles. Selling at $12.50 in 
natural or stained finishes these too 
enjoy a steady sale throughout the 
year but at Christmas time sales 
jump as these are looked upon as 
very attractive gifts for that season. 

Keeping in mind the customer 
with a taste for early American 
period furnishings, the hardware 
store also stocks a few copper art 
objects such as copper steins that 
may be used decoratively, and din- 
ner plates with patterns of the stat 
seals. These items bring occasional 
sales. 

“As long as people passing on foot 
or in cars see the chairs in our 
windows,” observes Mr. Dixon, “I 
guess we shall never have to get the 
word around by diret mail or news- 
paper. Once they come in and buy, 
they are sure to send their friends 
in—they are usually so well pleased 
with their buy.” 

The H. E. Brown Hardware Co. 
is advantageously located at the 
busy intersection of Routes 29 and 
7 in Virginia, in an area whose 
population has grown to about 20, 
000 comprising chiefly government 
employes with steady incomes. 

What Brown Hardware has en- 
joyed in extra profits from featur- 
ing an accidental find may be dupli- 
cated in other sections of the coun- 
try although in entirely different 
types of merchandise. When items 
not commonly found in hardware 
stores are used as both traffic and 
profit builders the dealer has a real 
find. And customers for unusual 
items can, with proper approach, 
be converted to regular patrons 
for other lines. 
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Two-Way Plan 





Keeps Employee Efficiency High 


This Riverside, Calit., store has reduced absenteeism 

and has increased employee efficiency through use of 

a store policy that includes an incentive commission 
on sales over $100 and a sick leave plan 


Ray Bell, salesman at Riverside 

Hardware Co., receives his in- 

centive pay check from Ray 

McClellan, the firm's secretary- 
treasurer. 


A modest incentive plan and a 
far sighted personnel policy with 
regard to sick leaves have been 
wed with eminent success by the 
Riverside Hardware Co., Riverside, 
Calif. 

Two per cent commissions are 
paid to the firm’s salespeople on all 
transactions which amount to $100 
or more. 

“In the three years that we’ve 
teen using the plan we’ve found 
that the extra commission on 
larger items gives salesmen an in- 
tentive to go after business,” says 
Ray McClellan, secretary-treasurer. 
“A man hangs on to a prospective 
tustomer if there’s a chance for 
him to obtain an extra commis- 
sion.” 


Make Evening Calls 


“One important result of the 
dlan is that men call on prospects 
in the evenings when larger sales 
aire at stake,” Mr. McClellan says. 
‘Some of the men earn themselves 
$100 or more of extra income dur- 
Ng a year.” 

The Riverside store has cut down 
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on absenteeism and has increased 
efficiency considerably by a policy 
of paying employees for a week’s 
sick leave each year. 

At the end of the year each em- 
ployee, who has been with the firm 
for at least one year, is eligible 
for a week’s wages provided he 
has had no days off during that 
period. 

Every time he takes a day off 
the employee is docked a day’s 
wages but at the end of the year 
he receives a check for one week’s 
sick leave. 

“Before we adopted the present 
plan,” says Mr. McClellan, “we 








didn’t deduct pay if a _ person 
claimed illness for a day or several 
days. Naturally, some of our em- 
ployees took days off for minor 
illnesses. Others came to work 
even when they did not feel up to 
par. We thought it was unfair to 
compensate one group and not the 
others, the ones who came to work 
even when they were ‘under the 
weather.’ 


Work Records Improved 


“All the employees like the 
present arrangement better and 
the work records are much im- 
proved,” Mr. McClellan concluded. 
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PORTABLE SPRAVER 
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Related Displays 


Increase Sales 
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Highly successful chain stores 
have long made a practice of group- 
ing related items together in store 
and window displays. They increase 
profits by making extra sales that 
are suggested by such groupings. 
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In these pages are shown two 
display ideas for hardware dealers 
to use as a means of increasing 
spring sales of related merchan- 
dise. One display is centered on 
paint spraying equipment, the 
other around paint. 

The table display of spraying 
equipment (Fig. 1) is a good ex- 
ample of an effective showing of 
tank and portable type sprayers 
and the accessory items that may 
be logically displayed with them. 
The detail drawing (Fig. 2) shows 
how four display props may be used 


for featuring tank and _ portable 
type spray units. They are set in 
position on a table about 24 in. 
high but could be used on any 
height of table available. 

The length of pipe is drilled t 
take small screw eyes from which 
the various model spray guns may 
be suspended on screw eyes. Many 
small items may also be displaye¢ 
in the bins installed on the slope 
sham shown in Fig. 1. The two 
units (A) and (D) are open at one 
end and may be equipped with 
shelves for holding some smal 
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items. Small plywood shelving may 
also be attached by means of small 
angle iron to both (A) and (D) 
units and may also be binned off 
for small items. 

Every inch of space on this dis- 
play unit may be used to sell a full 
line of spraying equipment. All of 
the small related items may be 
featured on the same table. Space 
is left open at both ends of the low 
table top for a display of spray 
outfits — motor, compressor and 
gun. 

No dimensions are given for 
these units as they may be sized to 
fit your tables and the line of spray- 
ing equipment you stock. 

Fig. 1 shows how to set up this. 
display on two low tables, set back 
to back, but there are other effec- 
tive arrangements which you may 
work out to suit your own needs 
embodying the principles shown. 


Displaying Paint 

Fig. 3 shows an open front type 
paint table complete with a two 
step riser and center feature dis- 
play unit for related display. A 
large stock of both gallon and quart 
size paint containers can be shown 
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on the built-in shelves which may 
be made of 3/4 in. plywood sup- 
ported at both ends and in the 
middle as illustrated. The height 
of this table should be based on 
the number of rows of paint con- 
tainers and their sizes. We suggest 
two lower rows of gallon cans and 


a, - ——> Ys FL vwocD ae 





one top row of quart size con- 
tainers. 
Some of the items which are 


suitable for open bin display in 
this unit, are: steel wool, canned 
and tube glues, wood putty in cans 
and tubes, waterproof cements, 


(Continued on page 79) 
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3=-Point Program 





Builds Garden Goods Volume 


Arizona dealer uses 

advertising, personal 

contact and displays, 

which vary with the 

season, to sell garden 
goods 





Year ‘round display 
gives Mr. and Mrs. 


Dunton an active 
garden supply de- 
partment. 


Because of year ’round displays, 
Broadway Village Appliance & 
Hardware Store, 3050 E. Broadway, 
Tueson, Ariz., sells garden supplies 
throughout the year. The size and 
type of the display is altered with 
the seasons. In the spring the store’s 
program includes mention in a shop- 
per’s column in a local Sunday news- 
paper. Personal contact with gar- 
deners, landscape men and home 
owners is the third point in its 
merchandising program. 

The store, operated by Mr. and 
Mrs. D. N. Dunton, is now in its 
second season in a new neighbor- 
hood shopping center and is seeking 
to repeat the successes of last year’s 
garden supply business. 

In addition to year ’round dis- 
play and spring advertising, a 
monthly mimeographed letter, mail- 
ed to 750 homes within a square 
mile area, tells the garden supplies 
story from time to time. 

As to personal contact, Mr. Dun- 
ton says, “We talk to professional 
gardeners and landscape men visit- 
ing the store. From them we get 
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tips on gardening that not only 
help us in our selling but also give 
us information to pass onto other 
householders in our area.” 
Through their year ’round dis- 
plays the Duntons prepare the way 
for sales when the peak of the gar- 


dening season arrives. Their cus- 
tomers know that the store’s garden 
supplies are a complete selection. 


Extensive Display 


In the fall and winter months Mr. 
and Mrs. Dunton give garden sup- 
plies two of their six gondola dis- 
plays. “We’ve given this much 
space—one third of our center-floor 
gondola area—to garden supplies 
because they warrant it,” says Mr. 
Dunton. By March 1 garden sup- 
plies are moved onto a third gondola 
It is the key unit, since it is the 
closest one to the entrance. A neat 
rack of garden tools is also placed, 
at the same time, in the front of 
the store. 

Gondola displays of hose, power 
mowers, hand clippers and sprin- 
klers are reenforced with an attrac- 





tive panel display of hedge clippers. 
A wall display of larger garden 
tools adds to the mass display effect. 

Early in the spring the Dunton’s 
advertise their garden department 
in a chatty column for women in 
their local Sunday newspaper. En- 
titled The Round-Up this advertis- 
ing column is also used by several 
other Tucson stores. The Duntons 
use about 3 in. of space in the col- 
umn at $3.50 per inch. Upon oc- 
casion space in the column is in- 
creased to as much as 10 in. 

“We promote just one garden 
item, at one time,’ Mrs. Dunton 
said. “The woman who writes the 
column says something to this ef- 
fect: ‘When I visited Broadway 
Village I saw some nice, new color- 
ful plastic hose. I was surprised 
when Mr. and Mrs. Dunton, who 
operate this beautiful store, told me 
the hose was guaranteed for several 
years ... It also surprised and 
pleased me that the plastic hose is 
so light, and it’s no job at all to 
carry it and water one’s garded 
with it... 
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“When it comes to shooting 
rats, other pests and small game 
around my farm, give me Peters 
‘HighVelocity’22’s every time.” 
says N. M. ““"Newt” Ault, 


prominent farmer-sportsman, 
Charleston, Mo. 


FOR 


| RECOMMEND 











Surveys of shooters from coast to coast show that 
when it comes to ammunition, there’s no substi- 
tute for power. It’s one thing hunters want most. 
That’s why you’re right to recommend Peters 
“High Velocity”—there’s no more powerful am- 


munition in the world. 


Stock the Peters 


Power-packed Peters “High Ve- 
locity” shotgun shells bring down 
high, fast-flying game. “Rustless” non- 
corrosive priming « split-second igni- 
tion + “‘Water-Tite’’ bodies + pro- 
gtessive-burning smokeless powder 
‘uniform shot size and shot count. 


PETERS po 





OU POND PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“‘Rustless”’ is Reg. U.S. Pat. Off. ‘High Velocity” is a registered trademark of Peters Cartridge Division, Remington Arms Company, Inc 
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PETERS 


“HIGH VELOCITY”’ 








Hard-hitting Peters “High Veloc- 
ity” 22’s are tops for small game and 
pests.““Micro-Perfect” bullets + split- 
second ignition + newest smokeless 
powder « special lubrication to pro- 
tect rifling « “‘flat’’ trajectory « “Rust- 





less’’ non-corrosive priming. 


Peters “‘High Velocity” big game 
cartridges pack smashing power for 
hard-to-stop game. Uniform bullet ex- 
pansion, minimum disintegration on 
impact, maximum striking energy. 
‘*Rustless’’ non-corrosive priming 
¢ split-second ignition. 


pale 


cks the , power 
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Gives Fishing and Hunting Ideas 


Fishing and hunting knowledge helps pull traffic to 


store because its owners can fell customers where to 


go and what to use. Store gears hours to loca/ needs 


William D. Holt and Thomas G. 
Fitzsimons are enthusiastic anglers 
and hunters. When they opened 
Holt Hardware Co., 1847 Oak St., 
Youngstown, Ohio, they decided to 


capitalize on their interest and 
knowledge by featuring sporting 
goods. 


“I’ve been hunting for 39 years 
and fishing for 44 years,” says Mr. 
Fitzsimons. “My partner, Bill Holt, 
has been at it almost as long.” 

The Holt store operates a general 
neighborhood type of establishment 
but gives particular attention to 
anglers and hunters. It is in a 
middle income residential district 
in this steel manufacturing city and 
because many working men arrive 
home late in the day is open from 
9 o’clock in the morning until 9:00 
p.m. Actually the firm’s heaviest 
traffic is between 4:00 and 9:00 
p.m. 

The two partners visit Canadian 
and Pennsylvania points for their 
fishing and hunting. Having done 
so for many years they have a good 
knowledge of many worthwhile 
spots for the ardent angler or 
hunter. This first hand knowledge 
brings good revenue to the store. 
Says Mr. Fitzsimons, “People come 
in for advice as to where the best 
fishing is likely to be. They want, 
in hunting season, to know where 
to go for deer, bear and small game. 
We tell them where we had the best 
results and even tell them which 
camps are good and which should 
be avoided. Poor accommodations 
will ruin a trip no matter how good 
the sport. It took us years to find 
this out for ourselves.” 

From talking about where to go, 
the conversation eventually changes 
to discussion as to what to take. 
including the best kinds of outdoor 
clothing. Holt Hardware thus does 
a good volume in hunting and fish- 
ing clothes. 

When fishing needs are being dis- 
cussed the partners can tell what 
artificial lures they have success- 
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fully used in different localities. In 
addition to goud volume in casting 
plugs, spoons, bucktails and flies, 
sold to information seekers, many 
an extra reel or rod is taken along 
as well as lines and assortments of 
hooks. It is not unusual for an 
angler to return after a fishing trip 
and thank the proprietors. Often 
these “thank you” visits result in 
additional sales. Such patrons also 
tell their friends about the free 
hunting and fishing information 
provided by the partners. 

Both men belong to local game 
clubs, the Eastern Ohio Game Con- 
servation Club and the Hubbard 
Conservation Club, each having 
large memberships. The two part- 


ners enjoy a wide acquaintance 
among. members of the clubs. A 
man likes to deal where he is 
known. This desire is even more 
acute when dealing with such high- 
ly specialized needs as fishing. The 
dealer must know what he’s talk- 
ing about even if the customer 
should be just a beginner. Many 
members of both clubs stop in for 
shells, clothing, boots, fishing equip- 
ment, or just to talk a few minutes. 

Looking at their business opera- 
tions from a long time view, 
Holt and Fitzsimons believe that 
straight advice is often better than 
a sale of expensive equipment even 
though that advice may result ina 
smaller sale. A recent example con- 





William D. Holt examines a spinning reel in the fishing tackle section. 
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A NATIONALLY ADVERTISED PRODUCT 


Get d-CON on d-CON, the new Warfarin product with Lurex, is breaking sales records from 
Your Counters now coast to coast. Millions of radio listeners — and now additional millions of maga- 
zine readers know about d-CON and the sensational results in complete RAT and 
MOUSE control that d-CON has accomplished. Thousands of prospects — your 
customers — are ready and waiting to buy d-CON. Your jobber or distributor has 
d-CON on hand or can get it for you. Get d-CON on your shelves now — the handy 
display carton and window streamers will give you surprising turn-over and extra 
sales traffic right from the start — and a constant flow of repeat orders will keep 
your cash register singing a merry tune. 













— > DEALERS — ORDER TODAY FROM YOUR JOBBER 
IF YOUR JOBBER CANNOT SUPPLY, ORDER DIRECT, GIVING JOBBER’S NAME 





d-CON Company, 172 £. WALTON ST., CHICAGO 1! 
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BIG jobs are easy 
with WONDER-WAND 





@ Big SALES are easy too with the 
WONDER-WAND Fountain Brush. 
New colorful DUROSTYRENE 
bristles in Sapphire Blue, Ruby Red 
and Amber Yellow make WONDER- 
WAND a leading impulse item that 
means added sales...extra profit. 


Comes complete with 4 foot alumi- 
num handle and hose attachment. 
Free display stands, newspaper mats 
and sales aids are available. 


Wash your car in12 
minutes. Wonder- 
Wand attaches to 
any garden hose... 
water flows thru 
the brush and floats 
the dirt away. 


Cuts cleaning time 
in half on windows, 
storms and screens, 
painted floors, out- 
side walls and 
doors, and metal 
awnings. 


WONDER-WAND is a proven sales 
leader in America’s top housewares 
departments. One jobber has sold 
50,000 WON DER-WANDS in one 
ear. Retailers consistently report 
etter than 5 to 1 returns on WON- 
DER-WAND advertising. 


Get the facts on WONDER-WAND 
write to 
WESTERN HOME PRODUCTS 
PRUDENTIAL BLDG. 
BUFFALO, NEW YORK 





cerned a man and his young son 
who was seeking a shotgun. The 
youngster picked up a 20-gage 
pump gun. Father and son admired 
it and after some animated con- 
versation decided to buy it. 

Mr. Fitzsimons then entered the 
conversation and convinced both 
the youngster and his father that 
a single-barre] 12-gage gun, sell- 
ing for about one-third less than 
the pump gun, would be better for 
the lad’s needs. His reasoning was 
that the youngster might have 
spoiled his chances of ever becom- 
ing more than a mediocre shot. He 
says, “The youngster would have 
depended on the firepower of that 
gun to hit his game. Knowing he 
had only one shot he’d soon learn 
to fire only when there was a good 
chance to kill his game. That kind 
of shooting brings real pleasure 
and a sense of accomplishment. 

“Next he will learn how to con- 
duct himself safely in the field. He 
will have to cock that single-barrel 
gun only when ready to fire because 
his father will warn him about 
tramping about with a cocked gun. 
Once he learns safety with a single, 
he’ll remember it with any kind of 
gun he may use in the future.” 

Mr. Holt has been active in local 
civic activities for many years and 


enjoys a wide acquaintance with 
people outside the world of out- 
door sports. Naturally this helps 
in moving other merchandise car- 
ried in the store. But fishing gets 
his nod. Familiar with the many 
rivers and lakes which this part of 
Ohio has, he gives out good advice 
on local fishing. 

“Lots of steelworkers can go 
out only for a few hours or a sin- 
gle day. After all the time I put 
in fishing I can tell them with a fair 
accuracy where to go _ nearby, 
whether to fish deep or shallow, 
what the fish’ll likely hit on, the 
best time to go and the best seasons 
for the particular kind of fish they 
have in mind. 

“Lots of them go to Lake Erie. 
There’s white bass, perch, catfish, 
pike, and blue pike. Some are best 
caught at night, others in the day. 
Different baits and lures for dif- 
ferent fish. And I tell ’em what. 

“Big Pymatuning Lake has wall- 
eyes, muskies, green and black bass. 
I tell ’em what'll attract those va- 
rieties and when,” Mr. Holt said. 
“In simple words, we’re a sort of 
clearing house for sporting infor- 
mation. If we’re not sure, we gen- 
erally know somebody who is an 
authority in his own right and get 
in touch with him. We don’t guess.” 





HARDWARE HUMOR 
By Hardware Age 





























"Step back a bit and I'll release the lock.” 
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Promotional Material 
For Mother's Day 


¢ Yy- >, & 
S too Good for Mom f 





Pictured above is the authorized national 
poster created for Mother's Day, May 13, 
by Mother's Day Trade Division, American 
Mother's Committee. The poster, available 
to retail stores, is lithegraphed in six colors 
and a variety of shapes and _ sizes, 
and characterizes teday's typical modern 
mother and her children. Also available 
is a brochure describing promotional mate- 
rial and offering suggestions for full-scale 
Mother's Day retail merchandising pro- 
grams. The 1951 national slogan is: 'Noth- 
ing's too good for Moml" For future in- 
formation write Mother's Day Trade Div., 
American Mother's Committee, 393 Seventh 
Ave., New York |, N. Y. 





Mass Display Sells 
Packaged Clothes Pins 


"When your washing blows away get a 
clothes pin that will stay," reads a sign on 
this grocery store type mass display used 
ot Selah Hardware, Selah, Wash. Impulse 
sales were particularly high on these clothes 
pins despite the fact that they were not 
offered at a reduced price. 
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TIME TO ORDER 


iCHAPI 


SPRAYERS 


: NOW from this NEW Catalog 





DIE 
CAST 
HANDLE 




















Only the early bird gets the 
worm. And only orders re- 
ceived in the near future can 
be accepted with assurance 
of delivery. Order now from 
colorful new Chapin catalog. 
Shows complete line of com- 
pressed air, single action and 
continuous sprayers. Also a 
variety of other specialty 
sprayers and dusters. Act 
now. 


Write today for Catalog No. 51 


IT’S FREE! 


STRONGER 
ELECTRIC 
SEAM 
WELD 


MODEL NO. 140 
Funnel Top 


Capacity 344 Gals, 


BRILLIANT 
CHINESE RED 
TRIM 





BATAYIA, N. Y. 


200 CHAPIN ST. 




















Building Volume 


In Wedding Gifts 


Bagot's builds business in tableware and other 
fancy gifts for bridal couples through unusual 
displays and newspaper and radio advertising 


Bagot Hardware Co., Amarillo, 
Tex., one of the oldest established 
firms in the city, attracts many 
prospective brides seeking dinner- 
ware, crystalware and tableware. 
“However,” says E. H. Bagot, man- 
ager, “we also keep a check on en- 
gagements and endeavor to contact 
all brides. If she selects her china, 
crystal and silver patterns here we 
set a bride’s table near the front, 
where it can be seen by all passers- 
by. It is adorned with fresh flowers, 
and bears the bride’s name and the 






























name of the she has 
chosen.” 

Newspaper and radio advertising 
are used consistently by the firm to 
publicize its gift lines. Newspaper 
ads are published in Saturday, Sun- 
day and Monday papers. Each 
Sunday a half-hour radio program 
—1:00 to 1:30 p.m.—when most 
people are having dinner, tells the 
story of the firm’s tableware offer- 
ings and other housewares. Two 


patterns 


talented young men, play musical 
instruments, sing, exchange quips 


Both open and glass-enclosed displays are used to feature giftware items in this neat and well lighted showroom. 


between themselves and occasion- 
ally call attention to some of the 
of tableware or some other recently 
store’s lines such as a new pattern 
added item or line. 

“We handle both sterling and 
plated ware,” says Mr. Bagot, “and 
although the number of plate sales 
is greater, the money value of them 
is about equal. Our stocks include 
a number of patterns of English 
china, but the bulk of sales are in 
American dinnerware and china as 
we handle only the highest quality 
lines. 

“More sales are made in the 
medium grades of tableware, espe- 
cially to young couples. We play up 
our starter sets of four, in dinner- 
ware, and suggest them both for 
the bride and for older women who 
wish to start a new set. All of our 
dinnerware and china are open 
stock patterns.” 

Opposite the tablewares depart- 
ment are open cabinets of crystal. 
These form the boundary line be- 
tween the tableware and the men’s 
hardware sections and may be seen 
by all entering that section of the 
store. As the department is just 
inside the store’s visual front it 
may be seen by passersby. 

Crystal ware is handled in a 
variety of domestic patterns and 
sells not only for bridal gifts but 
for birthdays, anniversaries and 
Christmas presents. 
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|S the early hours of Saturday morn- 
ing, March 3, fire fed by exploding 
drums of chemicals and oil swept 
through our 45,000-square-foot cutlery 
plant, and almost completely de- 
stroyed it within eighty minutes. 

Nothing was saved, not even a single 
steak knife. 

Our office, plating department, ice 
tool factory and two of our warehouses 
containing packaging materials and 
supplies were not harmed. 


Expect to Resume Production April 15 


We’re still in business. 

Some of our dies, grinding and heat- 
treating machines were put back into 
Working shape very quickly. 

Additional grinding and _ polishing 
Machinery was rushed to us and is in 
operation. 

Thanks to our suppliers, materials 
and parts to replace those destroyed 
are flowing in. 

Installations were made in tempo- 
tary buildings in town to get the new 
hinery in operation. 
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Fire destroyed our plant 
but we're still in business 


WE EXPECT TO RESUME LIMITED 
PRODUCTION OF CARVEL HALL 
CUTLERY BY APRIL 15 AND 

TO BE IN FULL PRODUCTION 
SOON THEREAFTER 


Will Resume Shipping in 45 Days Or- 
ders we have on hand scheduled for 
March shipment should start moving 
out in approximately 45 days. Orders 
with delivery promises for April and 
May will bear the same slight delay. 


New orders you send us will be 
scheduled for shipment as soon after 
July 1 as is humanly possible. 


Distributors Have Sizable 
Carvel Hall Stock 


In January and February of 1951 we 
produced and shipped as much Carvel 
Hall Cutlery to our distributors as we 
did in the first five months of 1950. 


These inventories throughout the 
country should partially take care of 
your requirements during this produc- 
tion delay. 





Old plant gone! New plant already started! 


Our recent fire was certainly a staggering blow but we're not out of busi- 
ness, and from the ruins we will build an even better and more efficient 
plant and organization to take care of your increasing Carvel Hall require- 
ments. Meanwhile, we trust your Carvel Hall Cutlery customers will bear 
with you, and that we will continue to have your support. 


Modern Plant Being Planned 

Already we are studying preliminary 
sketches of a new modern brick and 
steel one-story cutlery plant. 

Construction will begin as soon as 
possible and every effort will be made 
to get the new plant in operation before 
the end of 1951. 


Charles D. Briddell, Inc. 


Crisfield, Maryland 
CHARLES D. BRIDDELL, President 
THOMAS H. BRIDDELL, Vice President 
WILLIS H. BRIDDELL, Treasurer 
EVELYN BRIDDELL ANDREWS, Secretary 
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FINE CUTLERY 
by Briddell 













Bob Clements, man- 

ager, looks at some 

of the shining crys- 

talware and glass- 

ware displayed in 
the store. 








3 Turnovers on Housewares 


Sparkling department exceeds $100,000 a year at the 
Desert Hardware where women account for 50 pct of the 
traffic. Basic housewares stock inventoried at $30,000 


Sparkling is the word that best 
describes the housewares and house- 
hold sections of Desert Hardware, 
633 Main St., El Centro, Calif. {t 
sparkles because of never-ending 
housecleaning and the absence of 
slow movers. These qualities help 
the store merchandise more than 
$100,000 worth of lines for women 
or in excess of three turnovers an- 
nually on an inventory of $30,000 
for these sections. 

Located in agriculturally rich Im- 
perial Valley, Desert Hardware did 
very little business with women, 20 
years ago, until its management de- 


An end-of-line item is placed on the 
bargain table by Mrs. Florence Hocamp, 
a saleswoman. 
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NEW YORK WIRE CLOTH CO., Dept. 





445 Park Avenue, New York 22, N. Y. 


Please send me: 


JLL FACTS ON PROMOTION PROGRAM 


(0 Free folders, newspaper mats, display card. 


(0 Free Measuring Table Booklet. 
(0 Full details on DURALL Tension Screens. 


DU RALL TENSION SCREENS 


IN 


NATIONALLY ADVERTISED 
“DAY EVENING POST * BETTER HOMES AND GARDENS 


GOOD HOUSEKEEPING * SMALL HOMES GUIDE 











Address........ 





VICTOR 
MOUSE AND 
RAT TRAPS 


Metal bait pedal; 
release four ways. 


HOLDFAST 
MOUSE AND 
RAT TRAPS 







sensitive release. 


AUTO-SET 
MOUSE AND 
RAT TRAPS 


Rolled metal bait 
pedal; automatic 
setting style. 


Holdfast —Auto-Set 
MOUSE and RAT TRAPS 


These Popular Brands 
are Profitable Brands 


VICTOR 
BLACK CAT 
MOUSE TRAPS 


Plastic, 4-hole 
choker trap; ‘'sil- 
ver" wire work; 
special safety 
construction. 







VICTOR 
LITTLE CHAMP 
MOUSE TRAPS 


Plastic, l-hole 
trap; Auto-Set 
mechanism; 
choker action. 


VICTOR 
EASY-SET 
MOUSE TRAPS 


All metal trap; 
Auto-Set mechan- 
ism; hand or foot 
setting; rolled 
bait pedal, 


Because Victor, Holdfast and Auto-Set Mouse 
and Rat Traps feature proved design and 
sturdy construction, they are the traps your 
customers know and buy. Order a full stock of 
these profitable brands from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Penna. * Pascagoula, Miss. 
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Wood bait pedal; 











cided to add a housewares section. 
That decision has paid the firm big 
dividends because today more than 
50 pet of the store’s traffic is com- 
prised of feminine customers. 


Bright and Clean 


The department occupies a little 
over one third of the 45-ft-front 
store. Its success is attributed by 
Bob Clements, store manager, to its 
bright and clean appearance under 
direction of Mrs. Amis Robinson, 
who has headed the department 
practically since its introduction to 
the store. Each saleswoman is as- 
signed a section which she must 
keep bright and clean. Free of dust 
it is also free of slow movers. 

Says Mrs. Robinson, “We never 
have to have a sale to clear out obso- 
lete stock for we have a bargain 
table on which we clean out odd 
left-overs, one or two items left in 
a line, and mistakes or slow movers. 


Our bargain table helps us to main. 
tain only fresh, fast-moving stock 
on our regular display shelves. It 
is located in the rear of the house. 
wares section so that women visit- 
ing it must pass displays of new and 
fresh merchandise going to and 
from the bargain table. Women 
come in for odds and ends on the 
bargain table, and usually finish up 
by spending more money for regu- 
lar items in the department. 


Sell From Stock 


Saleswomen sell items in this 
department from stock rather than 
turning over the display room sam- 
ple. This prevents items from being 
missing from the display area. It 
also gives the stock room girl a bet- 
ter chance to keep tabs on stock-on- 
hand. 

Spotlights are used to give crys- 
tal and fine dinner ware displays 
extra sparkle. 





Compact Display Sells Freezer Supplies 


With an original investment of 
$190, Donaldson’s Hardware, 541 
First St., Encinitas, Calif., created 
this compact and profitable home 
freezer supplies section. In its 
first three months this display, mea- 
suring but 2 ft., sold nearly 75 pct 
of the original stock. Emil Dvorak, 





manager, says that this wire rack 
display of paper containers in popv- 
lar sizes, plastic bags in quart and 
poultry sizes, wax wraps and other 
locker supplies is a profit maker. 
The department is also a_ good 
means of attracting feminine ttaf- 
fic to the store. 





This display serves as a reminder to many housewives. 
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every article is charged for — and at its correct price. 








AN ITEMIZING NATIONAL CASH REGISTER helps make certain that 





ae 
THE NATIONAL CASH REGISTER in this most inviting hobby shop 
“‘moves time up”’ by giving today’s sales information today. 


“We get 14 important sales facts 


“We recently purchased a 
National Cash Register, and 
can’t tell you how pleased 
we are with its operation. Our 
new National saves us easily 
an hour a day, which would 
otherwise have to be spent in 
breaking down our sales. 


“But, even more important, 
it moves time up, by giving 
us today’s sales information 
it Genesee Street. today—when we need it most. 
Syracuse 2, N. Y. Its value really expresses it- 
self during peak periods, when the 5 clerk totals 
and the 9 department totals are instantly available 


MR. ED GUTH, Proprietor 
Ed Guth Hobbies, 132 












at the close of business by merely depressing the 
corresponding keys. 
“With our National, information which is vital— 
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if we are to keep our finger on the pulse of things—is 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 





about todays business TODAY!” 


available when it does the most good. We are not 
kept waiting for it for several days until we could 
have time to make an analysis.” 

So writes Mr. Ed Guth since installing National 
Floor Audit in his busy hobby shop. 


National Floor Audit has many advantages for 
hobby shop and hardware dealers. It means faster 
turnover, less money tied up in stock, increased 
sales, better cash and credit control, simplified 
record keeping and lower costs. Find out about 
Floor Audit from your local National representative. 
Ask him to survey your present methods, and recom- 
mend a system exactly suited to your needs. 














ELECTRO-LINE PRODUCTS Corp. 
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No. 4306 


New Electronic 
Model 
Glebe 
14 
Years of 
Service 


LELECTRIC FENCE: 


CONTROLLERS 


Make more sales — more profits 
with ELECTRO-LINE — the com- 
plete line. ELECTRO-LINE — the 
line with a model for every pur- 
pose or every purse. Quality is 
high, price is low — and mod- 
ernly styled ELECTRO-LINE 
fencers have customer appeal. 
Order from your local jobber or 
write us for his address. 


You Can Depend on Electro-Line 


SAUKVILLE, WISCONSIN 




















Request from Mr. DiSalle 


Dear Editor: 


This agency has need of a list 
of names and addresses of house- 
wares and hardware manufactur- 
ers. Your Washington office advises 
us that you have such a list and we 
would like to know if we may obtain 
acopy.... 

Very truly yours, 
Michael V. DiSalle 
Directon of Price Stabilization, 
Economic Stabilization Agency, 
Washington, D. C. 


Editor's Note: We’re happy to for- 
ward you a copy of the HARDWARE 
AGE Catalog and Directory Issue, 
which for years has been the source 
used by the entire hardware trade 
for such information. 


o > 
Manufacturers’ Agents 


Dear Editor: 

I recall reading an article some 
months ago in HARDWARE AGE 
about an association of manufac- 
turers’ agents and I am writing to 


inquire whether you can give me 
the name and address of the secre- 
tary of the organization. 

L. E. DuBois 
Stamford, Conn. 


Editor’s Note: The address of 
the Manufacturers’ Agents Na- 
tional Assn. is P. O. Box 428, Al- 
hambra, Calif. A. X. Schilling is 
executive secretary. 
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Hardwareman’s Library 


“Tomorrow's Rifles Today,’ by 
Roy Weatherby. A new and en- 
larged edition of this sportman’s 
bible. It contains 85 pages of the 
latest information on the manuv- 
facture and use of guns and am- 
munition for hunting large and 
small game. Text and _ excellent 
illustrations do an especially good 
job on high velocity guns and an- 
munition. Of particular interest is 
the article, ‘Velocity vs Bullet 
Weight,” based on personal experi- 
ences. Bibliography covering hunt- 
ing and guns is included. Weather- 
by’s, Inc., 2793 Firestone Boulevard, 
South Gate, Calif. ($1.00.) 





Display Protects Sporting Goods 





For easily damaged or pilfered sporting goods, Carl Kollmeyer Hardware, Fremont, Neb. 
has a special glass case, built to its specifications, to cover a standard island unit. The 
auxiliary case permits close inspection, without handling, and sales clerks constantly 
watch the section to make certain interested prospects may be quickly shown items in 
which they evince interest. The island, a standard association unit, measures 113 in. in 
length and is 56 in. wide. The glass case is 83!/, in. long and 26 in. wide. 
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Related Displays 
Increase Sales 
(Continued from page 65) 


glaziers’ points, liquid porcelain 
glaze, flake glue, calking compound, 
water putty, ground glue, putty in 
cans, 1 lb. and 5 Ib. cans of white 
lead, masking tapes, and pumice 
stone. 

The two step riser which can 
easily be built of plywood is used 
to step up the table top display to 
make a more attractive unit. The 
center feature display is a shadow 
box, of suitable size, and con- 
structed of 1/2 in. plywood com- 
plete with pine board steps at both 
sides. An electrical receptacle is 
used inside the box, as shown in 
the small detail in Fig. 3, so that a 
large size lamp may be used to re- 
flect light all around the half sec- 
tion of a gallon paint can. 

The container should bear the 
label of the advertised brand of 
paint you feature and should be set 
in the position shown. The inside 
of the box should be painted with 
the two sides and back in different 
pastel colors of flat paint. When the 
concealed light is turned on an at- 
tractive eye catching sight will be 
seen. This stunt will highlight and 
spot the particular brand of paint 
you carry. Quart and pint size cans 
of the advertised brand of flat 
paint may be used to decorate the 
inside of the shadow box which 
can then be displayed on the pine 
board steps on both sides. The 
shadow box idea may also be 
worked out for use in an effective 
window display. 

When building risers for table 
tops it is a good idea to construct 
them in separate units (R.1) and 
(R.2) as shown in Fig. 3 so that 
if occasion demands one may be 
removed for installation in a bulk 
display one side of the table tops. 





HARDWARE HUMOR 
By Hardware Age 











a7. 
“| want the one thct's easy to push. My 
wife is rather a frail woman." 
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MODEL K-12-2, 3 H. P., 4-cycie, single 

cylinder, air-cooled. Length 14”, width 

14”, height 19”. Weight 43 lbs. 

RELIABLE POWER FOR: 

Compressors e Farm Conveyors e Weed Cutters 
Floor Sweepers e Generators @ Sprayers 
Grain Elevators Hoists e Lawn Mowers 

Pump-Jacks e Vibrators 
Snow Removal Machines e Garden Cultivators 


KOHLER 
ENGINES 


Four-Cycle, Air-Cooled 


Kohler Engines are engineered and built 
to give the economical service that has 
won world-wide acceptance for Kohler 
Electric Plants in construction and other 
industries. Made in several sizes, they 
are suited to a wide range of uses. The 
name Kohler, identified with quality 
products for three-quarters of a century, 
gives Kohler engine-driven equipment 
ready acceptance. Write for information 








Portable Saws @ Garden Tractors 


about sales and service franchise. 


Kohler Co., Kohler, Wisconsin. Established 1873. 


KOHLER or KOHLER 


FLUMBING FIXTURES * 
AIR-COOLED ENGINES 


HEATING EQUIPMENT 


* ELECTRIC PLANTS 


* PRECISION PARTS 








Millions of Steel 


IIFFY CLIPS 


Serving the Electrical Industry 


















Specify 
MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 
materials and con- 
trolled manufacture 
have built ‘‘top-service 
and longest life” into 
Minerallac Electrical Spe- 
cialties. That’s why the elec- 
trical industry ‘‘prefers Miner- 
allac”...in steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street— Chicago 7, IMinois 


MINERALLAG 


| 





TRIPLE the SALES 
with TRIPLE the CUTS! 


ANNOUNCING 


NOT ONE—NOT 12-—BUT 


40 DIFFERENT CUTS! 


ANS 


tty DADO SAWING WASHERS 


New improved Warren Washers open 
a broader market for you in ‘51! Be 
ready for new sales, replacement sales 
—easier sales! 


GOOD PROFITS FOR YOU! 
No increase in price—new Warren Washers 


still retail at popular price of $4.95 per set, 
with no cut in dealer margin! 





NATIONALLY ADVERTISED — 
UNIVERSALLY ACCEPTED! 


Craftsmen praise them for making smooth 
dados, os ly and easily with regular saw 
blade. National advertising reaches 16 mil- 
lion people—makes Warren Washers a name 
they remember! 


SEND TODAY FOR TRIAL OFFER! 


Send for just 6 sets at your dealer's discount 
of 334%4%-—receive absolutely free colorful 
working counter display and descriptive sell- 
ing literature! 


WARREN DADO SAWING WASHERS CO. 
DEPT. 104 © 70 MEDBURY © DETROIT 2, MICH. 


79 





WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 
is 4 x 3 x 2 in., retailing for 29¢. 
A display box holds 12 blocks. 
Kwiksand, Inc., 529 Merchants Rd., 
Rochester, N. Y. 





Permanent Magnet 


Alnico Handy Magnet, weighing 
1/3 oz., picks up 48 times its own 
weight in metal, and is permanently 
magnetized to attract nails, paper 
clips, bobby pins, and other small 
metallic objects. The magnet comes 





ems oF 
MARS TACKS 
PIMs Coins 

f MEIDLES ond 
ALL SMALL 
meta 7 
Ossects 2 


MNP f 


Moh Mites ff | 





mounted on a dealer display card. 
Retail: 25¢. Magneto Sales Co., 261 
W. 54th St., New York City 19. 


Sponge Carwasher 


Sponge rubber with no-kink rub- 
ber tubing for quick attachment to 
garden hose. Wheels-n-all elimi- 
nates the need for buckets, sponges 
or chamois. It does not mar or 
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scratch, and sponge rinses as _ it 
washes. Less than two buckets of 
water are needed to clean a car. 
Henri Co., 101 Neave Bldg., Cin- 
cinnati, Ohio. 


Barbeque Set 

A new gift box has been designed 
for the eight-piece Bar-B-Q set. 
The set itself consists of four 13 





in. deeply welled separated plates 
and 13 oz. matching mugs with han- 
dles. Comes in assorted colors to a 
set. Plas-Tex Corp., 2525 Military 
Ave., W. Los Angeles, Calif. 


Tape Dispenser 


A cellophane tape dispenser for 
either 1% or %4 in. tape widths is 
refillable and can accommodate the 


4 
verre ont Zh % 


qe er 






792 in. economy size rolls of Scotch 


brand tape. Dispenser is made of 
one piece, light-weight, flexible 
plastic. Retail: 10¢. Minnesota 


Mining and Mfg. Co., 900 Fauquier 
St., St. Paul 6, Minn. 


Alarm Clocks 


Three new alarm clocks have 
been introduced. Model 7H-198K 
Lumalarm (illustrated) has an il- 
luminated dial of translucent 
plastic encased in modern ivory 
colored plastic with a wide base to 
prevent tipping. Clock is 43% x 5 
x 23% in.; suggested retail: $7.95. 
Model 8H-70 Tune-A-Larm wakes 
user to music by turning on bed- 
side radio. Regular alarm sounds 





seven minutes after radio goes on. 
It features convenient alarm set 
knobs and is 44% x 44% x 2% in.; 
suggested retail: $9.95. Model 
7H-04 Repeater in a mahogany 
case features an automatic alarm 
which resets itself, and has a shut- 
off lever when alarm is not wanted; 
suggested retail: $8.95. General 
Electric Co., Appliance & Merchan- 
dise Dept., Bridgeport 2, Conn. 





Heating System 

New in-the-wall automatically 
controlled heating system is de- 
signed to completely heat 3% to 
614 room homes. Model 90-WM is 
compact and easily installed, and 
features a cast iron venturi tube 
heat exchanger for economy of op- 
eration by increasing surface con- 
tact and directing all the air into 
a wiping contact with hot tube 
surfaces. Slow speed high air vol- 
ume delivery propeller type blower 
moves 1100 cu. ft. of air per min. 
The unit also filters and humidifies, 
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Gold Seal Congoleum for 1951 


Here’s the line of rugs and by-the-yard that’s designed 





for selling! Patterns are keyed to the latest fashion 
trends and color preferences. Congoleum’s economy has 


powerful sales appeal right now, when your customers are 


oes on. 

34 hom _ ‘ acutely price-conscious. And its durability and added 
Model ‘ set quality make real sales-sense—backed up by the strongest 

— ) guarantee of all . . . the famous Gold Seal warranty of 

a shut- “Satisfaction or Your Money Back”! 

yanted ; 


reneral 
orchan- 


ynn. 
Three-way texture with a look in- 


spired by handcraft work. Popular 
9-inch squares in two rug patterns, 
beige with rust; grey with blue. 

atically 


is de- 

314% to 

WM is 

d, and 

‘i tube 
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ir into ste : 

| tube . és =. Rhea. fect for both Cape Cod and modern 

ir vol- ranch homes. Slated for such enormous 

blower popularity that it’s available in both 
. . ; rugs an -the-yard. Two high-fashi 

r min. j as : The, ~. — ida aces 


idifies, 
GOLD SEAL 


Bright clean colors in a sparkling combin- ; @ = 
ation of inset-tile design and 9-inch SATISFACTION GUARANTEED: 
marbleized squares. By-the-yard in — 
> two colorings—green and white, 
wa ‘Tom and red, black, and white. 


a 





Congoleum-Nairn Ine. 
7) 


Kearny, New Jersey. Makers of guaranteed floor coverings: Nairn Linoleum 
y 


ty 7 or « 
* . 7 R 
y “8 Lay 3 “ ; hes . he P _Polichi -c 2 " 
t ‘ eR ™ . ‘i Nairn Asphalt Tile Nairn Self-Polishing Wax ] Cong 
‘ Pe. " oe ie tf 4 a © 108: ConcoLEUM-NAIRN ING, 
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HERE’S WHY 


SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 


Easier to identify See how the label 


stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 


packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


- 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand”’ fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They're fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 


t*Machine Scr 
I t*Wood fin 
t Sheet Meta! | 


BOLT 
T*Stove Bolts 


tal S -Machine Bolt 

Cap Screws crews pea Bolts 
i are Head Set S 8 Bolts 

F’ Headless Set yet Brass Washers 
Socket Set Screws NUTS 


‘ 
f orgenat wed Cap Screws *Machine Screw Nyt 
_— *Semi-Finished Nuts 
ing Nuts , 


RODS 
*Threaded Rod Cap Nuts—Br 
s ass 


Knurled Nuts B 
S—Bras 
t ere and Phillips Recessed H, ‘ 
lee! and Brass — 


Write, wire or phone 





COMPANY 


MANUFACTURING 


_ 5700 ROOSEVELT ROAD 

” CHICAGO 50, ILLINOIS 
SCREWS © BOLTS 
_Industriol . Foster ond _Holdi 
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WHAT'S NEW 








and is built in a heavy double in- 
sulated cabinet. Noiseless fan is 
18 in. diameter. Adjustable revolv- 
ing grill, electric type thermostat 
controlling the magnetic valve, and 
a water pan for evaporation are 
other features of the heater. Sum- 
mer switch permits operating the 
fan for cooling during summer. 


| Coroaire Heater Corp., 1422 Euclid 


Ave., Cleveland 15, Ohio. 





Plastic Cracker Dish 


An addition to the Matched De- 
sign line of plastics is the cracker 
dish, which holds a supply of square 
or round crackers. The dish is of 





durable Styron, and is available in 
red, yellow or green. Blisscraft of 


Hollywood, 6674 Santa Monica 
Blvd., Hollywood, Calif. 
| Duplex Wall Plate 
Two receptacle outlets molded 


| into one plate which fits any stand- 


ard outlet box involves no assembly 
or adjustment problems. T-slotted 
receptacles have double wipe con- 
tacts and large-headed side screws 











take No. 8 wire. Each unit rated 
at 15 amps—125 volts or 10A-250v, 
and approved by Underwriters 
Laboratories. Available in brown 
or ivory, catalog No. 1455. John I. 
Paulding, Inc., New Bedford, Mass. 





Lubricant Pencil 


A new lubricant in pencil form 
is made of clean powder lubricants 
and molded with two highly de- 





veloped waxes. Pensilube is silver 
in color and will not soil the hands 
or clothes. An automatic counter 
dispenser packages 24 Pensilubes. 
Reardon Products, 2109 S. Adams 
St., Peoria 2, Ill. 





Bulb Tester-Night Light 


Flash bulb tester (illustrated) 
plugs into any 110 volt socket. If 
flash bulb is all right, the light bulb 
in the tester goes on with no dan- 





ger of shock. Bulb tester is also 4 
night light using a 6 watt bulb and 
can be used to test fuses. A coun- 
ter display carton holds 12 testers. 
Retail: $1.25 each. Davis Mfg. Co. 
Plano, Il. 
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Bathroom Shelves 


Glass shelves with ground edges 
and rust-proof hardware are avail- 
able for bathrooms in four models. 





Model 100A, 16 x 5 x 7 in., rectangu- 
lar shelf, is separated by plastic 
posts containing three dimensional 
roses. Retail: $3.59. Model 100B, 
814 x 7 in., corner shelf posts con- 
taining three dimensional roses. 
Retail: $3.59. Model 150A, 16 x 5 
x 7 in (illustrated herewith), rec- 
tangular shelf, has posts covered 
with mirrors. Retail: $2.98. Model 
150B, 814 x 7 in. corner shelf, also 
has posts covered with mirrors. 
Retail: $2.98. H W Mfg. Co., Park 
Row Bldg., New York City 7. 


Outboard Motors 


The 1951 line of Buccaneer out- 
board motors has six models—3, 5, 
and 12 hp. in standard and deluxe 
styles. All models feature Dura- 
Life magneto, full 360° pivot, ad- 
justable co-pilot, handy fuel shut- 
off cock, synchronized single lever 
spark and throttle control, fresh 
water flush plug, and are salt water 


protected. All are mounted in rub- 
ber to reduce vibration. Standard 
3 hp. model (illustrated), has tank 
capacity of 0.5 gal., two-blade weed- 
less propeller with shearpin, weighs 
28 lIbs., and has full-throttle run- 
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the REALLY 


Contains two diamond-like 
carbide jewels which put a 
professional edge on any 
knife in 3 seconds. 


Safe, smart, durable, 
no moving parts 
to wear out. 


ONLY 


1.95 


RETAIL 


Attractively 
packaged for profits 





Bead. ose 


Unconditionally guaranteed for 30 days 







New England CARBIDE TOOL CO., ING. 


58 ,BROOKLINE ST., CAMBRIDGE 39, MASS. 


DIFFERENT 














ita 
Professional Bulk 


OR 
Cartridge Guns 


“QUALITY UNSURPASSED" . VITAL guns are 
manufactured in our plant—to highest standards— 
unconditionally guaranteed. ‘'Maintenance'’—ever 
popular Model D-49 gun, for bulk or cartridge 





loading . . . lists for $4.35. Other sizes and | 
prices on request. VITAL CAULKING GUNS—first | 
since 1909. 
worms ( 
( = On vi ath N CAULKING OU 
‘ yan 
Acs 
Ls y 
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SELECTED ALL-PURPOSE 
VITAL NOZZLE SET OF 10 .« | 


Yes, this eye-catching display rack of VITAL inter- 
changeable nozzles is one way Vital leads to extra 
sales! A large throated nozzle for every job! . 
Selected all-purpose nozzle set of !0—$5.45. 

SEE YOUR JOBBER OR WRITE US TODAY 








VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 











REEVE DISPLAY EQUIPMENT 
Sells MORE for YOU 


REEVE shurese// 


TRADE MARK 


» Shelf Equipment 


v4 





Complete Reeve assemblies of 
knife edge brackets, shelf rests and 
aly standards with Reeve Shelf Glass are 
( 





supplied in a variety of sizes and are ad- 
justable for your particular display needs 
| Complete description and prices in our 


NEW CATALOG 


Send for it today! Hundreds of new 












improved items from ticket hold- 
ers to large island display units. 


REEVE COMPANY 


Serving America’s Retailers since 1913” 


2220 S. Grand Ave., Los Angeles 7, Calif 
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ning time of 1%4 hrs. Retail price: 
$105.00. Other models prices range 
from $118.50 to $280.50. Gale Prod- 
ucts, Galesburg, III. 


Salt and Pepper Set 

New Blue Magic salt and pepper 
set is the king-sized set No. 1001 
for range, ‘barbecue or picnic use. 





The shakers are made of square-cut 
white glass, lettered salt and 
pepper, and are 4% x 2 x 2. Set fea- 
tures the Blue Magic moisture- 
absorbing top. Shakers are pack- 
aged for gift and display. Fair 
traded at $2.50. Luce Mfg. Co., 247 
Park Ave., New York City 17. 


Mixing Container 

This household container is de- 
signed to use for mixing, serving 
and storing hot and cold liquids. 




















Mixie is made of Pyrex glass with 
snug-fitting spun aluminum cap. 
A special rim permits pin-point 
pouring from any section. The unit 
is 91% in. high, fits in the bottle 
shelf of all refrigerators, and may 
be cleaned in automatic dishwasher. 
Free display is available to dealers. 
List price: $1.49. Silex Co., Hart- 
ford 2, Conn. 


New Tennis Rackets 


Four newly-designed tennis 
rackets, bearing the autograph of 
professional Frank Parker, are fea- 
tured in this new 1951 spring and 
summer line. New rackets are the 
Stroke King, Super, International, 
and Triumph. All are multi-ply 
strung, eight-play construction and 
designed for power, strength and 
beauty. The Draper-Maynard Co., 
4861 Spring Grove Ave., Cincin- 
nati 32, Ohio. 


Electric Drill 


Model 225 14-in. Super-Special drill 
is equipped with anti-friction bear- 
ings for extra drilling speed. Capac- 


ity is 4% in. in metal and 1% in. in 
hard wood. Specifications include 
a no-load speed of 550 rpm, 60 
cycle AC-DC motor, 115 volts, 220 
volts, special, alloy steel double re- 
duction gears, 2-pole switch, die- 
cast aluminum frame, and 10-ft. 


_3-conductor cord with rubber plug 


and pigtail for ground. Length 
overall is 135 in. and weight is 8% 
Ibs. Cummins Portable Tools, Div. 
of Cummins-Chicago Corp., 4740 
N. Ravenswood Ave., Chicago 40, 
Ill. 





Big Pressure Cooker 

Now available is No. 941% cast 
aluminum pressure cooker with 
41% qt. liquid capacity, or it will 
hold 24 pt., 16 qt., or 6 half-gallon 
jars. Metal-to-metal seal elimi- 
nates rubber gasket. Molded bake- 
lite makes a cool finger-grip han- 
dle, and pressure gauge is tilted 
for easy reading. Combination 





steam release and control valve in- 
sures complete safety. Wisconsin 
Aluminum Foundry Co., Inc., Mani- 
towoc, Wis. 


Rose Pest Control 


An improved formulation has 
been added to the Farm & Garden 
brand line of insecticides and 
fungicides to contro] all major rose 
and other flower pests. Pomo-Green 
controls such pests as black spot, 
mildew, rose chafer, and aphids 
and other insects on flowers. It is 
green, allowing residues to blend 
with natural foliage, and may be 
applied either as a dust or spray. 
Entirely safe to user and plants. 
Pomo-Green comes in one-pound 
shaker top cans and four-pound 
bags. Niagara Chemical Div., Food 
Machinery & Chemical Corp., Mid- 
dleport, N. Y. 


Wall Breather 


Light weight aluminum Brown 
wall breather reduces exterior paint 
failures due to damp walls and pre- 
vents blistering and peeling, by 
providing small, screened outside 
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For easy extra profits, you just can’t beat this REX Wallpaper trio! 
To take off the old paper... prepare the wall...or put on the new 
paper — REX has the product and the reputation your customers de- 
pend on. 

It’s easier to sell the products customers know and trust—and there’s 
plenty of repeat business for you, too. So make sure you have plenty 
of Rex Wallpaper Remover, Rex Wall Size and old reliable Rex 
Paste — good products for good business! 


PATENT CEREALS CO. « Geneva, N.Y. 


MAKERS OF DIC-A-DOO PAINT BRUSH BATH & DIC-A-DOO CLEANER 


ORDER FROM 
YOUR JOBBER 
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WHAT'S NEW 








openings for free circulation of air. 
Breathers, *4 x 3% in., are easily 
and inconspicuously installed di- 
rectly beneath a lap of the siding 
a month before repainting. Retail: 
39¢ each, $19.50 per box of 50 
tubes, $97.50 per case (five boxes 
of 50 tubes). Cornwall & Co., 1408 
E. 222 St., Cleveland 17, Ohio. 





Lighted Portable Saw 


This 614-in. portable electric 
power saw has a built-in work light 
which illuminates the line of cut 
and is focused directly ahead of the 
blade. Other features are the cali- 
brated, built-in bevel and depth ad- 
justments, and the calibrated rip 
fence. Blade is mounted to the left 
of the motor and will cut 2-in. 
dressed lumber at 45 deg. and make 





a 2% in. cut in the vertical posi- 
tion. Saw is, powered by % h.p. 
motor at 4500 r.p.m. and will rip, 
cross-cut, miter, dado, groove, etc. 
Metal carrying case available. Re- 
tail: $55.95. Tools, Inc., 1323 N. 
Water St., Milwaukee 2, Wis. 





Asphalt Tile Cleaner 


Two or three tablespoonfuls of 
this new asphalt tile cleaner in 
water make an effective solution 
that removes old wax, dirt and 
stains. It requires no scrubbing 
and may be applied with a mop. 
No rinsing is necessary. It will not 
harm the color and composition of 
the floor, and is especially de- 
veloped to clean asphalt and rub- 


ber tile, terrazzo, marble and 
cement. Retail: pt., 59¢; qt., 98¢; 
gal., $2.98. E. L. Bruce Co., 


Memphis, Tenn. 


Water Repellent 


Waterproofing compound _ that 
will not stiffen the lightest mate- 
rials, Raindri puts water resistance 





into dry-cleaned clothes in one 
spraying. It will not stain or 
harm any material not containing 
rubber. Eight-ounce bottle has 
sprayer attached. Retail: $1.29. 
Counter display available with or- 
der of a dozen bottles: $9.29. 
Goorin Co., 905 Fifth Ave., Pitts- 
burgh, Pa. 


Carbage Can Holder 


This new Hang-On garbage can 
holder is finished in bright alumi- 
num to match all galvanized cans. 
The holder may be mounted on a 
post or building wall, or may be 
driven into the ground with a steel 
post. Both types hold the can 
safely in the air. The wall type of 
holder has a suggested retail of 
$1.79; the post type is available, 
with the steel post, at a retail of 
$3.25. Rupp Mfg. Co., 5445 Colum- 
bus Ave., So. Minneapolis, Minn. 
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Weatherstripping 


An eight-strand, crinoline backed 
weatherstripper comes on a core 
for easy unwinding. Kond may be 





used for caulking or stopping any 
narrow vent on crack either perma- 
nently or temporarily. It can also 
be removed and used elsewhere, 
wil] not crack or discolor, and will 
take paint. The rolls come pack- 
aged in individual boxes, and a 
large counter merchandiser is of- 
fered. Sterling Paint & Varnish 
Co., Malden, Mass. 





All-Purpose Cooker 


This crock-lined all-purpose 
cooker, Model 340, has two-heat 
control with high for fast cooking 





and low for slow cooking or simmer- 
ing. The 314-qt. cooker plugs in 
and heats without the addition of 
water. For use on AC or DC. Re- 
tail: $11.95. Nazxon Utilities Corp., 
3600 W. Touhy Ave., Chicago 45, 
Ill. 





Aer-a-sol Insecticide 


A new 7-o0z. Aer-a-sol insecticide, 
fair traded at $1.19, features a 
simple, hand-fitting valve assuring 
simplicity and ease of operation. 
The spray turns on by light finger 
pressure and is directed like a beam 
of light from a flashlight. The new 
container is packed in attractive re- 
tail display cartons. The Aer-a-sol 
line now provides six insecticide 
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sizes ranging from 3% to 16 
ounces; retails: 79¢ to $3.95. 
Bridgeport Brass Co., Aer-a-sol 


Div., Bridgeport, Conn. 





Dairy Cow Fly Spray 

As a protection against flies, 
Kwik-Kil cattle spray assures quick 
knockdown and high kill, and there 
is no danger of sun scald, blisters, 
skin irritation, falling out of hair 
or pore stoppage. Kwik-Kil con- 
tains Methoxychlor and other ef- 
fective toxics, and is harmless to 
red-blooded animals and humans. 





Two-gallon can retails at $2.86. 
Harrison Oil Co., 4267 N. Port 
Washington Rd., Milwaukee 12, 
Wis. 


Plastic Blind Tape 


Plastic tape for two-inch venetian 
blinds is now made in herringbone 
embossed facing in either white or 
duck. Called Easyclean, the new 
tape is non-porous, washable, rain- 
and sun-proof, colorfast, fire-re- 
tardant and insectproof. It is 
easily washed, and will not shrink, 
stretch, crack or fray. Easyclean 
is available in an _ all-cellophane 
package with enough tape for one 
average venetian blind, plus in- 
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| Tell your customers 
| about this quick, 
| easy way to 
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IANDYMAN *64.,2 


ROUTER KIT 


Here’s 6 lbs. of the very utmost in 
versatility—the Stanley Handyman 
Router, Model 038. It does in minutes 
jobs which require hours when working 
with hand tools alone. Can be used for 
grooving, making rabbet and dado 
joints, routing for inlays, templet work, 
decorative edges on tables and other 
woodworking projects. Powerful % 
H.P. motor, A.C. or D.C. Kit contains 
router, grinding wheel and five different 
type bits. Adapter kit GA67 converts 
router to an electric plane. 





ite. Has helical geors 
and full ball and 
roller bearings 
hout. Only 11 
Ibs. A.C. or D.C. 








MANY-PURPOSE 
DRILL KIT 
No. 020 $32.00 
Ideal for sanding, 
grinding, buffing, 
polishing, drilling. 
Comes with hand- 
some carrying case 
and 17 different at- 
tachments. 
























STANLEY ELECTRIC TOOLS 
408 Myrtle Street, New Britain, Connecticut 


STANLEY 


Reg. U.S. Pat. Off. 
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Let me send you our 
Recipe Booklet 
Absolutely Free 


Try our Caesar Salad 
. - « It’s Delicious 


SALAD RECIPES 


HERE'S YOUR ReGen 
CAESAR SALAD — 


The flavor lingers 0” - 


The Caesar Salad craze is sweeping the 
It’s tangy, crunchy and real 
he-man eating. The ladies like it too! 
I want you to try it. 


country. 





HERE’S THE 








CAESAR SALAD BOWL 


Capitalize on the latest salad sensation with 
bowl in attractive 
display box. Other sizes 9” to 20”, 


the Caesar Salad Bowl. 


each bowl. 


ReGen 


WOODENWARE 





| DALLAS 


88 


11” 


WHITE STUDIOS 


2421 McKINNEY AVENUE 
, TEXAS 





Recipe with 








structions. Twelve packages come 
in a box to fit the regular Wankraft 
self-service counter display rack. 
Retail per package: $1.89. Tape 
also comes in 200 ft length in a spe- 


| cial carton from which the tape is 


| & Klau Co., 


removed only as it is measured and 
cut. Retail per yard: 39¢. Weiss 
462 Broadway, New 
York City 13. 


| Hydro-Jet Pump 


A new Hydro-Jet Model Series 
2500 features single-stage horizon- 
tal, single passage monoflow in- 
sertable volute, and one moving 
part. The capacity is 4500 gal. per 
hour, and the pump is interchange- 





able for deep or shallow well. Pump 
Div., A. Y. McDonald Mfg. Co., 
Dubuque, Iowa. 


Kitchen Wall Clock 

This wall clock with self-starting 
electric time movements has 434 
in. dials in colors to match cases. 
This Pippin clock comes in red, 
green, or yellow, with green leaves, 
or ivory with ivory leaves. Clock 
is 84% x 7% x 2% in. Six of a 
color are packed in one case. Retail: 
$6.95. Seth Thomas Clocks, Thom- 
aston, Conn. 








Ventilating Fan Line 

This new line of ventilating fans 
has a special stainless steel grille, 
held in place by a single thumb 





screw so that it is easily removable 
for cleaning. Smooth surface of 
the grille also eases cleaning prob- 
lems. Fans have a louvre with a 
gradually raised surface. Stretched 
steel prevents warp. NuTone, Inc., 
Madison & Red Bank Rds., Cincin- 
nati 27, Ohio. 


Polisher-Sander-Drill 


This light-weight unit can be 
used to eliminate hand polishing, 
sanding or drilling on wood or 
metal, for polishing or sanding all 
kinds of surfaces, and drilling up to 
1% in. in wood or 14 in. in metal. 





A wool polishing pad with tough 
nap produces a hard finish. Five- 
inch sanding discs can also be used. 
No. 1865 model has 2200 r.p.m. 
speed, 115 volt AC or DC. Unit 
comes packaged in a counter dis- 
play box. Unit retail: $29.25. 
Albertson & Co., Inc., Sioux City, 
Iowa. 
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Ironing Cord Arm 


This Cord Arm clamps on to the 
end of an ironing board and stands 
erect. Ironing cord passes over it 
and is kept away from the iron and 





The arm is 


from snarls. 
available in white, red, black and 


free 


gray. Retail: $1.19. 
& Sons, Inc., 1494 Merchandise 
Mart, Chicago 54, IIl. 


Plastic Veneer Transfer 
This plastic veneer in transfer 





W. F. Meyer | 


SELL 


PEORIA. 


REGULAR 
SOCKET 
OARLOCK 





MALLEABLE IRON 


BOAT HARDWARE 








A COMPLETE LINE OF OARLOCKS... EACH MADE OF STRONG, 
LONG-WEARING MALLEABLE IRON, HOT-DIPPED GALVANIZED 


ANCHOR LIFT LEADER 
(Cutaway View) 


Projects over bow for raising; lower- 


' 
1 
! 
' 
| 
\ 
1 
1 
' 
i 
1 
ing anchor easily. : 
I 


CHOCKS — 
BOW EYE 
STRAPS — LIFTING HANDLES. 


Also CLEATS — 
BOAT HOOKS — 


Profit with top-selling PEORIA Boat 
Hardware . . . made of only top- 
grade malleable iron for year-after- 
year resistance to rust, wear and 
breakage. 


JOBBERS: SEND FOR CATALOG 











form, called Transveneer, comes in 
13 authentic grained veneers. It is | 
applied as a decal, and gives a last- 
ing finish resembling wood, marble | 
or leather to any smooth surface. | 
A film of nitro cellulose origin is | 
the base of Transveneer, allowing 
accurate reproduction of the ve- 
neers. The product is sold in a kit 
containing materials necessary for 
application. Dealer aids include a 
large counter or window display, 
and newspaper mats. Di-Noc Co., 
1700 London Rd., Cleveland, Ohio. 


Singing Tea Kettle 


This three-quart singing tea 
kettle, called Red Cap, is of stream- 
lined design and made of polished 
aluminum with bakelite handle. A 
button in the handle lifts the spout 
cap for safe pouring. When the 
water boils, a whistle sounds. Re- 
tail: $4.95. Kewaskum Utensil Co., 
Kewaskum, Wis. 


G, 


NOW FROM YOUR JOBBER SALESMAN! 





PEORIA MALLEABLE CASTINGS CO., PEORIA, 


ILLINOIS 

















Long a joy to profes- 
sional and other gar- 
deners. The Pilgrim 
will appeal to all your 
customers who take 
pride in good tools. 
Top quality, backed 
by BLAIR’S seventy 
years’ experience, 
assures satisfaction. 


The 
Pilgrim 





LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 


SPRINGFIELD 7, MASSACHUSETTS 











| FURNITURE REPAIR KIT 








a 


DECTO-STICK 


An ingeniously compounded stick that 
Fills and Colors NICKS, DENTS and 
GOUGES in natural-finished or stained 
radios 


woodwork, furniture, =~ 
leather and plastics. : 
EASILY APPLIED 
CAN BE BLENDED 
NO HEAT 

TAKES ANY FINISH ’ 
NO DRYING TIME REQUIRED 
LASTS AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK 





Display card holds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 
4 Decto-Sticks (dark mahogany, light mahogany, 
walnut and maple) a scraper and instructions. 


SOLD THROUGH JOBBERS 


| DYcYou Com Cb aele tbe am ae 
SALEM 6 MASS 


Makers also of Decto Run-Smooth, a light colored 
all-purpose Lubricating Stick 

















When you select Sherman as 
your source of supply for Lawn 
Hose Goods, you’re giving your- 
self many extra advantages to- 
ward Bigger and Better Sales! 

The Registered Trade Marks 
“Sherman,” “Gold Label” and 
famous names such as “Long- 
Grip,” “Handy Spray” and “Stay- 
flat” are quickly recognized and 
preferred by millions of cus- 
tomers. 

Stock up now with these and 
many other fast-selling items in 
the 1951 Sherman Line. Contact 
your Jobber Salesman right 
away! 


H. B. SHERMAN MFG.CO. 


Battle Creek, Mich. 


Sherman 


® 
LAWN HOSE FITTINGS 


90 








| Salad and Snack Bowls 


Hand-hewn maple salad bowls 
with two-tone finish (illustrated) 


'| are individually hand turned and 


finished by the wood carver. The 





outside of the bowl has hand-rubbed 
walnut finish, and the inside is nat- 


m| u ral color treated for greater wear. 
1 | The 15 in. bowl with fork and spoon 


| retails at $25.00 per set; the 13 in. 
| bowl with fork and spoon retails at 
$20.00 per set. Four 9 in. bowls 
retail at $15.00 per set. A line of 
snack bowls 9 in. in diameter, with 
novelty designs on the inside, re- 
| tails at $1.95 each. Munising Wood 


2 | Products Co., Inc., 666 Lake Shore 


Drive, Chicago 11, IIl. 


| Closet Tank Float Ball 


Molded opaque polystyrene stand- 
ard closet tank float ball is hermeti- 
cally sealed and impervious to all 
water conditions, common oils and 
chemicals. It is not affected by any 
temperature changes likely to be 





encountered, and heavy internal rib 
construction and deep threads as- 





MWHAT’S NEW 


sure strength at the strain point. 
Ball is 4 x 5 in. Keystone Brass 
Works, Erie, Pa. 


Upholstered High Chair 


This deluxe upholstered high 
chair, No. R-8, is of chrome plated 
tubular steel. The seat and back 
are built up and covered in easy- 
to-clean plastic. Overall height is 
38 in.; back is 14 x 12 in., seat is 
12 x 11% in. Available in red, 





blue, yellow, green and gray, and 
packed one to a carton. Gilton Mfg. 
Corp., 145 58th St., Brooklyn 20, 
w.. ¥. 


Toy Jet Airplane 


This multi-colored 74% x 8% in. 
toy, No. 6470, is called Jetgo United 
Nations jet plane, and features 
authentic wing tanks and needle 
nose. It is packaged in a set-up 





display box, on which are printed 
the flags of the U. N. Retail: 69¢. 
Nosco Plastics, 17th & Cascade Sts., 
Erie, Pa. 

(Resume reading on page 13} 
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| DIAMOND 


METAL CUTTING SNIPS 





Drop forged of special analysis tool steel, heat 
treated and tempered to extreme toughness. 
Cutting edges hardened by electronic process, 
making them exceptionally hard and long 
wearing. 


PLIER DISPLAY BOARD 





Well-balanced assortments on sturdy, attractive 
enameled boards for displays. Stocked by lead- 
ing distributors everywhere. 


DIAMOND CALK 
HORSESHOE COMPANY 


4622 Grand Ave. e« Duluth, Minnesota 
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SOUTHERN 


woopdD 


| SCREWS 


are all we make 


Yes—our entire energies and resources, and the 
facilities of our fine modern plant are devoted wholly 
to the manufacture of a complete line of wood 
screws. 

As a result of this specification, Southern Wood 
Screws are unmatched for easy driving features, 
perfect uniformity and high quality materials. Their 
single-thread construction, conforming to rigid Fed- 
eral Specifications, assures a shank and body of 
maximum strength—breakage is negligible, even in 
the toughest woods. 

When you sell Southern Wood Screws, you offer a 
line that gives complete satisfaction to your cus- 
tomers, and brings you profitable repeat business. For 
the finest product in amy field, always call on the 
specialists! 

Write for our attractive new catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue, 325 West Ohio Street, 
North Bergen, N. J Chicago 10, Illinois 


280 Decatur, S.E., 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


STATESVILLE, NORTH CAROLINA 
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21650 HOOVER ROAD e 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK 7 


Carbide 
Tipped 
Spiral Fluted 


Masonry 
Drills 


Buy them in kits. 
Have the size you 
need when you 
need it! 


KIT A 
Contains 1/8”, 3/16”, 
1/4", 5/16", 3/8" drills, 


Contains 1/4", 3/8”, 
1/2”, 5/8”, 3/4” drills. 


M 


Contains 1/4”,3/8”" and 
1/2” drills with shanks 
to fit 1/4” chucks. 





also available 


DETROIT 13. MICHIGAN 


CHICAGO 


| 





| folder 


TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
stock, clear open throats for faster 
chip clearance, and new Mirbrite 
rust resistant finish. Seventeen in- 
dividual sizes of bits for hand 
braces and 9 bits for electric drills 
are listed in the pages. Complete 
specifications and weights are in- 
cluded. For copies write Midway 
Tool Co., Inc., Melvin, Ohio. 


Furnace Pipe Data 


Catalog No. 404 of Milcor stand- 
ardized furnace pipe, gravity and 
forced air fittings, stove pipe and 
elbows contains product specifica- 
tions, applications, prices, shipping 
and packaging data on _ product 
lines. These lines include galvan- 
ized wall stack and furnace pipe 
and accessories, registers, grills and 
regulators, and others. It is com- 
pletely indexed and has 200 photos 
and drawings. The cover is lami- 





MirrtcoR 


FURNACE PIPE 


CREPES EST ETE ere eT 





nated for long use, and spiral bind- 
ing permits the book to lie flat. 
Inland Steel Products Co., Box 393, 
Milwaukee 1, Wisc. 





Extra length | Fuse Coupling Folder 


Two-color, 81% x 11 in., four-page 
describes Fireguard fuse 
coupling, for use on wall outlets 


| with lamp and extension cords. De- 


vice designed reduces danger from 
fires caused by damaged cords. 
Fireguard fuse coupling holds a 


| small fuse which is easy to change. 


Included in the folder is a descrip- 
tion and use of the coupling, and a 
simple method of selecting fuses. 
F. H. Smith Mfg. Co., 3628 S. Blake 
St., Chicago 9, Ill. 


Tack Display Deals 
Permanent steel display rack is 

available with the purchase of any 

of the three designated assortments 





of tacks. Deal No. 18N is 18 dozen 
assorted furniture, upholstery and 
ornamental nails, dealer cost: 
$14.22. Deal No. 18S consists of 
18 dozen Saf-T-Hed thumb tacks, 
dealer cost: $14.22. Deal No. 30 
has 30 dozen assorted Saf-T-Hed 
thumb tacks and American furni- 
ture and upholstery nails, dealer 
cost: $23.70. American Tack Co. 
Flatiron Bldg. New York, N. Y. 


Paper Cup Dispenser 

Styron plastic paper cup holder 
No. 773 comes with 40 cups, and 
No. 774 has 100 cups. Container is 
available in a variety of colors with 
a small leaf design on the front. 
Dispenser and cups come packaged 
in a box with a cover which stands 
up, showing a picture of the paper 
cup holder. Federal Tool Corp. 
3600 W. Pratt Blvd., Chicago 45. 
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Chromed-Steel Display 


Spring promotion for Wipe-On 
plastic finish includes a chromed- 
steel counter display rack without 





cost or purchase requirement, and 
a plastic apron available to buyer 
for 25¢ when presented with the 
special tag on each size of Wipe-On. 
The apron is in full color orchid de- 
sign. Point-of-sale material is also 
available for dealer tie-in use. E’m- 
bree Mfg. Co., Elizabeth 4, N. J. 





Cord Package 


King Cotton cordage is packed in 
a polyethylene bag with an elastic 
Snap Sack top. This permits cor- 
dage to be on visible display while 
keeping it clean. Each Snap Sack 
contains 12144 or % Ib. ball. Avail- 
able in the pack are: King Cotton 
cable cord, butchers’ twine, chalk 
line and masons’ line. Also other 
products in the line, natural and 
colors. John H. Graham Co., 105 
Duane St., New York City. 





Lubricator Display 


New, light colored lubricating 
stick, for use on wood, plastics or 
metal, comes in a dispensing tube, 
and is packaged in a red and blue 
display box. Twelve sticks of Decto 
Run-Smooth come in the display, 
which may be used either as a coun- 
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ter display or a hanging dispenser. 
Stick retails for 25¢, and cost to 
dealer is $2.00 a dozen. Decto Prod- 
ucts Co., 87 Canal St., Salem, Mass. 





Car Preserver Kit 

A combination package of Carnu 
car cleaner, Car-Plate wax, and 
O-Cel-O car-washing sponge is 
available to aid in preserving car 
finishes. Carnu removes film and 
dirt, Car-Plate is the easy-to-apply 
wax, and the O-Cel-O sponge holds 
20 times its weight in water to 
speed washing. Kit comes wrapped. 





Cost to dealer for a case of six kits: 
$6.78. Retail: $1.69 a kit. S.C. 
Johnson & Son, Inc., 1012 - 16th 
Ave., Racine, Wisc. 





Snelled Hook Display 


A new model of the 6-D Eagle 
Claw snelled hook counter merchan- 
diser now holds three gross of any 
one size of Eagle Claw snelled 
hooks. The inside of the top cover 
has been redesigned, and the box 
is 10x9%x1lin. Wright & Mc- 
Gill Co., Box 7, Capitol Hill Station, 
Denver, Colo. 





Fertilizer Sales Aids 
Dealer aids for Lawn Bilder fer- 


tilizer with 2,4-D weed killer in- | 


clude advertising mats, counter 
card, Lawn Bilder folder and price 
card, and window display kit. All 
aids except mats are in green, yel- 


| 











CHAMPION 


SCREEN 
LATCHES 


The all-round superior qualities 
built into these items make them 
fast sellers for you and insure 
long and satisfactory use by your 
customers. 





No. 4120—Wrought Steel Rim 
Screen and Storm Door Catch 
One 


piece drawn steel case. Bolt equipped with 
Packed 1 


Cast Allumaloy rust proof levers. 


two easy compression springs. 


in a box, 4 dozer in a case. 





Tubular Screen and Storm Door Latch. 


No. 4150—Wrought Steel 


Packed 1 in a box, 4 dozen in case. 


Screen Door Hardware is available in 


plated finishes. 


Winning Sales 
Features 


|. Superior Quality. 
2. Easy Installation. 
3. Double Spring Action. 


4. Priced to sell to the 
largest number of pro- 
spective buyers. 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


The 
BIAWIMUAM ALU ALUM ALE 


GENEVA. OHIO 











TO HELP YOU SELL 


low, red, and white. Counter card 
is 9 x 12 in., price card 3%% x 6144 
in., and window streamer size is 
60 x 1514 in. Display theme centers 
around pixies, called Keepees, and 
models of Keepees are available for 
placing in the display area. All 
pieces are free. Heeman Mfg. Co., 
Wooster, Ohio. 
Electrical Merchandiser 

A description of an electrical 
merchandiser offered by Eagle Elec- 
tric Mfg. Co., Inc., Long Island 
City, was described in HARDWARE 
AGE, Mar. 8, p. 138, as available to 
dealers, with merchandise, for $53. 
This price was incorrectly reported 
by HARDWARE AGE, and because of 
the steel shortage the company has 
reluctantly been forced to with- 
draw the offer of this merchandiser. 
The editors regret any embarrass- 
ment caused Eagle or our readers 
by this error. 


Hand Tool Book 


More than 300 hand service tools 
for home shops, farm, garage, and 





industrial use are illustrated and 
described in a new 24-page catalog. 
Tools are classified by types and 
listed by name in an index. The 
weights and sizes are given for each 
tool. On the front cover is illus- 
trated the T-50 display unit. P &C 
Hand Forged Tool Co., Portland, 
Ore. 


Shaper Cutter Carton 


A new bright yellow carton with 
a check-chart and instructions for 
regrinding to retain all the advan- 
tages of free cutting, unchanging 
shape, and extra life originally en- 
gineered into the cutter, now pack- 
ages individual Tru-Form shaper 
cutters. Detailed instruction sheets 
and cardboard cutter check-chart 
templates for guidance in proper 
grinding and joining of cutters are 
inside the carton. Boice-Crane Co., 
990 Central Ave., Toledo 6, Ohio. 


Fan Display Stand 
Two-way window fan display 


stand conserves floor space, and 
allows the demonstration of five 





window fans. On the front are 12, 
16 and 20 in. models, and reverse 
side are 16 in. 3-speed and 20 in. 
deluxe expanded models. Stand is 
available only to Kisco dealers and 
supplied on a memo charge of 


$12.00, against which a credit of 
$1.00 each is allowed on the first 12 
window fans purchased. Kisco Co., 
Inc., 2400-40 DeKalb St., St. Louis 
4, Mo. 

(Resume reading on page 14) 


A REAL FISH in Tough, Pliable. Plastic 
Amazing NEW BAITS 
that sell on sight! 


Patents Pending 


NATIONALLY ADVERTISED IN 


No. $54 
Actual Wobbler 


Tiny Trouter 


ACTUAL LURE is a REAL fish, the proven natural bait. 


Preserved by scientific process, sealed in tough plastic, it 
retains lifelike appearance. A clean, odorless bait that 
will stand heavy use and many "strikes." Fresh or salt 
water. Sizes for all types of fishing. Individually packed 
in sales compelling, transparent tube container. Write 


No. $60 


Outdoor Life 


for description of our complete line. 
PACKED IN 3-COLOR DISPLAY BOXES! 


Field & Stream Hunting & Fishing Sports Afield Elks 


Argosy 


It Takes a Fish... to Catch a Fish! 


THE ACTUAL LURE CO., Inc. 


e 392 5th Ave., New York 18, N. Y. 
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Here’s t éCadbination to Opena 


America’s Favorite 
Tackle Box 
with 
a Smash Promotion 
for Father’s Day 


sudience of Holiday Magazine 
readers will see the My Buddy 
Tackle Box \/, page color ad in 
the June issue. You can tic-in with this My Buddy 
for-Father’s Day promotion by displaying the My 
Buddy (Royalite-Alligator finish) in your windows 
on your counters with a copy of the 


magazine and the special My Buddy counter card 





; Order your stock of My Buddy 

Complete your display with 
= aenck of chads Tomes Tackle Boxes NOW! and 
Falls City Air-Breather Min 


now Buckets 


tell us whether or not to includ 


free coumter cards 








Manufacturing Division 


STRATTON & TERSTEGGE CO.., Inc. 


P.O. Box 1859 Louisville, Kentucky 











SPEED KING is the line to ride 
for skate sales that keep the cash 
register ringing! Paced by the 
famous No. 600 ‘'500-Mile’’. 
model with tempered steel wheels 
and one year guarantee, today’s 
SPEED KING skates are the sen- 
sations of the sidewalk . . . with 
a model to fit every foot and mar- 
ket. Don’t delay. Stock up now 
for the spring and summer season. 


EXTRA SKATING 
COMFORT 


Only SPEED KING offers ‘‘shaped-to- 
the-toe"’ fitting for extra skating com- 
fort. Write today for full details on 
the SPEED KING line. 

HUSTLER CORPORATION 
STERLING, ILLINOIUS 
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Lines Up 
Line Profits 


They'll be lining up for H-I Lines again! 
Next month, color page advertisements in 
leading outdoor magazines — and plenty of 
supporting black and white space — will 
resell fishermen in your town on H-I Lines. 


They'll be asking for smoother casting, longer 
lasting H-I Lines. They'll want lines that 
can’t kink, swell, waterlog or become tacky 
and they'll count on their H-I dealer to fill 
the bill! 

Feature H-I Lines next month. There's extra 
profit in a complete selection — and H-I lets 


you offer the best value — nylon or silk 
for every fisherman and every kind of fishing. 


Free Display Units 











Anovlhir OMY 
LL OnYC? hailing 


W BALANCED 

bee euill 

IOUALLY TESTED 7 
. TION CONTROLLED / 














H-I Lines, H-I Power Glass Rods, Registered Rods 
—the whole H-I Line is dramatized in these eye- 
catching, effective display units. See your H-I man, 
or write us direct. 


HORROCKS-IBBOTSON CO. 
UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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Priority and Price Digest 


Margin Price Control 
May Be Extended to 
Cover Hard Lines 


A margin freeze order for hard- 
ware appears still to be some time 
off, although hardware dealers, not 
presently covered by the freeze 
order for the housefurnishings 
trades, CPR 7, may soon see that 


order broadened to cover some 
hardware store lines. 
This presumably would be 


achieved by adding more categories 
to CPR 7. Since practically all soft 
goods are already under margin 
control, categories when added, 
would necessarily cover hard goods, 
such as small and large appliances 
or housewares. 

Meanwhile, OPS is still hopeful 
of taking hardware out from under 
the general ceiling price regulation. 
But the obstacle at present appears 
to be how to write a fair order 
freezing margins on the numerous 
items sold by hardware stores; the 
freeze date to be selected, and how 
to treat discount practices and the 
many services performed by hard- 
ware stores. 

However, the next few days may 
bring a manufacturers price regu- 
lation providing for adjustments to 
a pre-Korean base period plus 
allowances for material and labor 
costs. 


Where to Apply for 
Construction Permits 


NPA, in order to expedite the ad- 
ministration of its construction 
controls, has empowered several 
U. S. Dept. of Commerce field of- 
fices to act on applications for au- 
thorization to commence construc- 
tion on a store, or other type of 
commercial building which requires 
authorization under Order M-4. 
The offices are in Boston, New 
York, Philadelphia, Richmond, At- 
lanta, Cleveland, Chicago, Minne- 
apolis, Kansas City, Dallas, San 
Francisco, Seattle, Baltimore, De- 
troit, Los Angeles, Portland, Ore- 
gon, St. Louis, El Paso, Hartford, 
Houston, Jacksonville, Fla., Mem- 
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News and Interpretations of Government Orders 


phis, Miami, New Orleans, Pitts- 
burgh, Providence, Salt Lake City 
and San Antonio. 





Price Chart Deadline 
Extended to April 30 


Hardware dealers covered 
by margin controls imposed 
by Ceiling Price Regulation 7 
have until April 30 to file 
their pricing charts. Retailers 
can now also begin using mar- 
gin controls as soon as they 
file their pricing charts with 
the nearest OPS district of- 
fice, without waiting for an 
OPS acknowledgment. 

The period of grace that a 
retailer has for getting an 
OPS acknowledgment of his 
pricing chart has also been 
extended to May 30. However, 
margin controls cannot be 
used after May 30 without 
the OPS acknowledgment. 











Cadmium Ban Eased 


In an amendment to M-19, NPA 
has permitted the users of cadmium 
for pigments for luminescent paint 
and inks and a few other products 
to use up to 40 pct of their aver- 
age monthly cadmium use in the 
first half of 1950. 





Ceiling Prices for 
Future Deliveries 


OPS has amended its General 
Ceiling Price Regulation to allow 
sellers to offer a commodity or ser- 
vice for future delivery at the ceil- 
ing price in effect at the time of 
delivery or, if a fixed price is speci- 
fied, at the fixed price or the ceiling 
price in effect at the time of de- 
livery, whichever is lower. 

This amendment, No. 6, applies 
only to those commodities and ser- 
vices covered by the General Ceil- 
ing Price Regulation. It does not 
apply to any commodity or service 
for which a ceiling price is estab- 
lished by any other regulation or 
order of the Director of Price Sta- 
bilization in effect at the time the 
offer or contract is made. 

In many cases “tailored” regu- 
lations, designed for particular in- 
dustries, are now in preparation 
and will permit sellers to deliver 
commodities or services at ceiling 
prices different from those estab- 
lished under the GCPR, OPS said. 

OPS officials explained that 
Amendment 6 was effected so that 
offers and contracts to sell for fu- 
ture delivery will not be impeded 
while the “tailored” regulations are 


(Continued on page 101) 





——An Important Check List 


Price Records Wholesalers, Retailers Must Keep 


Record-keeping requirements that had to be fulfilled by wholesalers and retailers by 
March 22, under the provision of the General Ceiling Price Regulation are summarized 
below. 





1—The seller must preserve all records in his possession showing the prices 
charged for all commodities or services delivered or offered for delivery 
during the period Dec. 19, 1950, to Jan. 25, 1951, and (as to whole- 
salers or retailers only) records establishing the latest net cost incurred 
by the seller prior to the end of that period with respect to each such item. 





2—FEach seller must prepare a statement showing the categories of com- 
modities or services in which he made deliveries or offers for delivery dur- 
ing that period. The “categories” referred to are such general groupings 


as “hand tools,” etc. 





3—FEach seller must prepare a ceiling price list, listing and describing iD 
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IN PLANNING FOR ’51 


| HARDWAREMEN- remember THE 3 Facts 





THAT COUNT MOST! 








VIGORO IS NOW PREFERRED BY 


MORE PEOPLE THAN ALL OTHER 
BRANDS COMBINED! 


VIGORO HAS BROUGHT HARDWAREMEN 


MORE PROFITS AND GREATER VOLUME 
THAN ANY OTHER PLANT FOOD! 














VIGORO'S DRAMATIC NEW ’51 
“SAND TEST” ADVERTISING CAMPAIGN 
MAKES IT MORE PROFITABLE THAN 


EVER FOR YOU 10 
FEATURE WIGORO’ NOW 


VIGORO .. . the trade-mark for Swift 
balanced plant food 










*There is only one & Company’s complete, 






LET THIS NAME HELP YOU SELL THESE 2 OTHER 
GREAT GARDENING AIDS 









End-o-Weed 


Destroys over 100 dif- 
ferent kinds of weeds— 
roots, stems, leaves 
and all, 


End-o-Pest 


All purpose dust that 
provides the 3-way 
Protection every 
garden needs! 





HARDWARE AGE, APRIL 5, 1951 












WAL 


added performance 


BLOW TORCHES 
FIRE POTS nd sotverinc prooucts 


war (ed Crago 


BLOW TORCH 


Features new, safer, Pisto-Grip Handle. Drawn steel 
tank has brazed inserts and electrically seamed 
bottom, Wall blow-proof pump adds safety. Avail- 
able in brass or steel. 


WALL DREADNAUGHT 
FIRE POT 


The perfect Splicer’s Furnace. Features hinged 
doors and wide safety base, Adopted as standard 
equipment by large Telephone and Power Com- 
panies. Available for kerosene or gasoline use. 


WRITE TODAY FOR COMPLETE NEW CATALOG 


MANUFACTURING CO. 
Grove City, Pa. 











PECORA 


BRAND 


WEATHERCALK 





Available in quarts, one-gallon | 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
LOADING CAULKING GUN 6lllustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


we: 





"AINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa. 


‘Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. .. Roof Cootings... Industrial Paints and Finishes 
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ECONOMY GRADE 
'TOOL KITS are 
In Demand— 


money- 
saving price, 
their good 
makes 
sale after sale. 


This ECON.- 
OMY Tool Kit 
5 inter- 


same as used in the 
The Two 
Tone handle is of good size and made 
of Slo-Burning material. 


popular RX541 assortment. 


These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users. Light to carry, kit weighs only 
4 lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 


Sold by Leading Jobbers 


AMALITE, INC. 


1884 Pitkin Ave., Brooklyn 12, N. Y. 














detail (by model, type, style and 
kind) each separate item and e:ch 
separate service delivered or of- 
fered for delivery by him during 
that period, together with a state- 
ment of the ceiling price for each 
such item as determined by refer- 
ence to the highest price charged 
during that period. 





4—FEach seller must also prepare 
a statement of his customary price 
differentials and terms and condi- 
tions of sale and different classes 
of purchasers which were in effect 
during the same base period, that 
is, Dec. 19, 1950, to Jan. 25, 1951. 


5—Each seller must also continue 
to prepare and preserve all records 
of the kind which he customarily 
kept, showing the prices charged 
for all commodities or services, 
and he must also prepare records 
indicating the basis upon which his 
ceiling prices have been determined, 
as required by the regulation, for 
commodities or services not sold by 
him during that base period. With 
respect to retailers alone, they are 
required to preserve all purchase 
invoices and to record on them their 
initial selling prices for the item or 
items covered by the invoice and 
the section of the regulation under 
which their ceiling price or prices 
for these items were determined. 





Cotton Duck May Come 
Under NPA Allocation 


NPA has advised that it may 
have to take over the complete allo- 
cation of cotton duck which is used 
to make tents; covers for guns, 
trucks, boats and ship hatches; 
rubber air and water hose; con- 
veyor and power transmission belts. 
NPA officials said they had reason 
to believe there may not be enough 
of the material to fill DO defense 
orders issued by the military and 
by civilian establishments for their 
maintenance, repair and operating 
needs. 

At the same time National Pro- 
duction Authority officials indi- 
cated that they aren’t ready yet to 
undertake such an allocation pro- 
gram. Instead they are preparing 4 
“stop gap” measure to “substantial- 
ly” raise the abount of defense-rated 
orders cotton duck producers will 
have to fill. At present, cotton duck 
producers must fill defense rated 
orders for up to 40 pct of their 
scheduled monthly production. 

5, 1951 
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IN CANADA: DEXTER LOCK CANADA LTD. 
Guelph, Ontario 
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A Family of Great Products=- |-@ 


eo fi ore: 
Every One a olurree - PILLS tems. 


tomers h 
De Luxe Household Metalware is designed Since De Luxe is a complete line — includ- jonger pe 
and built to create customer-satis- ing Colored Ware, Galvanized dustrial 

factionand goodwill. Heavy - Ware, Tinware, Mop Pails, 
weight materials — care- , Garbage Pails, and Ash 
= Cans, every need in 
this field is ade- 
: “a )) quately met under 
— assure the kind of : f 2 the De Luxe label. 
service thatusers like Oe oe a No wonder con- 


fully fabricated and 
attractively finished 


—and talk about. See tL me sumers everywhere 
; % 4, 


prefer De Luxe. 
ode a glready w 
RL Ray » steel ware 
Wioved MOP PAIL 5 


’ imple Operation tries as 

wan No : eas 
Because De Luxe House- ——_—> Spring ¥ —and because it is ‘ 7 
hold Metalware is built to Dele 4 available in a truly com- 


please users — because it is —_ £, plete line — De Luxe is a real 
Nationally Advertised in maga- *  sales-builder, and a real money- 
zines reaching millions of readers maker, for you! 
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Be sure to stock, feature, and sell De Luxe Household Metalware. Talk to your Jobber's Representative about it now. 


SCHLUETER MFG. CO. + ST.LOUIS 7, MO. 
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Ceiling Prices for 


Future Deliveries 
(Continued from page 96) 


gnder consideration. This change, 
however, does not permit a seller 
to deliver a commodity or service 
at a price to be adjusted subsequent 
to delivery. 


Inventory Aid Seen for 
Industrial Wholesalers 


Some action by NPA is foreseen 
for the near future toward helping 
industrial wholesalers rebuild stocks 
depleted by non-defense orders. 
They now face filling DO-97 or- 
ders under the MRO program for 
qutting blades and tools, drills, belt- 
ing, abrasives, and numerous other 
items. 

It all adds up to non-defense cus- 
tomers having to stand aside for 
longer periods of time since the in- 
dustrial wholesalers cannot them- 
gives use rated orders except to 
teplace stocks sold under rated 
orders. 

NPA has advised the industry to 
submit a formal request and recom- 
mendation for action. That action 
of some sort may be taken seems 
likely inasmuch as the agency is 
dlready working on a plan by which 
steel warehouses can rebuild inven- 
ries as a cushion against the 
transition period to a Controlled 
Materials Plan. 


NPA Plans Revision of 


Maintenance Order 

The National Production Au- 
thority is expected shortly to re- 
Vise its Maintenance, Repair and 
Operating Supplies Order (Reg. 4) 
ecause of the flood of DO-97’s 
Which are piling up. Steel pro- 
ducers have already been instructed 
t ignore the ratings in connection 
With special programs and to report 
t NPA if MRO ratings seem 
likely to upset second quarter sched- 
les. Steel drums, paper and paint, 
and some other items are expected 
t0 be removed from the order in the 
fevision. 


RFC to Buy All Tin 


NPA recently announced that the 
RFC has become the sole U. S. im- 
Porter of tin and that effective May 
Ithe NPA will completely allocate 
big tin to domestic users. Thus tin 
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Sliding Door 
Hardware 


DOOR TRACK 


Coburn #500 Swing-Over Garage Door Hard- 
ware Set . ... furnished in a complete package, ready 
for easy installation. 


LIGHT HANGER 
»»»-FOR INCREASED 
SALES OPPORTUNITIES 


You increase your opportunities for profitable 
sales when you handle Coburn Sliding Door 
Hardware. That’s because Coburn enables you 
to offer prospects a complete line of hardware 
for doors of all the following types: Garage, 


barn, straight-sliding, overhead, sliding-folding, 
around-the-corner, roundhouse, fire, folding 
partition and accordion doors. 
For complete information on fast-selling 
Coburn Hardware write for catalog #200. 
TROLLEY TRUCK 


COBURN PRODUCTS 


A Product of WICKWIRE SPENCER STEEL DIVISION OF 
THE COLORADO FUEL AND IRON CORPORATION 
Sales and Engineering — 56 Sterling Street, Clinton, Mass, 
Executive Office — 500 Fifth Avenue, New York 18, N. Y. 
Sales Offices — Atlanta * Boston * Buffalo * Chicago * Denver * Detroit * Philadelphia 
Pacific Coast — The California Wire Cloth Corp., Oakland 6, Calif. 

















102 


Shown above is Display 
#30 containing 12 rolls 
of % in. x 30 ft. tape, 
with a suggested resale 
of 35¢ per roll. Display 
#90, below, holds 12 
rolls of % in. x 90 ft. 
tape, at a suggested 
— price of 98c per 
roll, 


FOR EXPORT— BEHR-MANNING OVERSEAS INC., NEW ROCHELLE, N. Y., U.S.A. 






*STUKS ara rovew 
“MO WETTINg 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 
COATED ABRASIVES * SHARPENING STONES 


O BRIGHTEN YOU 


PROFIT vcs 


Behr-cat 


BRAND 


MASKING TAPE 


Every customer is a potential sale 
for this handy, versatile tape. 
He'll use it when painting, mend- 
ing, fixing, sealing packages — on 
jobs of all kinds all over the house. 


BEHR-CAT Tape is a repeat sales 
item too. Your customers will 
prefer it because it sticks tight 
at the lightest touch and lifts off 
clean in a jiffy. 


Order a supply of those colorful 
eye-catching display packages to- 
day. They'll keep BEHR-CAT Tape 
moving and help brighten your 
profit picture. Address Dept. HA-4. 








PRESSURE-SENSITIVE TAPES 








TROY, N.Y. 


becomes the second imported raw 
material whose importation has 
come under complete Federal con- 
trol, the other being natural 
rubber. 


Help Given Warehouses 
On Carbon Steel Items 


Action to assure a continuing 
flow of carbon steel products to 
warehouses, sufficient to give them 
a minimum of 85 pct of their aver- 
age monthly base period receipts, 
was announced recently by NPA. 

The amendment to Order M-6, 
requires steel producers to allot 
and ship each month not less than 
85 pct of a warehouse’s base ton- 
nage of carbon steel products, in- 
cluding orders bearing DO ratings 
which the distributors may have 
placed in accordance with NPA 
Order M-6. 





Chemical Allocations 


NPA has completed order M-45, 
setting up machinery by which 
scarce chemicals can be allocated. 
The order, in itself, does not allo- 
cate any specific chemicals yet, but 
sets up three classes: Class “A” in- 
cludes the scarcest chemical for 
which NPA authorization for de- 
livery or acceptance of delivery is 
required; Class “B,” requiring 
NPA permission for deliveries by 
supplies; and Class “C,” which 
distinguishes between “large” and 
“small” orders. 


Recent OPS Appointments 


Among recent appointments an- 
nounced by the Office of Price Sta- 
bilization are: 

Harold B. Wess as director of 
the OPS Consumer Durable Goods 
Division. He was associated with 
R. H. Macy & Co., New York City, 
for 20 years and for 13 of those 
years was vice-president of the 
firm. 

Murray D. Smith as director, In- 
dustrial Materials and Manufac- 
tured Goods Division. He was for- 
merly with the Public Service Co. 
of Northern Illinois. 

Leslie J. Carson as chief of the 
Machinery Branch of the Indus- 
trial Materials and Manufactured 
Goods Division. He was formerly 
general manager of the North Cen- 
tral Division, Link Belt Co. 
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Valentine Hardware and Davis-Klunder 
Get Awards as “Retailers of the Year’ 


Brand Name Foundation Also Honors 
Aubachon, Vonnegut and Herrmann Stores 


Awards for outstanding 


promotion of brand name 
merchandise have been made 
Valentine’s 


to Hardware, 





J. W. VALENTINE 


Boulder, Colo., and to Davis- 
Klunder, Colorado Springs, 
Colo., according to an an- 
nouncement by the Brand 
Names Foundation. 

John W. Valentine, of Val- 
entine’s Hardware, was 
named ‘‘Hardware Store 
Brand Name Retailer of the 
Year,” and Harvey E. Klun- 
der and Lawrence Davis, of 
Davis-Klunder, were named 
“Sporting Goods Store Brand 





W. E. AUBUCHON 


Name Retailers of the Year.” 
These awards were made 
on the basis of the all-around 
excellence of the brand name 
promotions of these stores, 
in competition with other 
stores in the same categories. 
More than 50 entries were 
submitted in the hardware 
retailer classification. 

In addition to these awards, 
the Brand Names Foundation 
also presented three “Certifi- 
cates of Distinction” for out- 
standing hardware store 
brand promotions to the fol- 
lowing: William E. Aubu- 
chon, president, W. E. Aubu- 
chon Co., Ine., Fitchburg, 
Mass.; Gustave D. Herrmann, 
Otto Herrmann, Inc., Glen- 
dale, Long Island, N. Y.; 
Richard E. Kremp, president, 
Vonnegut Hardware Co., In- 
dianapolis, Ind. 





G. D. HERRMANN 


Presentation of these 
awards will be made at 
the “Salute to the American 
Merchant” luncheon session 
on Brand Names Day, April 
11, at the Hotel Commodore, 
New York. Principal speaker 
at the luncheon will be Price 





Stabilizer Michael V. Di- 
Salle. 

The Retailer of the Year 
competition is held annually 
by the Brand Names Foun- 
dation to focus attention on 
the value of aggressive pro- 
motion of brand name mer- 
chandise. Retailers from all 
over the country submit ex- 
amples of their brand name 
retailing efforts and these 
entries are judged by the re- 
tail advisory committee of 
the Foundation for all-around 
excellence. This committee is 
headed by S. J. Cohen, sales 
manager of Lit Bros., Phila- 
delphia. Leon Warner, presi- 
dent, Warner Hardware Co., 
Minneapolis, represents the 
retail hardware industry on 
this committee. 

Awards as “Brand Name 
Retailer of the Year” are 
made in 17 different retail 
classifications and certificates 
of distinction are awarded 
where merited. This is the 
first year in which a sepa- 
rate hardware store classifi- 
cation existed. 

Photos of all the award 
winners were unfortunately 
not available at time of go- 
ing to press. 





New Cellophane Plant 
For Olin Industries 


A new Cellophane plant is 
being built for Olin Indus- 
tries, Inc., at Pisgah Forest, 
N. C. Scheduled to be in pro- 
duction in September, the 
new eight-machine plant will 
have an annual capacity of 
33 million lbs. of cellophane. 





Chambers Made Bruning 
General Sales Manager 

Robert T. Chambers, who 
has represented Bruning 


Bros., 4209 E. Chase St., 
Baltimore, Md., in New York 
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state the past four years, 
has been named general sales 
manager of the company. 
Prior to his promotion, Mr. 
Chambers was_ associated 





ROBERT T. CHAMBERS 


with F. P. Van Hoesen Co., 
Inc., Rochester, in a sales 
capacity, and with Sherwin- 
Williams Paint Co. 





Central States Club 
To Hold Dinner May 4 


Central States Hardware 
Club will hold a dinner party, 
Friday, May 4, 1951, in the 
Grand Ballroom, LaSalle 
Hotel, Chicago, Ill. The 
speaker will be Frank M. 
Kaufman, president of Hib- 
bard, Spencer, Bartlett & 
Co., Evanston, Ill. Reserva- 
tions may be made with Ben 
Leve, secretary, 530 W. 
Cornelia Ave., Chicago 13, 
Ill. 





Estate Stove Appoints 
Asst. General Manager 


Gordon R. Kemp has been 
appointed assistant general 
manager of Estate Stove Co., 
Hamilton, Ohio, subsidiary 
of Noma Electric Corp. He 
will continue his former 
functions as controller and 
credit manager. Mr. Kemp 
was made assistant treasurer 
and controller in 1949. 
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D. S. Smith is Elected 
Head of Perfection 


D. S. Smith has _ been 
elected president and chair- 
man of the board of directors 





D. S. SMITH 


of Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 
He replaces L. S. Chadwick, 
who has retired. 


Perlman Joins Breck As 
Merchandise Manager 


Howard Perlman has joined 
the 134-year-old firm of 
Joseph Breck & Sons Corp., 
401 Summer St., Boston, 
Mass., in the newly created 
position of merchandise man- 
ager. Mr. Perlman was for- 





HOWARD PERLMAN 
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merly promotion manager 
and buyer at Ludwig Bau- 
mann & Co., New York City. 
Prior to that he served as 
merchandise controller with 
Sears Roebuck & Co. He will 
assist in merchandising Jo- 
seph Breck products in coop- 
eration with the various 
Joseph Breck’s buyers and 
catalog departments. 





Janney, Semple, Hill 
Offers Broadside 
Janney, Semple, Hill & 


Co., wholesalers of Minneap- 
olis, Minn., has prepared a 


full color offset consumer 
broadside for use by its deal- 
ers located in 24 states, 


Alaska and part of Canada. 

This “Spring and Early 
Summer Value Days” broad- 
side is scheduled to start May 
17 and end May 26, allowing 
each dealer to use it for two 
week ends of sale. 

The broadside features not 
only seasonal items useful in 
both urban and farm areas, 
but also many items that are 
on the hard-to-get list. The 
merchandise has been dis- 
played with an eye to at- 
tracting more customers by 
the use of full color on all 
four newspaper 3ize pages of 
the broadside. 





Little Made Sales Head 
of Eaton Mfg. Division 


R. B. Little has been ap- 
pointed general sales mana- 
ger of the Eaton Manufactur- 
ing Co., Reliance Division, 
Massillon, Ohio. Mr. Little 
started his business career in 
the sales department in the 
Republic Steel Co.’s New 
York office where he served 
for five years. In 1939 he was 
appointed sales manager in 
charge of the New York dis- 
trict territory for the Molt- 
rup Steel Products Co., Bea- 
ver Falls, Pa., in which 
capacity he served until he 
joined Eaton Manufacturing 
Co. 





Nicholson File Names Manager 
For Extended Sales Territory 


Mr. Edward R. 
has been appointed area 
manager by Nicholson File 
Co., Providence 1, R. I., of an 
extended territory in the 
east - north-central region. 
Now covering Indiana, he 
will locate in Cleveland, to 
serve his present and addi- 
tional area of western Penn- 


Burkardt 


sylvania and _ northeastern 
Ohio. 

Mr. Burkardt will have 
charge of Nicholson sales 


and service engineering pro- 
grams in his new territory, 
and will work with indus- 
trial distributors and hard- 
ware wholesauers in the 
solving of mutual problems. 
He will be assisted in service 
engineering by Ernest 
Payne. 

Mr. Burkhardt, who joined 
Nicholson File Company in 
1946, upon his release from 
the armed forces, has repre- 


sented the 
Middle West 
West Coast. 


company 
and 
Since 


on 


in 


1947 





the 
the 
he 


EDWARD R. BURKARDT 


has been in charge of 


sales 


for the San Francisco area, 








Green Heads So. 


California Assn. 





At the recent annual convention of the Southern California 


Arthur B. Green, 


Association, 


Van Nuys, Calif. 


A. C. Kammeier, 


Angeles 14, Calif., is executive secretary. 


Horace W. Green & Sons, 
Huntington Park, Calif., was elected president. Photographed 
with Mr. Green is Samuel J. Woody, Van Nuys Hdwe Co., 


416 W. 8th St., 


Los 
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BETTER for the 3-year 
plan! BETTER for, the 
5-year plan! wicther you 


recommend painting a home 1 coat 
every 3 years or 2 coats every 5 years, 
recommend Kyanize Super Service 
House Paint! 


Super Service saves on labor... because 
it brushes on quickly and easily. It 
saves on materials... for every gallon 
covers and hides more surface. 












It is tough and enduring, lasts for years; 
comes ina wide choice of houseand trim 
colors .. . adapted 
perfectly to the 3- 
or 5-year plan! 



































NATIONALLY ADVERTISED! 
In paints as in all other fields, the pub- 
lic has more and more come to demand 
nationally advertised brands. That’s 
why the name “Kyanize” has been 
nationally advertised in leading maga- 
zines consistently year after year ...so 
that when you recommend a Kyanize 
product, your customers will immedi- 
ately recognize it as a leader in the field. 











NATIONALLY ate” et 


Yarize 


“oe palms 


BOSTON VARNISH COMPANY, 
EVERETT STATION BOSTON 49, MASS. 

















Roof Coating Committee 
Sees Critical Times 


Harold Allison, president 
of the Gibson-Homans Co., 
Cleveland, Ohio, who was re- 





HAROLD ALLISON 


appointed chairman of the 
Roof Coating Committee of 
the National Paint, Varnish 
and Lacquer Association, in 
commenting on the duties of 
the Roof Coating Committee, 
said that, in view of the pres- 
ent world situation, the next 
few years will be critical for 
the roof coating industry. To 
help save new roofing mate- 
rials for war industries, and 
prevent deterioration of roof 
construction and damage to 
stock as a result of roof 
leaks, the Roof Coating Com- 
mittee plans to have pub- 


lished articles stressing 
maintenance and preserva. 
tion procedure to the home 
owner and industry. 

This will mark Mr. Alli- 
son’s third year as chairman 
of the Roof Coating Com- 
mittee. 





Tyrrell Hardware Holds 
Election of Officers 


Tyrrell Hardware Co, 
heavy wholesaler, 991 Lau- 
rell, Beaumont Tex., recent- 
ly elected officers and mem- 
bers of the board of direc- 
tors at a meeting of the 
stockholders of the com- 
pany. All officials of the 
company were re-elected. 
Officers are: Elmo Beard, 
president; Frank S. Caroth- 
ers, vice-president; and R,. 
A. Wolff, secretary. Two 
new members to the board 
of directors are W. Cape 
Grant and Eugene T. 
Thompson. Other members 
are Messrs. Beard, Wolff and 
Carothers, A. H. Schultz, 
and W. E. Orgain. 





Noxon Moves Plant to 
Larger N. J. Quarters 


The plant and offices of 
Noxon, Inc., have been moved 
to new and enlarged head- 
quarters in the Lackawanna 
Terminal Building, Jersey 
City, N. J. The company for- 
merly was located at Ozone 
Park, N. Y. 








Toepperwein Retires From Western-Winchester 





Adolph P. Toepperwein, 82, San Antonio, Tex., one of 


America’s greatest aerial 
country’s exhibition shooters, 
with Western- Winchester. 


marksmen 
retired recently after 50 years 
He is shown above (second from 


the 


and dean of 


left) during a ceremony at the headquarters of Olin Indus- 


tries, Inc., 


above (left to right), are Col. 
sales manager of Olin. 


East Alton, Ill., at which he received his 50-year 
pin from F. W. Olin, founder of the corporation. 


Shown 
Walter F. Siegmund, general 
Mr. Toepperwein, F. W. Olin and 


Spencer T. Olin, first vice president Olin Industries. Mr. 
Toepperwein, whose shooting career covers 65 years, is shown 
with one of the famous three Winchester Model 03 automatic 
rifles with which he established the world’s record at aeria 
targets by breaking 72,491 out of 72,500 wood blocks. By 
missing only 9 out of 72,500 targets Mr. Toepperwein made 
a record that is 99.9875 pct. perfection. 
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Present Coleman Company With Merit Award 











W. C. Coleman, right, president of The Coleman Co., 
Wichita, Kan., was recently given the 1951 merit award of 
the American Society of Industrial Engineers, by R. L. Crin- 
nian, Detroit, president. The award, presented at a Chicago 
meeting of Coleman midwestern distributors, was the first 
made by the Society to a manufacturer in the home heating 
field. It cites Coleman for leadership in research, engineer- 
ing, design and safety. Coleman makes several types of gas 
and oil heating units, including the Blend-Air, a packaged 
heating and ventilating system. 















Name Division Manager 
of Automatic Washer 


Pierce H. Stevenson has 
been appointed divisional 
sales manager for the south- 
eastern territory of Auto- 
matic Washer Co., Newton, 
Iowa, comprising six states 
with headquarters in Jack- 
sonville, Fla. 

Mr. Stevenson has spent 
his entire business career in 
the appliance field, most re- 
cently as district manager in 
the southeastern area for A. 
J, Lindeman and Hoverson 
Co., Milwaukee, Wis. During 








PIERCE H. STEVENSON 





HARDWARE AGE, APRIL 5, 1951 


World War II, he was con- 
nected with the O.P.A. in 
Birmingham, Ala. 





Empire lroner Starts 
Work on New Plant 


A new manufacturing plant 
at Bellevue and Railroad Sts., 
Rossmoyne, will be construct- 
ed for Empire Ironer, Inc., 
817 Main St., Cincinnati 2, 
Ohio. 

The new plant will provide 
approximately 16,000 square 
feet of floor space and will 
be a single floor structural 
steel and concrete block con- 
struction. Sufficient acreage 
adjoins the proposed plant so 
that plant facilities may be 
doubled if necessary. Com- 
pletion of the new plant is 
expected some time in May, 
1951. 





Smith Joins Oklahoma 
City Wholesaler Firm 


W. E. Smith, formerly 
with the Morrow-Thomas 
Hardware Co., Amarillo, 


Texas, has been named ex- 
ecutive vice-president of the 
Oklahoma City Hardware 
Co., 25 E. California St., 
Oklahoma City. Mr. Smith 
has been in the hardware 
business for 23 years. 





| 
| 
| 














SOMETHING YA 
FOR YOUR CUSTOMERS 








this beautiful 
79¢ value 
PLASTIC APRON 


when mailed 
with this coupon! 


This powerful consumer-incentive 
premium will be featured all spring 
in WIPE-ON advertising via 

* 










television in 


big newspaper ads 
selected areas! 


in many cities! 








! 

FREE! pROMED-STEEL COUN- 
TER DISPLAY WORTH $1.75. No 
obligation! Yours for the asking to 
help you sell more Wipe-On. Lim- 
ited quantity—offer good only while 
they last—so write today! 


2 UP TO 12% EXTRA WIPE-ON 
PROFITS in equivalent-value prize 
awards—in Wipe-On’s new dealer 
contest! Get the facts from your 
distributor—or write today! 


USE THIS COUPON NOW! 


EMBREE MFG. CO., ELIZABETH 4, N. J. 
( ) FREE—compact, chromed-steel 
SEND PAE counter display worth $1.75. No 
with Wipe-On’s big consumer 

promotion for spring. 


obligation on my part. 
SO ic ih i 









( ) Facts on Dealer Contest featur- 
ing awards worth up to 12% 
extra Wipe-On profit for me. 

( ) Information on how I can tie in 























Yale & Towne Names Lanyon 
N. Y. Trade Sales Manager 


Kenneth M. Lanyon has 
been appointed to the newly 
created post of metropolitan 
trade sales manager for 


KENNETH M. LANYON 


Yale locks, door closers and 
builders’ hardware in a con- 
solidated sales territory cov- 
ering New York City, Long 
Island, northern New Jersey 
and New York state as far 
north as Albany for Stam- 
ford Division, The Yale & 


Towne Manufacturing Co., 
New York 17, N. Y. For 19 
years prior to his new ap- 
pointment, Mr. Lanyon was 
sales representative for Yale 
& Towne in northern New 
Jersey and Bronx, N. Y. 

Mr. Lanyon joined the 
Stamford Division in 1922 
as a clerk in the sales de- 
partment, but his association 
with the company began 
when he was a school boy 
and acted as mascot for the 
division’s baseball team. He 
has seen continuous service 
in the company for more 
than 25 years. 

As metropolitan trade 
sales manager, Mr. Lanyon 
will direct the sales activi- 
ties, and will supervise Yale 
& Towne’s market expansion 
program in the newly con- 
solidated sales territory. 


Sporting Goods Group 
Plans Region Meetings 


The National Sporting 
Goods Association has plan- 
ned a series of regional meet- 
ings for 1951. On April 29, 
a meeting will be held at 


10:00 a.m. in the Henry 
Grady Hotel, Atlanta, Ga. 
Austin, Tex., is the site of 
the third meeting, to be held 
on May 6 at 10 a.m. in the 
Commodore Perry Hotel. 
Other regional NSGA 
spring: meetings have been 
planned tentatively for Bos- 
ton, Mass., and Syracuse, 
Rochester or Buffalo, N. Y. 
For the fall, meetings have 
been planned at Columbus, 
Ohio; Harrisburg, Pa.; 
Omaha, Neb.; Chicago, St. 
Louis, Salt Lake City, and 
Los Angeles, for September, 
October and November. 


Hoover Distributors in 
South and Southwest 


Six distributors, covering 
most of Texas, Louisiana, Ar- 
kansas and Oklahoma, have 
been added by the special 
products division of The 
Hoover Co., pioneer maker of 
electric cleaners, to sell its 
electric irons, floor polishers 
and hand cleaners. This com- 
pletes the company’s nation- 
al distribution setup for its 
special products in the ma- 
jor marketing areas. The 
franchises do not _ include 
sale of Hoover electric clean- 
ers, which Hoover has sold 
directly through dealers since 
the company was formed, 








New Jacobsen Mower Introduced at Sales Meeting 


The Jacobsen Mfg. Co., Racine, Wis., at a series of meetings of its national sales staff 


introduced its new 


“Pacer 


18-inch 


power mower, an 


model available for delivery 


beginning in April, lists at $109.50 f.0.b. factory. Shown above are eastern and southern 


salesmen of the company at the concluding meeting of the series, held March 


New York City. Gathered about the “Pacer, 


19 in 


left to right, are Jacobsen executives 


and salesmen: M. J. Walker, vice-president and director of sales; E. A. Jacobsen, vice- 
president and general manager; Harry Fraser, Worthington Division, Stroudsburg, Pa.; 
E. C. VanLinder, Marietta, Ga.; E. W. Fischer, Natick, Mass.; Dick Freydenberg, Worth- 
ington Division; A. A. Duggan, Richmond, Va.; John A. MacGregor, Glenside, Pa.; W. K. 
Almon, St. Petersburg, Fla.; C. A. Livesey, Racine, sales manager, and W. E. Benthine, 


E. Aurora, N. Y. 
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L. S. Starrett Co. Makes 
Sales Appointments 


C. O. Newton, formerly 
manager of the New York 
branch of the L. S. Starrett 
Co., Athol, Mass., has been 
appointed eastern sales man- 
ager of the company. D. E, 


Cc. 0. NEWTON 


Gilbert, previously in charge 
of the western New England 
territory, has been named to 
replace Mr. Newton in New 
York, and Mr. Gilbert is re- 
placed by C. A. Bassett in 
New England. 


Henkle & Joyce Names 
Farm Supply Manager 


George Gallup has joined 
Henkle & Joyce Hardware 
Co., wholesaler, Lincoln 1, 
Neb., as manager of its farm 
supply and industrial depart- 
ment. He has been connected 
with the implement business 
since 1912, and from 1927 
through 1946 Mr. Gallup 
traveled for John Deere Co. 
out of its Omaha office. He 
then opened the George Gal- 
lup Co., Inc., handling indus- 
trial and farm supplies in 
Lincoln. 

Henkle & Joyce are pres- 
ently expanding the farm 
supply and industrial depart- 
ment, and are adding other 
items to this line. 


Northwest Division Head 
For Boyle-Midway 


T. A. Olsen has been 
named northwest division 
manager by Boyle-Midway 
Inc., 22 E. 40th St., New 
York. 

Mr. Olsen joined Boyle- 
Midway’s sales force as a 
trouble-shooter which took 
him into various markets 
throughout the country. As 
field promotion manager, he 
supervised sales promotion 
campaigns for Aerowax no- 
rubbing floor wax from 
coast to coast. 
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WY, Buus LY tle 


Iwo Popular NATIONAL LOCK Hardware Items 
That Exactly Meet Your Market Requirements 


NATION A L 


Moivieiarci, 


No. N61-380 
National Tutch Latch is a substantially-built, 





easily-applied latch for use on wood cab- 
inets. Completely concealed from exterior 
view, it opens door automatically at the 
simple touch of finger, wrist, arm, elbow 

or knee. Slam door shut or close it gently 
Tutch Latch holds securely, provides 
positive latching action. Envelope pack- 


aged for your convenience in handling 


They're Available! They 


No. N61-336 Rubber 
Roller Cateh 


Inexpensive, yet remarkably effective in 
operation. Fills the bill perfectiy in a 

wide range of applications. Quiet. Flexible 

Has two free-wheeling rubber rollers. Sturd- 

ily built to last. Rust resistent finish. Strike 

has marker prongs to simplify installation. Care- 
ful inspection proves this to be the finest rubber 


roller catch on the market. It's envelope packaged 


AN Me NATIONAL LOCH COMPANY 


ll i) Rockford, Illinois - Merchant Sales Division 


Distinelve Hardware... All trom | source 
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Profits ROLL IN with these 


Fast Selling . . . Nationally Advertised 
Adjustable SCREEN DOOR GRILLES 














MALLARD 
C-81 for 
STORM DOOR 


List $21.50 
GRILLE ONLY “© cet at 





Beautiful new ornamental grille de- 
signs have powerful appeal for 
practical homeowners. Easily in- 
stalled, handcrafted of lasting 


steel. 


Packed Three Grilles of a Design to the Carton. 


CONTACT YOUR JOBBER OR WRITE DIRECT 


NATIONAL GUARD PRODUCTS, INC. 


540 Jackson Ave. * P. O. Box 1520 * Memphis 1, Tenn. 
Manufacturers of 
Weatherstrips, Mouldings, Window Guards 





Black & Decker Plant 
Begun at Hampstead 


Alonzo G. Decker, vice- 


| president and general man- 


ager of The Black & Decker 


| Mfg. Co., Towson, Md., broke 
| ground this week for a new 
| 100,000 sq. ft. branch plant 
| at Hampstead, Md. Commu- 


| electric tools. 








| greater 


nity leaders of Hampstead 
joined Black & Decker offi- 
cials at the ground-breaking 
ceremonies. It is planned 
that the new plant will be 
in operation by the early 
spring of 1952, manufactur- 
ing “Black & Decker,” “Van 
Dorn” and “Home-Utility” 
Between 300 
and 400 people will be em- 
ployed at Hampstead. 





National Broom Assn. 
Offers Booklet Series 


The National Broom Man- 
ufacturers Association, Ar- 
cola, Ill., has begun distrib- 
uting to hardware dealers 
the first of a series of book- 
lets explaining how to sell 
more cornbrooms and earn 
dividends on this 
item. One hundred _ thou- 
sand copies will be distrib- 


uted by members of the As- 
sociation to wholesalers and 
retailers. The booklet con- 
tains the imprint of the As- 
sociation, with room for ad- 
ditional identification of the 
individual manufacturer. 
Entitled “Clean Sweep,” 
the booklet contains sales 
ideas and merchandising 
techniques obtained from 
hardware and grocery stores 
all over the country. Many 
of the ideas can be applied 
to other merchandise as well 
as brooms. Copies of “Clean 
Sweep” may be obtained by 
writing to the Association. 





Boice Crane Broadens 
Parker's Territory 

Sam F. Parker, direct fac- 
tory representative for Boice 
Crane Co., 930 W. Central 
Ave., Toledo, Ohio, in Rhode 


Island, Massachusetts, and 
Connecticut, has added the 
territories of Maine, New 
Hampshire, Vermont and 


northeastern New York. Mr. 
Parker’s headquarters for 
the power tool line are at 
720 Boston Post Rd., Marl- 
boro, Mas. 








Missouri Dealers Meet in Convention 





At the annual convention of the Missouri Retail Hardware 


Association, March 6-8, at St. Louis, the following officers 
were elected: William Ehlen, Lemay Mercantile Co., Lemay, 
president, succeeding Carl I. Hanneke, Hanneke, Hdwe. Co. 
St. Louis; Shelton Thomas, Cardwell Hdwe. Co., Cardwell, 
vice-president; Ben J. Dierkes, Southwest Hdwe. Co., St. Louis, 
treasurer, and Harry Scherer, St. Louis, secretary. Directors 
are Robert Wohlwend, Wohlwend Hdwe. & Paint Supply Co. 
St. Louis; Francis Knollmeyer, Scruggs-Guhleman-Knoll- 
meyer, Inc., Lynn; A. J. Fuchs, Pine Lawn Hdwe. Co., Pine 
Lawn; E. L. Dunlop, Dunlop Hdwe. Co., Bowling Green; 
Albert D. Niehaus, Niehaus Hdwe. Co., St. Louis, and A. 
Simon, Jennings Hdwe. Co., Jennings. 

In photo, front row, left to right, are: Messrs. Dierkes, 
Ehlen, Thomson, and Simon. Back row, left to right, Messrs. 
Scherer, Hanneke, Dunlop and Knollmeyer. 
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Arms Co. Host at Sporting Goods Show 


Harrington & Richardson 


sales 





















manager, Stu Bowren, 


(right foreground), and factory sales staff play hosts for 


a dinner party at the Hotel LaSalle. 


Guests were H&R’s 


manufacturer's representatives attending the National Sport- 
ing Goods Dealer Association Show in Chicago. 








Ekco Subsidiary Rebuilds 
Wooden Handle Plant 


Ekco Products Co., Chi- 
cago, Ill., has announced 
completion of a $525,000 


main plant for its subsidiary 
at Locke Mills, Me., the E. L. 
Tebbets Spool Co., replacing 
a plant destroyed by fire a 
year ago. Production was 
started March 1. 

The subsidiary is Ekco’s 
principal supplier of wooden 
handles and other wooden 
items for kitchen tools. It 
was forced to suspend pro- 
duction when a fire destroyed 
the original main plant Feb. 
26, 1950. 

David L. Canmann, vice- 
president of Ekco, said the 
new woodenware plant, 
which covers an area of 47,- 
000 square feet, is the most 
modern of its kind in the 
nation. Its cost included 
$275,000 for the building and 
$250,000 for equipment. 


32 Attend Lowe Meeting 
Discuss Branch Sales 


Six district managers and 
26 branch managers of the 
Lowe Bros. Co., convened re- 
cently for a three-day edu- 
cational-sales program, in 
Dayton, Ohio. 

The meeting was conducted 
by top officials of the com- 
pany. Topics discussed 
covered all phases of branch 
Sales, operations and pro- 
cedures. 

Leaders on the program 
were R. L. McPherson, gen- 
eral sales manager; W. C. 
Rhodes, trade sales manager; 
H. E. Wagstaff, specialty 
sales manager; P. B. Willis, 
advertising manager; C. C. 
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Satmary, branches manager; 
W. M. Seckle, branch mer- 
chandise manager; R. H. 
Lanich, assistant manager of 
branches; P. H. Harn, L. L. 
Hunter, and J. E. Shough, 
accounting; E. W. Fasig, 





production; and Mrs. L. J. | 


Armentrout, decorating. 





Renwal Mfg. Co. Moves 
New York Showroom 


Renwal Manufacturing 
Co., Inc., has moved its real- 
life toy showrooms to rooms 
1452-54, 200 Fifth Ave., New 
York City. 





American Stove Line 
Sold Under Magic Chef 


A complete line of Amer- 
ican Stove Co., 1641 S. Kings- 
highway Blvd., St. Louis, 
Mo., products is now being 
sold under the Magic Chef 
trade name, according to 
Mare W. Pender, vice-presi- 
dent in charge of sales. This 
includes the firm’s full line 
of domestic gas ranges, com- 


mercial cooking equipment, | 


gas and oil space heaters, and 
oil cook stoves. 

The Quick-Heat line of gas 
and oil space heaters, 
the Quick Meal line of oil 
stoves, manufactured at the 
Lorain, Ohio, plant, are the 
two brands which acquired 


and | 


the Magic Chef label as of | 


Jan. 1. Distribution of these 
products, formerly 
through distributors, has not 
been altered under the new 


handled | 


set-up. The change is essen- | 


tially a consolidation move, 
preceded by the transfer of 
Lorain sales management to 
the St. Louis headquarters 
last August. 
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A word of assurance to all Judd customers: 


our industry is among those affected by 


government diversion of raw material 


to defense use. We are producing 


to capacity on all merchandise not 


prohibited. We are delivering as fast 


as we can. May we have your 


cooperation so that all our customers 


may share equally. 


i. 


JUDD COMPANY 


WALLINGFORD, 
87 CHAMBERS STREET, NEW YORK 7 


WHAT 


YOU 


NEED 


WHEN 


CONN. 


YOU 

















SCHCAGE: 





The Schlage button lock started a 
revolution in the lock industry. This push- 
button lock was invented over 25 years 
ago by Walter Schlage. Today it is the accepted 
and preferred type of lock mechanism 
... the first basic improvement in 
lock engineering in centuries. 


SCHLAGE 


The World's Most Imitated Lock 


SCHLAGE LOCK COMPANY 


| 


| 


National Sporting Goods Association Offers 
Sales Training Color Slides With Sound 


The first in a projected 
series of National Sporting 


| Goods Association-sponsored 


35-mm sound sslide_ sales 
training films in color was 
started late in February. 
The series are entitled “Sell- 
ing Sporting Goods,” and the 
introductory film emphasizes 
sound selling techniques for 
sporting goods salesmen in 
general. Other films will be 
devoted to effective selling 
of particular sporting goods 
items. The first film is ex- 


| pected to be completed and 
| available for 


showing at 
NSGA regional meetings in 


| May. 


As a special service, the 


| NSGA will establish a lend- 
| ing library of the sales films 


for their members. No rental 
fees will be charged and 
NSGA members may order 
for special showings at sales 
and store meetings. The films 
may be bought at cost if 
members wish to buy them. 
Dealers or manufacturers 
who wish to show the first 
of the films will have to se- 


Reo Motors Makes 500,000th Mower 


cure a sound-slide projector 
locally. 

A booklet which will in- 
clude all the scenes and dia- 
logue will be published to 
accompany the film. Qne of 
the booklets will be mailed 
without charge to all NSGA 
members as soon as produc- 
tion of the introductory film 
is completed. 


Wilton Tool Names Vogi 
Sales and Ad Manager 


Alex J. Vogl has been ap- 
pointed as manager of sales 
and advertising for Wilton 
Tool Manufacturing Co., 936 
Wrightwood Ave., Chicago, 
Ill. He comes to his Wilton 
Tool post from the advertis- 
ing and sales promotion de- 
partment of General Elec- 
tric, Schenctady, N. Y. 


Joins Plastic Staff 


Robert B. Coombs has 
joined the sales force of 
Steiner Plastics Mfg. Co., 
Inc., 47-30 33rd St., Long 
Island City, N. Y. 


Employees of Reo Motors’ Lawn Mower Div., Lansing 20, 
Mich., celebrated the half-millionth mower to come off the 
company’s assembly lines. Reo marked the occasion by cut- 
ting a huge celebration cake and distributing slices to all 
workers on both shifts. Sam Briggs, sales manager of Reo’s 
| Lawn Mower Div., pointed out that the half-million mowers 
represented the company’s efforts in this field since 1946, 
the first full year of Reo lawn mower production. Reo cur- 


rently is producing approximately 1,000 


power mowers & 


| day, he said, but future production is dependent upon the 
| flow of raw materials. 

Shown above, Mr. Briggs is cutting one of the cakes for 
Gennie Kryzcksky, assembly line worker, and Francis Korff, 
veteran Reo employee who built the company’s first mower 


five years ago. 
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DRILL SETS 


No. 14—Wood Boring Drill Set— 
packaged in protective wood tray. 


Especially Designed for Rugged Service in Electric Hand Drills 


Sturdy Drill Sets—of High Speed Steel—especially built 
to withstand the shock and strain of Electric Hand Drill 
use. Adequate length for normal portable tool use—attrac- 
tively priced. Utility packaged in protective heavy canvas 
case that may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 14%” to 4%" by 64ths; Set 
#S-11—11 High Speed Drills, 4%" to %” by 32nds; Set 
#S-8—8 High Speed Drills, 4%" to 4%" by 16ths. 

Wood Boring Drill Set, No. 14— Built to deliver maxi- 


mum efficiency in %-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster chip disposal—diminish 
stalling on “break thru”, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%" to 4%" by 16ths—all with %4-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience and new value 
for drill users. 


STANDARD [0OL (0. 


CLEVELAND 4, OHIO 
New York - Detroit - Chicago 
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New Officers, Arkansas Hardware Assn. 





Left to right are new officers elected by the Arkansas 
Retail Hardware & Implement Association at its annual con- 
vention, Feb. 18-19 at Little Rock: Flave C. Peters, Russell- 
ville, Ark., president; Frank Whittaker, Alpena, first vice- 
president; L. B. Umstead, Paragould, second vice-president, 


and 


ayne Tisdale, Little Rock, executive secretary. The 


Board of Directors is composed of John Colquitt, Magnolia; 
Hearn Latimer, Nashville; W. T. Haynes, Lake Village; Brady 
Deese, North Little Rock; Glen Hickey, Mt. Ida; Vern Parker. 
Helena; P. R. Rice, Clarksville; H. C. Clark, Springdale; 
Adrian Crowe, Fort Smith, and Henry Franklin, Jonesboro. 








Westinghouse Steps Up 
Chef Club Training 


The electric range depart- 
ment, Westinghouse Electric 
Corp., Mansfield, Ohio, is 
launching Tuff Guy Club pro- 
motion, to teach Westing- 


inghouse range salesmen to 
cook so they can be on a par 
with Mrs. Consumer when 
she begins to ask questions 
about electric cooking that 
only cooks can ask and 
answer. 

The current year marks 


the 15th anniversary of the 
Westinghouse Tuff Guy Club, 
which was launched with 
such persons as Fred War- 
ing, Lowell Thomas and 
George Rector as_ lead-off 
men. It has remained an in- 
tegral part of the Westing- 
house range selling program 
ever since. 

“A salesman can learn 
more about the sales fea- 
tures and consumer benefits 
of the electric range from 
an actual cooking operation 
than he can from just read- 
ing sales books,” according to 
R. M. Beatty, manager of the 
range sales department. 
“That is why we believe in 
this type of sales training.” 

Highlighting the program 
is a “favorite recipe” contest 
to be held each month. The 
1951 Tuff Guy graduate will 
be asked to submit a copy 
of his favorite recipe to 
a five-member committee, 
headed by Julia Kiene, di- 
rector of the Westinghouse 
Home Economics Institute, 
who will judge the winners 
and award prizes. Special 
anniversary diplomas are to 
be awarded to salesmen who 
graduate from the course 
this year. 


Schlage Lock Adds New 
Plant and Warehouse 


Schlage Lock Co., Bayshore 

Blvd., San Francisco 19, 
Calif., has recently com- 
pleted the $1,000,000 con- 
struction of plant No. 3, 
which contains keying, as- 
sembly and shipping depart- 
ments, and the polishing and 
lacquering divisions. The new 
plant, totaling 100,000 sq. ft., 
is partially equipped with 
automatic material handling 
machinery. Additional ware- 
house facilities were also 
constructed, adjoining plant 
No. 1, adding approximately 
12,000 sq. ft. of warehouse 
space. 


Pal, Personna Blade 
Advertising Head 


The appointment of 
Charles R. Schatten as ad- 
vertising manager of the 
Pa] and Personna Blade Cos. 
has been announced. 

Formerly with Laure] 
Process Co. of New York, 
Mr. Schatten has held ex- 
ecutive posts in the graphic 
arts field and in agency and 
manufacturer advertising. 








The "Mark" in Wheel Goods 
SPORTSTER SERIES INCLUDES: 
HOOK & LADDER 


POLICE CAR 


FIRE CHIEF 
ROADSTER 
DUMP TRUCK 


STATION WAGON 


NO W is the time to buy Wheel Goods 
and, \1T WILL PAY TO BUY BMC! 


When you compare the many outstanding and distinctive features of the new 
BMC Sportster Series you will immediately see why it is the fastest selling line 
of wheel toys in America. Direct your attention to the realistic big car styling... 
the real auto-type front axle and the rugged construction of heavy gauge steel. 
Notice too, the extra width and dimensions for longer age length; the strong 
double disc steel wheels, ball bearings and rich oven-baked enamel finish in 
assorted colors. The Sportster Series, with six distinctive models, offers unusual 
sales opportunities and consistent profits. All carry the famous BMC styling and 


quality and all are priced to sell. You owe it to yourself to become fully ac- 
quainted with the entire BMC line of Wheel Toys—42 models of racers, autos, 


tractors, attachments and wagons. All are tops from every angle. Nationwide 


sales representatives and display rooms to serve you. Consult the classified pages 
in your phone book. Send to Dept. HA for 1951 catalog and promotion kit 


which gives complete information and specifications. 


BMC MANUFACTURING CORP. - BINGHAMTON, NEW YORK 
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The way to increase your average margin is to promote the sale of extra 
profit items, That’s A-B-C! But it’s just as important to select profit 
items which turn over fast, require a modest investment in inventory and 
require minimum shelf, counter or floor space. This Modglin line of 
household necessities gets top rating on every count. It is to your interest as 
well as ours to let us tell you how we can help you make more profits faster. 


Birt Model 


CIGARETTE CASE 


Beautifully designed case holds 
all standard cigarette packs. 
Light but sturdy. Comes in 
many gay colors. One of the 
best values ever on the market. 
Smokers buy it on sight. Pays extra 
wide profit margin. Write for details, 
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UTILITY SOAP BOX# 


Built for long wear and 
attractive appearance... 
Available in many beau- 
tiful colors. Holds any 
standard bar of toilet 
soap. Useful in every home and a 
necessity for every traveler. Pays extra 
wide profit margin. Write for details, 








Write for details, 


profit margin. 


and Dust-ette 
Child-size toy Perma- 
broom .. 
Mother's’ 
a beautiful small 
plastic dust pan. 
Both available 
in many colors. 
Pays extra wide 


. ‘just like 


’Dust-ette is 


























TOOTHBRUSH HOLDER 


“Newest and finest toothbrush holder. 


Made of strong, durable 
polystyrene plastic. Comes in 
wide assortment of gay colors. 
Ventilated to permit drying 
of brush. Makes all other 
toothbrush holders obsolete. 
Pays extra wide profit mar- 
gin. Write for details, 


wooden picks. Pays 
wide profit margins. 
Write for details, 


DO THIS NOW! 


Learn how Modglin products pay faster, larger 
profits. Write for sales representative to call. 


MODGLIN COMPANY, INC. 
Los Angeles 65, California, U.S. A. 





MODGLIN Pick-ette 
Newest and finest toothpick of flexible 
plastic. Approximately 72 picks to the 
box ... Assorted 
colors. Outmodes 
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WITH EXCLUSIVE 


LEVEL-STROKE 
FEATURE 











indoors or outdoors. Won't burn wood surfaces. 


it off. Just a push (not scraping) removes the paint. 


24 units to the master carton. 


WEIGHT: 33 pounds to the master carton. 


USES EITHER rounoen epets | [ ont-niece nie | | sume 
AC or DC current | | on SAFETY STAND | | sareTY stan — | | SAMDIE TS LORE 
140 fe 120 VOLTS | | PREVENT SCRATCHES 
150 te 175 WATTS | | OW FURKITURE 
precision GRounp | | MEAVY DUTY 
STRIPPING EDGE | | LONG LIFE 
HEATING ELEMENT 


2)\ COMPLETELY U. L. APPROVED! 


Not only the stand and cord but the 
COMPLETE Paint Stripper has been 
proved by the Underwriters’ Laboratory 


Strips off from | to 20 coats of paint in one easy motion... 


EASY TO USE! Just plug into any standard AC or DC house- 
hold outlet. The heat softens the paint—the stripping edge strips 


PACKING: Each in an individual corrugated shipping container, 


% 


COVERED CORD 























This is TETFOAM’S 
Paint Stripper at rest 


Write for our complete 
co-operative advertising 
plon. Catalog sheets 
ond mots available 


PLAN YOUR PROMOTION NOW ON THE SEASON'S 
HOTTEST HOUSEWARES ITEM... 


TETFOAM’S Edectric PAINT STRIPPER 


Write, Wire or Phone to 
Tetfoam Co., 1013 Ambassador Bldg., St. Lovis, for IMMEDIATE DELIVERY! 





TETFOAM CORPORATION «+ Ambassador Building «+ St. Louis 1, Mo. 
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American Stove Makes 
Two Promotions 


Ambrose R. Pierce was 
elected by American Stove 
Co., 1641 S. Kingshighway 





AMBROSE R. PIERCE 


Blvd., St. Louis 10, Mo., to 
replace John M. Bayer as 
manager of the company’s 
Lorain Sales Division. Mr. 
Bayer has been made regula- 
tions and priorities manager 
and is transferred temporar- 
ily from the sales to the 
production department as an 
adviser to the production 
planning staff, and as an 
interpreter of Government 
orders and regulations. 


Mr. Pierce has been with 
the company 25 years, and 
has been manager of the 
coal, combination, and kit- 
chen heater range division 
since 1938. 


Westinghouse District 
Office in Chicago Mart 


The northwestern district 
headquarters and Chicago 
sales office of the Westing- 
house Electric Corp., Mans- 
field, Ohio, were recently 
moved to a new and perma- 
nent location encompassing 
45,000 sq. ft. of space in the 
Merchandise Mart, it was 
announced by Wallace O. 
Ollman, Mart general man- 
ager, and Fred T. Whiting, 
vice-president of Westing- 
house. 





Janney-Semple-Hill Adds 
Three to Sales Staff 


Janney-Semple-Hill & Co., 
Minneapolis, hardware whole- 
salers, has announced the ap- 
pointment of three new sales 
representatives. 

Assigned to the firm’s Twin 
City industrial sales territory 
is Robert F. McFarland who 
will cover the Minneapolis- 
St. Paul industrial trade. Mr. 
McFarland had been with the 
company’s industrial depart- 


ment at the Minneapolis 
headquarters since April, 
1948. 


R. D. Fischer will assume 
sales duties for the firm in 
the Glenwood, Minn., district. 
He replaces J. R. Hite in that 
area, who is retiring after 40 
years of company service. 

Florian A. Sobiech will rep- 
resent Janney-Semple-Hill in 
the Algona, Iowa, territory. 
Mr. Sobiech recently com- 
pleted the company’s eight 
month sales training pro- 
gram in Minneapolis and at 
the City College of New York 
where he attended a 5-week 
course in retailing. 





Potrykus Boyle-Midway 
Wisconsin Branch Head 


Harry Potrykus has been 
named division manager in 
the Wisconsin area for Boyle- 
Midway Ine. (New York), 
household products manufac- 
turers. His appointment was 
announced by Warren Ting- 
dale, vice-president in charge 
of sales and advertising for 
Boyle-Midway. 

Mr. Potrykus has been as- 
sociated with the sales divi- 
sion of Boyle- Midway since 
1945, and had _ previously 
served with the Perfex Corp. 
and H. Clapp Co. of Roches- 
ter, N. Y. 








Northern Wholesale Hardware Co. Exhibit 





Part of the exhibit at the 29th annual stockholders’ meeting of Northern Wholesale 
Hardware Co., 805 N.W. Glisan St., Portland, Ore., dealer owned wholesale hardware 
house, held Feb. 25-27, at the company’s headquarters. Exhibits were held on newly 
decorated ground floor and a large percentage of the company's 300 affiliated dealers 


attended. 


Officers of the company are: Thomas L. Willis, president; Henry Peterson, 


Grayson Brown Hardware, Seattle, Wash., vice president; George Dobson, Renton Hard- 
ware & Furniture Co., Renton, Wash., secretary; Clarence Whiteside, Whitesides’, Cor- 
vallis, Ore., treasurer. Other board members are: Jim Maple, John Day Hardware, John 
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Day, Ore., and Chester Farr, Farr's, Coquille, Ore. 
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Shoe Form Promotes 
Isaac Goodfellow 


Isaac Goodfellow has been 
appointed assistant general 
manager of the Shoe Form 





ISAAC GOODFELLOW 


Co., Auburn, N. Y., including 
the Bill DeWitt Division. 

Mr. Goodfellow has been 
with Shoe Form since 1931 
when Shoe Form Co. pur- 
chased the Excel Shoe Form 
Co. with which he was then 
connected. Soon after join- 
ing Shoe Form Co., he be- 
came Superintendent, and 
has been in charge of design 
and production of shoe and 
hosiery forms, plastic boxes, 
fish hooks and extruded plas- 
tics. 





Promotions Announced 
By Super-Sterling Co. 


C. E. Lilley has _ been 
elected to succeed Frank M. 
Archer as president of Su- 
perior - Sterling Co., heavy 
wholesaler of Bluefield, W. 
Va. Mr. Lilley will continue 
as vice-president and man- 
ager of the firm, and Mr. 
Archer will become chairman 
of the board of directors. 

Other promotions an 
nounced at the same time 
were those of C. F. Brooks 
and J. T. Harvey to vice- 
presidents, and Harold L. 
Miller to treasurer. Frank 
Bane, with the company for 
44 years, is the new assistant 
treasurer and will continue 
his duties as secretary. 





Jacobson Reenters Trade 


Harry M. Jacobson, former 
owner of Allied Sales Co. 
has opened a wholesale hard- 














ware and electrical supply 
business, Alliance Distrib 
utors, 281 Lyons Ave., New 
ark 8, N. J. 
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POWER MOWERS and LAWN SWEEPERS 
NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates, simply by raising or lowering 
the handle . . . stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips 
Powered by nationally known, 4-cycle air-cooled gas engine 


FOLD AWAY LAWN SWEEPER 


Extra large 64 bushel heavy canvas basket . . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds ume “a 


; Ca. flat against wall for easy compact storage. wih 
9 ROTARY POWER MOWER if 


Extremely maneuverable . . . well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
ball bearing wheels. Powered by nationally known 
‘cycle air-cooled 2HP gas engine. For easy 
Storage handle swings to upright position. 
Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
++» TRULY A QUALITY PRODUCT 


_— 


Lat 












NATIONALLY 
ADVERTISED 










MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 
A LEADER IN THE LAWN MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, IOWA 
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RUBBER GARDEN HOSE: 
“STANDARD” — One Ply 


5-year guarantee — 5%” 1.D., available Black 
covering; 25’ or 50’ lengths. 


“ATLANTIC” — One Ply 
10-year guarantee — %” 1.D., available with 
Black, Red or Green covering; 25’ or 50’ 
lengths. 


“CRANSTON” — Two Ply 

15-year guarantee — %” 1.D., HEAVY DUTY, 
with Black, Red or Green covering; 25’ or 
50’ lengths. 






















to 
«Not just & braid Sexy OR 
Not | DURABLE, M 


with the 


NEW 


ATLANTIC 


Wovear 


R > 
CENTE hose corries 


delive 
UPLINGS 
FULL-FLO or * water the 





Aquo > Ube “DELUXE” ALL PLASTIC 


10 year guarantee — lightweight, won't 
kink or crack, dirt wipes right off. Red, 
Green, or Silver, 25’ or 50’ lengths. 





5 year guarantee — low-priced promo- 
tional hose in Green, Maroon or Silver 
metallic colors. 


TUBING 


through wholesalers 
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HARDWARE BRIEFS 





California 
R. B. S. Hardware, Miracle 
Mile, Ridgecrest, has been 


purchased by Arthur Sanford 
and Norman Road. The store 
will be enlarged, and the 
name changed to Sanford’s 
Stores. 


Indiana 


C. Ebnit & Son Hardware, 
2125 Taylor St., Fort Wayne, 
has been opened. 





Kansas 


Ivan Clark, owner of Clark 
Hardware, Mound City, has 
purchased the Clarke Furni- 
ture Store from William K. 
Clarke. He has moved his 
hardware store to the furni- 
ture store location, and the 
stocks were combined. 


Mr. and Mrs. H. Jacobson 
have purchased and reopened 
the hardware store formerly 
owned by Arnold Edmund- 
son, in Osawatomie. The 
store is now operating under 
the name of Jacobson’s Hard- 
ware. 


Marquette Hardware, Mc- 
Pherson, recently purchased 
by Raynold Peterson, is be- 
ing remodeled and_ redeco- 


rated. The interior was 
painted and _ merchandise 
shelves have been rear- 
ranged, 

Kentucky 


Big Sandy Hardware Co., 
Paintsville, has moved to a 
new location on Main St. 


Louisiana 


A new $100,000 hardware 
store was recently opened by 
M. Marx Sons, Columbia St., 
Bogalusa. The store is fire- 
proof and replaces the struc- 
ture destroyed last summer 
by fire. 


Michigan 


Gil-Roy Hardware store, 
Flint, has opened a branch 
store at 707 Genesee St., Mt. 
Morris. The new store oc- 
cupies an 80 x 35 ft. loca- 
tion, and is managed by John 
Petree. Roy Trevarrow and 
Gilbert Morgan, Flint, own 
both stores. 
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Trevarrow Hardware has 
been opened at 23700 Wood- 
ward Ave., Pleasant Ridge. 
The store is 1D a new, ra- 
diant-heated building de- 
signed by Lawrence Trevar- 
row, the owner. 





Missouri 
Half interest in Farm & 
Home Hardware, Farming- 


ton, has been purchased by 
Reuben Mohr of Farmington. 
He will enter into partner- 
ship with Joe Gares. 


Millcr Hardware and 
Moore Appliance store, Mar- 
ionville, have merged and 
stock was moved from the 
Moore store to the Miller 
store. A. C. Smith is owner 
of Miller Hardware, and 
I'rank Moore of Moore Ap- 
pliance. 

Godkin Hardware, Mt. 
Grove, was purchased by El- 
mer Hern. Mr. Hern was for- 
merly owner of the business 
before selling it to Vern 
Godkin. 

Robert Weir, owner of El- 
liott Lumber & Hardware 
Co., Parkville, has sold the 
lumber interests to Wilbur 
Layman. The hardware di- 


Louisiana Association in Convention 


Se Wht owen ae wee 
Bas) eal a 
feo oi. if 


Js 








vision of the business is now 
operated under the name of 
Parkville Hardware & Ap- 
pliance Co., Inc. 

Walter Gleidt has opened 
a hardware store at 318 
Broadway, Monett. 


New Mexico 


Hardware House, a tenant 
of the new Shopping Center, 
Pope St., Silver City, was 
opened recently. 


New Jersey 

Jacobs Hardware, W. Ber- 
gen Pl. and Shrewsbury Ave., 
Red Bank, has been remod- 
eled. A supporting wall be- 
tween the main store and an- 
nex was removed. 


Little Silver Hardware, 
Prospect Ave. and Church 
St., Little Silver, was opened 
recently by John and Louis 
DeFalco. The store has front- 
age on both streets, and a 
new store front was con- 
structed. The interior was 
also redecorated in maroon 
and green, with a matching 
asphalt tile floor. 


New York 


Chester Nebolina has 
opened Union Hardware & 
Electric store, 1703 Union 
St., Schenectady. 





North Dakota 


Lincoln Anderson has pur- 
chased the hardware stock 
and rented the business 


building of Ted Rysavy, 
Main St., Grafton. 
Ohio 

Monroe Short has _pur- 
chased J. L. Sloan Hardware, 
Stryker. Mr. Sloan, former 
owner, has operated the store 
for the past 50 years. 


Oklahoma 


J. M. Coley has retired 
from his hardware and fur- 
niture store, Hollis. His son, 
Harry M. Coley, has taken 


over the business. 
Oregon 

Stiefker Hardware Co, 
Portland, has been sold to 
James F. Anderson by Vic- 
tor Siefker. Ames Hard- 
ware, Silverton, has _ also 


been sold by Norris and Win- 
ifred Ames to C. A. Hande, 
Jr. Both stores are members 
of Northern Wholesale 
Hardware Co. 


Chown Hardware Co., for- 
merly of S. W. 4th Ave, 
Portland, has moved to 521 
S. W. 4th Ave., and also 
maintains an enlarged appli- 
ance store at 419 S. W. Alder 
St. 


Photographed at the annual convention of the Louisiana Retail Hardware Association, 
March 1|1-13 at Lafayette, are the new officers, above, front row, left to right: W. D. 
Judlin, Peter Judlin, Inc., New Orleans, vice-president; Howard J. Cornay, Home Supply 
Co., Lafayette, president; David O. Mansfield, Jackson, Miss., secretary-treasurer. Stand- 
ing, left to right, are the association directors, Clayton J. Borne, C. J. Borne, New Orleans; 
J. A. Sibley, Sibley’s, Bossier City; M. T. Ward, John W. Ward Hdwe. Co., Alexandria; 
C. H. Hatfield, Hatfield Hdwe. and Lbr. Co., Winnsboro; G. G. Gardiner, Dixie Hdwe. 
Co., Crowlet, and C. F. Averette, Averette Paint and Hdwe. Co., Baton Rouge. 
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7 “THERE’S AN R. MURPHY & 
STAY-SHARP KNIFE TOR 
PLEASE EVERY : 


CUSTOMER’’ 
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TESTED 
QUALITY 
FOR OVER 
100 YEARS 


St 
Kalte 


Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That's why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 








ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 











pile does what no 


other tool can do! 



































AT LAST! AN OPEN-END RATCHET 








WRENCH — the world’s first true 





universal wrench. A patented design 








for connections on tubing, rods, 








piping, conduit, studs, etc. Sixty-four 





socket sizes from %" to 4”. Smallest makers of 





effective ratcheting arc yet — 5° to advanced tools 











7%°. TAC will also do every job for industry 








any ordinary ratchet wrench will do: 








one TAC set replaces literally doz- 





ens of single-purpose hand tools. 
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' 1 TUBING APPLIANCE CO. 





7112 South Victoria » 10321 Anza Ave. + Los Angeles, Calif 






















INSTALLATIONS 
ee 
ane k order direct through 
Se Fleet Vedcare jobber sow tor those 
( -_ much needed items. 
a “y” BOLTS 


Bright Wire or Zinc Coated 


————, >) 
CE es) “S” HOOKS 
_ Heavy Open Light Closed 
Rolled Diamond Point 


uw 
STAPLES 
Heavy & Extra Heavy. 2” to 6 
TURNBUCKLES 
Sxl Sree 
— SCREW HOOKS 
EYE BOLTS 
(Turned eye) 
with square nuts 
EYE BOLTS 
+ 


Jobbers Write for Larson “TV” Literature 


CHAS. O. LARSON CO. 


STERLING « ILLINOIS 

















Lag Screw Thread 
COMPLETELY 
















PORTABLE... 
OULESS... 
PAINT SPRAY 
UNIT FOR... 
FASTER, EASIER 
AND BETTER... 
PAINTING... 
FOR HOME, IN- 
DUSTRIAL CON- 
TRACTOR OR 
PRODUCTION 











SHARPE'S NEW UNIT OUTPERFORMS THEM ALL! 


FEATURES: Oilless New Departure Sealed Ball Bear- 
ings . . More Air Volume per Horse-power . . Smooth 
air flow .. Clean cool air . . Choice of Internal mix 
pressure, External suction or combination Paint Spray 
Guns . . Nozzles precision machined of stainless steel 
. Ground finish and self-centering principle, for qual- 
ity work. 
PERFORMANCE with 3 H.P. motor is 3.1 C.F.M. de- 
livered air at 40 ibs. working pressure. Slightly less 
with V4 H.P. motor. 
This moderate running of the highly efficient com- 
pressor doubles the life and performance of the unit. 
This unit is available WITH or WITHOUT motor. 
SHARPE offers this NEW LOW COST unit of compact 
streamlined design for real sales appeal. 


Write TODAY for 


information and prices. 


MANUFACTURING | COMPANY 


1224 WALL ST. LOS ANGELES 15 CALIFORNIA 






































Tennessee Dealers in Convention 


At the recent annual convention of the Tennessee Retail 
Hardware Assn., Feb. 18-20 at Knoxville, Tenn., J. B. Cox, 
Cox Hdwe. Co., Nashville, was elected president succeeding 
R. G. Wright, Jr., Dick Wright Hdwe. Co., Knoxville. Martin 
Keatts, Stewart Bros. Hdwe. Co., Memphis, was named first 
vice-president and Bon Hicks, Cash Hdwe. Co., Sevierville, 


was elected second vice-president. 


Morris Jones, Nashville, 


is secretary. In photo, left to right are Messrs. Keatts, Cox, 


Hicks, Jones and Wright. 


Association directors 


Memphis; R. N. Vincent, 


Doss Hdwe., 
, Union City; 


C. M. Porter, Porter-Walker Hdwe., Columbia; E. B. Thweatt, 
Keith-Simmons Hdwe., Nashville; J. B. Greer, Greer Hdwe., 
Loudon and James Wilbanks (newly elected), East Brainerd 


Hdwe., Chattanooga. 








West Coast Offices 
Opened By Bassick 


A complete warehouse and 
sales office near Los Angeles 
at 3320 Fruitland Rd., Vern- 
on, Calif., has been opened by 
The Bassick Co., Bridgeport 
2, Conn., a division of Chi- 
cago’s Stewart-Warner 
Corp., to serve So. California 
and Arizona. The new struc- 
ture, comprising 7,000 sq ft 
of floor space on 16,000 sq ft 
of property, is fully equipped 
to meet the demand for Bas- 
sick’s line of casters and 
wheels, swivel chair controls, 
specialty automotive hard- 
ware, clamps, fasteners, 
powder metal bearings and 
parts. 





Favorite Manages Alcoa 
New York Sales Office 


Lewis P. Favorite has 
been named manager of Alu- 
minum Co. of America’s New 
York district sales office, suc- 
ceeding Edward B. Wilber, 
who has been elected presi- 
dent of American Lumber & 
Treating Co., Chicago, III. 

Mr. Favorite, who has been 
serving as product manager 
in charge of the sale of die 
castings for Alcoa, is a vet- 
eran of more than 23 years’ 
service with the company. 
He joined the Detroit dis- 
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trict sales office in 1927. In 
1940 he was transferred to 
the New York district sales 
office, where he remained un- 
til 1944 at which time he re- 
turned to Detroit as assis- 
tant district sales manager. 
In 1948, Mr. Favorite was 
appointed St. Louis district 


sales manager for Alcoa and 
last year was named to his 
most recent duties as die 
castings product manager. 

Mr. Wilber was with the 
Alcoa sales organization for 
more than 30 years. 


Dearborn Stove Awarded 
1949 Safety Trophy 


The Dearborn Stove Co., 
619 Mercantile Bank Bldg., 
Dallas, Tex. accomplished an 
outstanding safety record 
by operating without a lost 
time accident during 1949, 
and in recognition of this, 
the company was presented 
with the Safety Trophy of 
the Texas Employer’s Insur- 
ance Association. The pre- 
sentation was made at a 
meeting of all employees and 
their families held recently. 
The trophy is an individually 
cast bronze plate mounted 
on a walnut shield. 





Fennie Made Ryerson 
Department Manager 


John R. Fennie has been 
appointed manager of the 
tubular products department 
of Joseph T. Ryerson & Son, 
Inc., Los Angeles, Calif. Mr. 
Fennie became a member of 
the sales staff of the Ryerson 
Los Angeles plant in 1946, 
after two years as assistant 
superintendent of Open 
Hearth of Kaiser Steel Co., 
Fontana, Calif. 





Oxwall Tool Honored 
In Packaging Contest 


Fifteen winners in the 15th 
Annual Variety Merchan- 
diser Packaging Awardg 
Competition were announced 
recently. 

The competition, sponsored 
each year by Variety Mer- 
chandiser, business magazine 
of the five and tens, is de- 
signed to stimulate better 
packaging of merchandise. 

In the hardware and house- 
hold division, six _ inter- 
changeable screw driver kit 
made by the Oxwall Tool Co., 
Ltd., was awarded top 
honors. The judges also 
awarded two honorable men- 
tions to Monowatt, Inc., one 
for its entire Quick Clamp 
line and the other for their 
Improv-A-lite Lamp Wiring 
kit. Other honorable men- 
tions were awarded to the 
Western Newell Mfg. Co. for 
its swinging extension cur- 
tain rod, designed by N. C. 
Fetter, consulting engineer, 
and to the Kesco Co. for its 
Kesco roll cutter. 





Scott's 75th Anniversary 


I. W. Scott Co., Pittsburgh, 
Pa., seed and garden supply 


dealer, celebrates its Dia- 
mond Jubilee this year. 
Started in 1876 by Isaac 


Walker Scott, whose name 
the company still bears, the 
business has been continu- 
ously operated for 75 years. 








18th Annual New England Housewares Show Opened 





At the opening of the 18th annual New England Housewares Show, Feb. 26-Mar. |, in 
the Mechanics Building, Boston, Mass., shows committee chairmen of all 18 shows held 
in this area participated in the opening ceremony. Left to right are: Robert T. Uek, 
Frank Clopeck, Jack R. Hildreth, chairman of the 18th show; Hugh R. Rooney, Earl S. 
Rice; (cutting tape) Robert I. Flower, chairman of the first show under the sponsorship of 
the Housewares Club of New England; Charles A. Hauver, Joseph Umans, Albert B. 
Patterson, Frank Dolphyn, John J. McQuade, president of the Housewares Club of New 
England. Holding the tape are members of the show committee, left, Daniel F. O'Connell, 


right, Clifton B. Myers. 
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Our New Display Pack 
Packs Sales 


This new “open counter" dis- 
play pack of six, now makes 
it even easier to sell Mouli 
Graters . . . still only $1.00. 
You give your Mouli customers 
real value for their dollars 

. and your profit is still 
the same. ... 

Order by the dozen... 
get two displays . . . one for 
your window and one for your 
counter to increase your sales. 

Already half of the jobbers 
from coast to coast carry the 
Mouli line. Phone yours today 
or write direct. 


THE NEW 
ROTARY 


*“MOULI” 
GRATER 
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Moutt Manuracturine Corp. 





BROADWAY 
JERSEY CITY 6, N. J. 
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PICTURE HANGERS 
PICTURE WIRE 

CUP HOOKS 

PUSH PINS 
DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 











EST. 
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NU-TOP CHROMIUM plated 





stove pads are proven profit 
makers that are tops in con- 
sumer popularity. They feo- 
ture asbestos backing, exclu- 
sive NU-ROUND mar-proof 
corners and a_ long-lasting 
triple-plated finish. Available 
in a variety of popular sizes. 


















































For the first time a one- 
piece rounded corner 
that is guaranteed not 
to mor, scratch or cut 
ony surface. 


THE METALOID COMPANY 
5815 KINSMAN ROAD CLEVELAND, OHIO 
In Canada: 3 Wellington Street, Toronto, Ontario 
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better beating job for 
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Replacement guar- 
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Wensing Made Tenk Hardware President; 
Other Executive Officers Elected 


At a recent election of offi- 
cers at Tenk Hardware Co., 
Quincy, IIL, 
Frank B. Wensing was elect- 





FRANK B. WENSING 


ed president of the company, 
succeeding Norman B. Getty, 
who died last year. Other of- 
ficers are: R. L. Witzleben, 
vice-president; Ruth C. Tenk, 
vice-president; and Charles 
H. Brooks, secretary and 
treasurer. 

Mr. Wensing joined Tenk 
as a bookkeeper in 1916, and 
was made assistant buyer 
two years later. In 1919 he 
became a buyer, and from 
1929 to 1936 he served as a 
sales representative, after 
which he was named mer- 
chandising manager. He has 
been sales manager of the 
company since 1940. 

Mr. Witzleben, previously 
a buyer, has been manager 
of the retail department of 
the company since 1928, while 
Miss Tenk has served as vice- 
president of the company 





R. L. WITZLEBEN 





since 1946. Mr. Brooks joined 
the firm as bookkeeper and 


wholesalers, cashier, and advanced to of- 


fice manager and in 1936 was 
named secretary. 

Tenk Hardware Co. was 
established in 1865 by J. H. 
and Henry Tenk, and man- 
agement was later taken over 
by Rudolph and Frank Tenk. 
Norman B. Getty succeeded 
Rudolph Tenk as president 





RUTH C, TENK 


upon his death in 1946, and 
Mr. Getty served in this ca- 
pacity until his death several 
months ago. 





Dazey Corp. Purchases 
Electric Motor Company 
Dazey Corp., St. Louis, 
Mo., has purchased The Loyd 
Scruggs Co., 1022 N. Sixth 
St., St. Louis, manufacturer 


of precision, high-speed elec- 
tric motors, electric erasers, 
various sizes of shaded pole 
electric motors, and manu- 
facturers of electric motors 
to specifications. It will be a 
wholly owned subsidiary of 
the Dazey Corp., and plans 
are being developed to extend 
the line of motors and in- 
crease production on present 
items. 

D. F. McCarron, formerly 
chief engineer of a St. Louis 
electric appliance company, 
will be president and general 
manager. 





J. Russell & Co. Makes 
Gibson Comptroiler 


John F. Gibson has been 
appointed to the position of 
comptroller for J. Russell & 
Co., 361 Dwight St., Holyoke, 
Mass. He formerly served as 
staff accountant with S. D. 
Keidesdorf & Co., and as ad- 
ministrative assistant to the 
comptroller of United Mer- 
chants & Manufacturers, Inc. 





Coast Sales Manager 
For American Chain 


Frederic L. Rowe has been 
appointed district sales man- 
ager of the American Chain 
and Manley Divisions of 
American Chain & Cable Co., 
Inec., for the Pacific Coast 
area, with headquarters at 
695 Bryant Street, San Fran- 
cisco, Calif. Mr. Rowe has 
been with the company since 
1927 and in recent years has 
been representing the Ameri- 
can Chain and Manley Divi- 
sions in the Pacific North- 
west. 








Special Deal Offered on Pyrex Ware 


for Mother’s Day-Brides Promotion 


Corning Glass Works is 
providing retailers who sell 
Pyrex Ware with a special 
advertising and display kit 
to help them capitalize on its 
Mother’s Day-Brides Promo- 
tion. The promotion is de- 
signed to build store traffic, 
and thereby step-up sales of 
the entire Pyrex line during 
the spring gift months, by 
giving retailers an opportu- 
nity to sell the popular Pyrex 
clear bowl set at the special 
reduced price of $1.19 as 
compared with the regular 
price of $1.39. 

The clear bowl set consists 
of three clear glass bowls for 
mixing, baking or serving. 
The reduced price will hold 
during the period of the pro- 


motion, April 12 to May 31, 
after which the price will re- 
vert to $1.39. From March 20 
to May 25 retailers will be 
able to purchase the set at 
the reduced price less the 
usual discounts. 

The dealer advertising and 
display kits contain point-of- 
sales display cards, mounted 
reprints of the Life adver- 
tisement, and a_ broadside 
with complete details of the 
promotion. Mats for local 
newspaper advertising are 
also provided. By timing the 
promotion to start April 12, 
Corning is able to offer hard- 
ware dealers an attractive 
special for National Retail 
Hardware Week, April 12 to 
21. 
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Quaker Rubber Names 
Assistant Sales Head 


J. R. Lewis has been ap- 
pointed assistant general 
sales manager of Quaker 
Rubber Corp., Philadelphia, a 
division of H. K. Porter Com- 
pany, Inc., Pittsburgh 22, 
Pa. Mr. Lewis has been with 
Quaker since 1940, having 
held positions as Philadel- 
phia district sales manager 
and assistant sales manager. 


Correction 


Robert Vance, whose elec- 
tion as secretary of The 
Maytag Co., Newton, Iowa, 





ROBERT E. VANCE 


was announced on page 188 
of the March 22nd issue of 
HARDWARE AGE. The photo 
used with the news item was 
that of Tom Payton, shown 
below, who was recently ap- 
pointed service manager for 
the Cory Corp., Chicago. 
Mr. Payton’s photo appears 
below. These photos were 
inadvertently switched in 
news items concerning their 
appointments. 





TOM PAYTON 
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NEWS OF 


MANUFACTURERS AGENTS 








Detsch & Company 
Adds New Lines 


Detsch & Co., Ince., 341 
Tenth St., San Francisco 3, 
Calif., operating in the 11 
western states, British Co- 
lumbia, Canada, and Hawaii, 
has been appointed represen- 
tatives by the following: 
Alkeo Mfg. Co., Chicago, 
makers of light fixtures; Art 
Metals Co., Louisville, copper 
and brass plaques; 20th Cen- 
tury Mfg. Co., Cedar Rapids, 
porcelain cleanser; Clayton 


Distributors, North Holly- 
wood, miniature bench elec- 
tric saw; Semrow Products 
Co., Chicago, plastic bath- 
room fixtures; W. M. Pettett 
Co., Tulsa, cotton mops; 
Acme Sprinklers, Kalama- 
zoo, reciprocating sprinkler; 
and Arrow Metal Products, 
New York, electric drill saw 
attachment. A feature of 
Detsch & Co. is its quotation 
mailing program, designed to 
reach smaller trade centers. 


J. A. Wright & Co., Keene, 


N. H., has appointed two 
new manufacturers’ agents 
to handle its line of Silver 
Cream. W. L. Young Broke- 
rage Co., 3839 W. Second St., 
will represent Wright’s Sil- 
ver Cream in Utah and parts 
of Idaho and Wyoming. 
George L. Tracy Co., 814 
First National Bank Bldg., 
Great Falls, Mont., will han- 
dle the line in Montana and 
northern Wyoming. 


F. M. Warburton Associ- 
ates, Hudson, Ohio, has been 


appointed sales agent for 
Midway Tool Co., Inc., Cleve- 
land, Ohio. Warburton will 
handle all items manufac- 
tured by Midway, including 
Mirbrite and standard finish 
bits for electric drills and 
hand braces; 5-16-13 piece 
sets; electricians’, car, and 
screwdriver bits, in northern 
Ohio and western Pennsyl- 
vania. 


George F. Siemers Co., 906 
Metropolitan Life Bldg., Min- 
neapolis 1, Minn., will handle 
the blow torch line of Otto 
Bernz Co., Rochester, N. Y., 
in North and South Dakota, 
Minnesota, Iowa, and Wis- 
consin. 








OBITUARIES 








J. A. Chilton 


Joe A. Chilton, 70, vice- 
president and sales manager 
of C. M. McClung & Co., Inc., 
wholesaler of Knoxville 1, 
Tenn., died recently at Bap- 
tist Hospital there after an 
extended illness. Mr. Chilton 
started with McClung as a 
stockroom clerk, working his 
way up until he became vice- 
president and sales manager. 
He had been with the com- 
pany for 51 years. A son, a 
brother, and two sisters sur- 
vive him. 





John E. Pingree 


John E. Pingree, secretary- 
treasurer of the New Eng- 
land Hardware Associates 
since 1938, died suddenly on 
March 9, 1951. Mr. Pingree 
was one of the original foun- 
ders of the Associates. His 
residence was at 137 Beech 
Ave., Melrose 76, Mass. 





Vv. G. Winston 


Val G. Winston, manager 
of the firearms and ammuni- 
tio division of Olin Indus- 
tries, Inc., East Alton, IIL, 
died at his home 5410 W. 
Stanford Ave., Dallas, Tex., 
of a heart ailment. He joined 
Western-Winchester, Dallas, 
Olin subsidiary, in 1914 and 
in 1946 was appointed divi- 
sion manager of Western and 
Winchester. Mr. Winston was 
also vice-president of Texas 
Powder Co., Dallas, an affili- 
ate of Olin Industries. Be- 
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cause of poor health, he had 
become adviser to the home 
staff. He was a member of 
the Western Cartridge 





VAL G. WINSTON 


Super-X Quarter Century 
Club, and a charter and hono- 
rary member of the Texas 
Hardware Boosters. 





Calvin L. DeGroat 


Calvin L. DeGroat, 54, field 
manager of The Savogran 
Co., 25 Huntington Ave., 
Boston 16, Mass., died sud- 
denly while on a visit to the 
company’s Boston headquar- 
ters. He was a resident of 
Secane, Pa. Mr. DeGroat 
joined Savogran in 1940 as 
district manager of the cen- 
tral Atlantic states, following 
which he was in charge of 
the company’s operations on 
the Pacific Coast for three 





years. In 1948 he returned 
to the east to become field 
manager. 





A. W. Atkins 


A. W. Atkins, 68, Vassar, 
Mich., died recently at his 
home after an extended ill- 
ness. Mr. Atkins has been 
engaged in the retail hard- 
ware and furniture business 
for the last 51 years, and has 
held offices as president of 
Vassar Board of Commerce 
and a member of Vassar 
Board of Education. 





Joseph T. Hughes 


Joseph T. Hughes, 71, 
selesman and manufacturers 
representative in the hard- 
ware and mill supply busi- 
ness for 40 years, died re- 
cently at Cleveland, Ohio. He 
had been associated with 
Ames Shovel Co., Beaver 
Falls, Pa., and Wood Shovel 
& Tool Co., Piqua, Ohio. 
Three sons and a sister sur- 
vive. 





George L. Rogge 


George L. Rogge, buyer 
for The Schoellkopf Co., Dal- 
las, Tex., died after a four- 
months illness. Mr. Rogge 
was associated with the com- 
pany for 11 years, as a sales- 
man, and then as a buyer in 
the hardware division. He 
was also a member of the 
Texas Hardware Boosters. 
Surviving are his widow, 
five brothers and one sister. 





Philip A. Lozon 


Philip A. Lozon, 60, owner 
of Lozon Hardware Co., 


10460 W. Jefferson, River 
Rouge, Mich., died March 9, 
1951, while vacationing in 
Florida. He was a past presi- 
dent of River Rouge Busi- 
nessmen’s Association. He is 
survived by his widow. 





George West 


George West, 69, manufac- 
turers’ representative and 
senior sales adviser for 
Eagle Rule Mfg. Corp., 510 
Hunts Point Ave., New York 
59, N. Y., died of a heart at- 
tack in his home, Lynbrook, 
L. I. Mr. West joined Butler 
Bros. in 1909, and was tool 
buyer for many years. He 
next established the firm of 
Smith & West, manufactur- 
ers’ representatives with a 
partner, and also became as- 
sociated with Eagle Rule 
Mfg. Corp. He remained in 
the capacity of senior sales 
adviser handling special ac- 
counts for over 20 years. His 
widow and two daughters 
survice. 





GEORGE WEST 
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ashington 
NEWS and Views 


Reports on Events Affecting 


The Hardware Business 


(Continued from page 10) 


Steadfast opposition of the re- 
tail trades to excise taxes was 
‘voiced by the ARF chief, who told 
the congressional group he spoke 
for the Retail Industry Committee, 
an emergency organization repre- 
senting more than 1,000,000 retail 
stores. 

“Our committee believes,” he 
said, “that the unavoidable impact 
of further deficit spending upon 
the price level, even with the most 
effective price controls possible, 
would cost the families of Amer- 
ica far more in increased prices of 
all things, luxuries and necessities 
alike, than any retail sales tax your 
committee in its wisdom might de- 
termine to apply.” 


OUTLOOK—Chanees for final ap- 
proval of a retail sales tax are thin. 
Chairman Robert L. Doughton, 
North Carolina Democrat, of the 
Ways and Means Committee, doubts 
that either house would approve 
the idea. He recalls that in 1932 
the Ways and Means Committee 
approved a general 3 pet manufac- 
turers’ excise tax and that it was 
overwhelmingly defeated on the 
House floor. He believes popular 
sentiment is still against a general 
sales tax. Size of the 1952 appro- 
priations bills which are now be- 
ing written in the House willl have 
considerable bearing on the size of 
the tax bill to emerge from the 
Ways and Means Committee. 


“Open End” Policy 
Favored for CMP 


Details of the proposed CMP 
were awaited in late March, release 
of the first announcement being held 
up only by the final announcement 
of NPA as to the form the program 
should take. This involved whether 
to provide for allocation of scarce 
Materials for all purposes or to 
make it the so-called “open end” 
type—that is, provide only for de- 
fense and essential civilian needs. 

In addition, brakes have been 
applied to construction of new 
steel capacity. Because of the 
Scarcity of raw materials, the add- 
ed drain on current production of 
finished steel (in building new ca- 
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pacity), the Defense Production Ad- 
ministration has ordered a halt to 
the hasty granting of certificates 
of necessity, and in the future, all 
applications for the fast tax write- 
off privilege will be given a thor- 
ough going-over. 


Some relaxation has been made 


in tin allowances (for the second 
quarter only) and in use of steel 
for making tin and terne plate. 
This is to assure sufficient packag- 
ing materials for perishable foods 
and containers for more essential 
tpes of non-food products. But be- 








ginning with the second quarter, | 
NPA will also begin to draw the | 
net tighter on the use of metal con- | 


tainers for less essential uses such 
as for packaging beer and pet foods. 
However, NPA says it will help 
find suitable substitutes. 


| 
| 


In an effort to permit to some ex- | 
tent the continued manufacture of | 


metal weatherstripping, NPA is 
considering an order which will 
standardize this product. Industry 


representatives have recommended | 
that the order limit aluminum use | 


in threshold stripping to .25 lb per 
lineal sq ft, brass to .75 lb, and 
spring bronze door and window 
stripping to .047 lb. 

A preliminary meeting has been 
held between NPA and manufac- 
turers of wheelbarrows looking to 
keeping production as high as pos- 


sible because about 85 pct of out- | 


put is of the essential industrial, 
commercial, and agricultural type. 
It is estimated that in order to pro- 
duce sufficient units this year, the 
industry will have to be assured 


30,000 tons of steel, including 20,- 


000 tons of sheet and strip. 
OUTLOOK—Best guess at press 


time was that the CMP decision | 


would be in favor of the “open end” 
policy. This was partly because 
there would be less administrative 
work. 

The slowing down of approval of 
new steel plant plans does not mean 
an end to new capacity construc- 
tion. Plans have already been 
okayed for some 16,000,000 tons of | 
additional capacity and others will | 
still get the go-ahead. 


(Resume reading on page 11) 


The bright, eyecatching 
Cheney Nail Pennant is 
included in each Cheney 
Nail Holding Hammer 
carton. Be sure to use it 
in your Cheney Hammer 
display; it gets sales 
results. 

There are a few of the 
famous Cheney Sales 
Maker Displays avail- 
able. To obtain one, 
please send your request 
direct to Little Falls, N. ¥. 


(Sales Representatives: :) 


JOHN H. GRAHAM & CO., INC. 


New York, N. Y. 
SANFORD BROTHERS 
Chattanooga, Tenn. 


HENRY CHENEY HAMMER 


CORPORATION 
LITTLE FALLS, N. Y. 



































VLCHEK 


SOFT FACE 
HAMMER 


ITS MANY USES 
MEAN GOOD SALES 


For driving bushings and wrist 
pins ... for body bumping and 
aeronautical repairs .. . for the 
assembly of fine furniture, and 
many other uses—a quality tool. 


Will not mar the surface of 
aluminum or othersoft materials. 
Yet —this finely balanced soft 
face hammer has the driving 
power of an equal weight, 
standard machinist hammer! 


Expertly designed and made — 
drop forged head, polished and 
plated, hickory handle, striking 
faces of tough specially com- 
pounded plastic. 


A good item to feature. 


A fitting companion to the famous Vichek 
Ball Pein Hammer. 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street + Cleveland 4, Ohio 












VLCHEK 


A COMPLETE LINE OF 


| HIGH-GRADE FORGED TOOLS fim 








Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Events 


American Hardware Manufacturers’ 


Assn., 100th semi-annual convention 
held jointly with the 60th annual 
convention of the Southern Whole- 
sale Hardware Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Secretary-trea- 
surer, manufacturers’ group, Arthur 
F. Faubel, 342 Madison Ave., New 
York City 17; managing director, 
wholesalers’ Group, T. W. McAllis- 
ter, 814 Metcalf Bldg., Orlando, Fla. 


| China, Glassware and Pottery Mar- 


ket, July 30-Aug. 10, at the Mer- 
chandise Mart, Chicago, IIl. 


| Cooking and Heating Appliance Man- 


| Housewares 









Industrial Supply 


ufacturers, annual convention and 
exhibit, June 4-6 at the Netherland 
Plaza Hotel, Cincinnati, Ohio. Spon- 
sored by The Institute of Cooking 
and Heating Appliance Manufactur- 
ers, Shoreham Hotel, Washington 
8, D.C., Samuel Dunckel, managing 
director. 


Home Furnishings Market, Interna- 


tional, June 18-28, at the Merchan- 
dise Mart, Chicago, Ill. Includes 
housewares, appliances, toys, games 
and wheel goods, floor coverings, 
radio and television, lamps, china, 
glassware, pottery and gifts. 


and Home _ Appliance 
Manufacturers’ Exhibit, July 9-13, 
at the Atlantic City, N. J., Audi- 
torium. Secretary, A. W. Budden- 
berg, National Housewares Manu- 
facturers’ Assn., 1140 Merchandise 
Mart, Chicago 54. 


Convention, June 
10-13 at San Francisco, Calif., spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Assn., general manager R. Kennedy 
Hanson, 1346 Connecticut Ave., 


N.W., Washington 6. D. C.; Na- 
tional Supply & Machinery Dis- 
tributor’s Assn., executive secretary, 
Henry R. Rinehart, 1900 Arch St., 
Philadelphia 3, Pa., and the South- 
ern Supply & Machinery Distribu- 
tors’ Assn., secretary - treasurer, 
E. L. Pugh, 712 Volunteer Bldg., 
Atlanta, Ga. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, Cleve- 
land, Ohio. Sponsored by the So- 
ciety of Packaging and Materials 
Handling Engineers. 


National Hardware Week, April 12- 
21. Sponsored by the National Re- 
tail Hardware Assn., Indianapolis, 
Ind. 


National Hardware Show, Oct. 8-12, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York 17. Frank M. Yeager, 
managing director. 


Southern Wholesale Hardware Assn., 
60th annual convention held jointly 
with the 100th semi-annual conven- 
tion of the American Hardware 
Manufacturers Assn., April 8-12, at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Managing direc- 
tor, wholesalers’ group, T. W. Mc- 
Allister, 814 Metcalf Bldg., Or- 
lando, Fla.;  secretary-treasurer, 
manufacturers’ group, Arthur L. 
Faubel, 342 Madison Ave., New 
York City 17. 


Sporting Goods Show and convention 
(National), Jan. 20-24, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Regional Events 


Builders’ Hardware Conference (Pa- 


cific Coast), April 24-26, at Victoria, 


B. C., sponsored by Districts 18, 19, 
and 20 of the National Contract 
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A FAST Seller Because It 
Makes Painting So Easy 


LPHYR 


Spraymaster 


MODEL SM-25 


Consistently Advertised 
NATIONALLY 





You'll step up sales in | 
hurry when you show cus- 
“tomers this Spraymaster— 
a complete, easy-to-use sprayer for 
painting cars, furniture, radiators, and | 
scores of farm and home jobs. Twin-cylin- | 
der compressor, equalizer storage tank | 
tested to 90 pounds pressure, maintain- | 
ing 25 to 30 pounds pressure. Spray gun 
of lightweight aluminum, capacity one 
quart, will accommodate standard 
Mason jar. Complete with 10 foot-rub- 
ber hose and handle for easy carrying. 





SEND TODAY 


Get new 16-page cata- 
log with full information 
on the complete line of 
Portable Electric Tools 
for farm, home, and shop. 


ET 
(PET ee ELecTRIc TOOLS, INC. 


332 West 83rd Street, Chicago 20, IMinois 











In Canada: 369 Danforth Avenue, Toronto 13 
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Hdwe. Assn. and the American So- 
ciety of Architectural Hdwe. Con- 
sultants. Managing director Consul- 
tant’s group, John R. Schoemer, 420 
Madison Ave., New York City. 


Coast-to-Coast Stores Mastercraft 
convention for sales people, April 
15-17. York Langton, trade exten- 
sion manager, Coast-to-Coast Stores 
Central Organization, Inc., 43 Main 
St. S. E., Minneapolis, Minn. 


Cotter & Co., Fall Merchandise Show, 
Aug. 6-7, at company headquarters, 
365 E. Illinois St., Chicago 11, Ill. 


Eastern Hardware Golf Assn. 14th 
annual golf tournament, May 22-24, 
Shawnee Country Club, Shawnee- 
on-Delaware, Pa. Secretary, H. L. 
Gillian, 30 Rockefeller Plaza, New 
York City. 


Gift Shows, sponsered by the Western 
Merchandise Exhibitors, will be 
held: Aug. 5-9, at Auditorium and 
Palace Hotel, San Francisco; Aug. 
19-23 at Olympic Hotel, Seattle, 
Wash., and Aug. 26-29 at Portland 
Hotel, Portland, Ore. 


Texas Wholesale Hardware Assn. 
semi-annual convention, June 8-9, 
Shamrock Hotel, Houston, Tex., in- 
cludes joint meeting with the Texas 
Hardware Boosters Club. Secre- 
tary, Nat Pearsall, P. O. Box 386, 
La Feria, Tex. 


State Events 


Alabama Retail Hdwe. Assn., annual 
convention and exhibition, April 24- 
25, at Admiral Semmes Hotel, Mo- 
bile. Secretary, Mrs. Euna G. Ram- 
sey, 509 N. 19th St., Birmingham 3. 

Carolinas Hardware Association of 
convention, June 19-20, Ocean For- 
est Hotel, Myrtle Beach, S. C. Sec- 
retary-treasurer, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 


Florida and Georgia Retail Hdwe. 
Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Waycross, 
Ga. 


Iowa Retail Hdwe. Assn., convention 
and exhibit, Feb. 12-14, 1952, Des 
Moines. Headquarters, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., State 
Fair Grounds. Secretary, Philip R. 
Jacobson, Mason City. 


Mississippi Retail Hdwe. and Imp. 
Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. Sec- 
retary, David O. Mansfield, 226 S. 
State St., Jackson. 


Wisconsin Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 5-7, 1952, 


Milwaukee. Headquarters, Hotel 
Schroeder. Exhibit, Auditorium. 
Secretary, H. A. Lewis, Stevens 
Point. 














LPHYR 


PORTABLE ELECTRIC 
Y%-INCH DRILL 


Consistently Advertised 
NATIONALLY 










Model 1950-H 
(with precision, hand- 
operated chuck) 
Retail Price $17.95 
Model 1950-G 
(with precision gear chuck) 


Retail Price $19.95 

Wins on Performance 
—Sales and Profits for 
Home, Farm, and Shop 











For Drilling 


(and with attachments ) 
* SANDING 
* POLISHING 
{ + GRINDING 
\ * SHARPENING 


This drill is designed for power, for easy 
handling, and for durability that means 
solid user satisfaction. Weighs only 3 
pounds, 2 ounces. Cutler-Hammer lock-type, 
trigger switch for precision control. No-load 
speed, 1600 rpm.; full-load speed, 1000 
rpm. Universal 110-120 volt, AC-DC motor. 
Die-cast aluminum alloy housing. Complete 
with rubber-covered cord and attachment 


30-Piece 
DeLuxe 
» Model 77 
| Drill Kit 


Retail Price $21.65 


Metal kit includes Model 
77 Portable Electric Drill with auxiliary side 
handle, drill bits, adapter, molded-rubber disc, 
sanding discs, lamb’s wool polishing 
bonnet, buffing wheel, wire wheel / 
brush, grinding wheel, paint mixer, ° 
and horizontal bench stand for drill. 


Model 77 Drill s1995 
(with hand-operated chuck) 
Get new 16-page catalog with 
full information on the complete 
line of Portable Electric Tools for 
farm, home, and shop. 











PET Mea ea 


332 West 83rd Street, Chicago 20, Illinois 


In Canada: 369 Danforth Avenue, Toronto 13 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


Otto Kraus, president, said that 
“the change is expected to open a 
new, big market.” 

The blades, which had been sell- 
ing for 10 cents each will now sell 
for 5 for 25 cents and 20 for 89 
cents. 

The packages have been rede- 
signed and the blades will now be 
in plastic dispensers, with built-in 
disposal units for used ones. 


Cost of Living Index 
Reaches Highest Point 


A new record high in the cost of 
living was reached in the month to 
Feb. 15, when the index rose 1.3 
pet. 

This caused the Labor Depart- 
ment’s new consumers’ price index 
to rise to 183.8 pct of the 1935-39 
average. 

Food and clothing increases led 
thé rise. 

The new index, which has been 
adjusted to reflect modern buying 
habits, rose more sharply than the 
old index because it gives less 
weight in consumer spending for 
food, which spurted most sharply 
during the month. 


Wage, Salary Payments 
Rose Sharply in January 


Personal income in January was 
at an annual rate of $239 billion, 
compared with $241 billion in De- 
cember, the Commerce Dept. re- 
ported. The drop from the record 
level in December was attributed 
to a “substantial” reduction in divi- 
dend payments. However, there 
was an increase in all other types 
of income, the total being $230 bil- 
lion in January, as against $226 bil- 
lion in December. Wage and salary 
payments in January were at an an- 
nual rate of $159 billion, a rise of 
$1,150,000,000 from the previous 
month. Half the increase in wage 
and salary payments, the depart- 
ment said, was due to increased 
hiring of workers. 
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$3,100 Was Median Income 
For Families in 1949 


The median income of families 
in the United States, in 1949, was 
$3,100, a decline of $100 from 1948, 
the Census Bureau reports. 

The 1949 total, however, was 
$500 above the median income in 
wartime 1944 and 1945, reported 
Census Director Roy V. Peel. 

There were eight million families 
with incomes of $5,000 or more, 
but more than 10 million with in- 
comes under $2,000. 

Nearly five million families had 
less than $1,000 for the year, or 
an average of less than $20 a week. 


Westinghouse to Push 
Vacuums With Campaign 


A vacuum cleaner spring sales 
campaign, designed to push the 
sale of Westinghouse vacuum 
cleaners where inventories are 
good, was planned at the Mans- 
field, O., plant of the firm, late last 
month. 

R. E. Dobson, merchandising 
manager of the Westinghouse vac- 
uum cleaner department, reported 
that while distributors are still 
taking their allotments of upright, 
tank and hand-vacs, that some 
areas have asked for a strong 
spring promotion. 

Pointing out that industry-wide 
sales of vacuum cleaners had 
dropped in February below Janu- 
ary sales figures, when they, tradi- 
tionally, should have equalled or 
surpassed January totals, is an in- 
dication that vacuum cleaners will 
have to be sold this year, Mr. Dob- 
son added. Normally, January is 
one of the lowest sales months at 
the retail level. 

“Vacuum cleaners have always 
had to be sold and this year will 
be no exception, shortages or no 
shortages,” Mr. Dobson stated. 





Promotional Efforts on Appliances 
Will be Continued by Manufacturers 


Continuation of the education 
and promotional activities of the 
major appliance division of the 
National Electrical Manufacturers 
Association has been voted for 
1951, announced B. C. Neece, 
chairman of the division and vice- 
president of Landers, Frary & 
Clark. 

The need for consumer educa- 
tion on the most effective use of 
appliances becomes even more im- 
portant in a semi-war economy, he 
said. 

Public recognition of the ad- 


vantages of electric appliances was 
an important factor in the indus- 
try achieving the greatest sales in 
history last year, Mr. Neece stated. 
Sales of electric refrigerators in 
1950 totaled 6,200,000 and electric 
ranges 1,830,000, records for both 
of these two appliances. 

Electric water heater’ sales 
totaled 990,000, a 385 pct rise over 
the pre-war year of 1941. Sales of 
home freezers, which first began to 
get public acceptance in 1946, 
touched an all-time high of 890,- 
000, a rise of over 400 pct since 
1946. 





Spokesman for Appliance Manufacturers 
Want Excise Tax Lifted on Stoves 


Repeal of the present excise tax 
on gas, electric and oil appliances 
and raising of needed revenue by 
an emergency tax on all manufac- 
tured consumer goods, except food 
and medicine, at the lowest pos- 
sible rate, was urged by Walter F. 
Muhlbach, president of the Insti- 
tute of Cooking and Heating Ap- 
pliance Manufacturers, before the 
House Ways and Means Committee. 


“By substituting an emergency 
tax on all manufactured consumer 
goods, for the present selective and 
discriminator excise tax, the gov- 
ernment will be able to collect the 
three billion dollars in additional 
revenue which the Administration 
says is required, and at the same 
time spread the burden more 
broadly and more equitably,” said 
Mr. Muhlbach, who is also direc- 
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GOULDS balgnced-flow Jet 


NSURANCE COMPANY 


WILL PAY 


. big dividends to the Beneficiary upon application of the Balanced- 
Flow Jet to all installations as described in this policy, regardless 
of shortages of galvanized tanks and other equipment. 





THE INSURED The alert pump dealer who features Goulds Balanced- 
Flow Jet. 


FACE AMOUNT Maximum pump profits in the face of teday’s shortages 
of tanks, piping and fittings. 


BENEFICIARY The Insured, and all his shallow well customers whose 
capacity requirements do not exceed 540 G.P.H. 


FIRST PREMIUM installation of a Balanced-Flow Jet on that shallow 
well job you're starting this week. 


LATER PREMIUMS. Ditto for all future shallow well installations within 
capacity requirements. 


Due Dates Most any day now. Shallow well pump demand 
reaches the year’s peak very shortly. 





ADDITIONAL BENEFITS 


As Provided by 
the Balanced-Flow Jet Self-adjusting capacity, for real “city” water 


service. Quiet, economical operation. Absolute customer satisfaction, peak profits. 


Get further information on your. Shortage insurance—the Balanced-Flow—from your 
Goulds distributor, or write us. 


PT Stewie ye [Orn 20 
We. M. Somer _ 
U 














WATER SYSTEMS 








SENECA FALLS, N.Y. FOR EVERY FARM AND HOME NEED 


| 


GOULDS PUMPS, INC. 
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No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 


LICENSE 
PLATE 
FASTENERS 











No. 012558 
Rust-proof. 
With wing 
nuts. For 
older 
model 
cars 





x 2 
Shavou Boil. andl, Serta Co, 


BOSTON 10, MASS. 


SHARON HAS SHIPPED ITS 





PROOF POSITIVE 





THAT SHARON 






REFILLABLE ASSORTMENTS 
TURN LOSSES ON DIME 
SALES INTO PROFITS 





x AL 
Shavou Bott. and(, Sorta! Co. 


BOSTON 10, MASS. 


















At your 
favorite jobber 
or write direct 


tor of distribution and research, 
of the Florence Stove Co., Gard- 
ner, Mass. 


“If Congress should determine 
that the emergency tax be imposed 
at the manufacturing level rather 
than at the retail level a specific 
provision should be written into 
the law that the tax must be passed 
along without markup so that the 
consumer will be paying only the 
exact amount of the tax collected 
by the government.” 

Mr. Muhlbach declared that “no 
excise tax should ever be imposed 
on cooking ranges and water heat- 
ers. They are essential to life and 
bodily comfort. They are not lux- 
uries.” 


Revere Fair Share Plan 
Announced to Trade 


A Fair Share Plan for the dis- 
tribution of Revere Ware has been 
broadcast to the trade by the Rome 
Manufacturing Co. Division of 
Revere Copper and Brass, Inc., 
Rome, N. Y. 

The company’s advertisements 
in the trade press explain that the 
plan is based on each customer’s 
total dollar billings on Revere 
Ware for the first 11 months of 
1950. This figure is divided by 11, 
with the expectation that each cus- 
tomer will receive approximately 
every 30 days, one-eleventh of his 
total dollar purchases during the 
first 11 months of 1950. 

This would mean that any cus- 
tomer who bought $11,000 worth 
of Revere Ware during the first 
11 months of last year would be 
entitled to monthly shipments in 
the amount of $1,000. The firm’s 
sales department will select from 
the customer’s order enough of 
the available items to total $1,000. 


Mail Order, Chain Stores 
February Sales Up 17% 


Leading mail order and chain 
stores registered a 17 pct increase 
in sales in February, compared 
with the same 1950 month. In the 
previous month sales were up 29.7 
pet over January, 1950. 

Sales of mail order houses were 
up 22.3 pct in February over a year 
ago while for the first two months 
of this year the rise was 33.9 pct 
General merchandise chains were 
up 15.6 pet in February and 23.8 
pet for January and February. 
Automotive-variety chains had a 
22.8 pet gain in February; 44.8 








pet for the two months. 








Retail Store Sales Rose 
16°, Over February 1950 


Sales of all retail stores in 
February were 16 pct above a year 
ago, the Dept. of Commerce an- 
nounced. 

After adjusting for seasonal 
factors and trading day diliffer- 
ences, sales in February were down 
about 3 pct from January but were 
higher than in any previous month, 

Decreases in seasonally adjusted 
sales from January to February 
were shown for all the major dur- 
able-goods groups. At building 
materials and hardware, home- 
furnishings, and jewelry stores the 
declines ranged from 4 to 8 pct. 

The unadjusted sales totals for 
the building materials and hard- 
ware groups were: Feb. 1951 (pre- 
liminary), $805 million; Jan. 1951, 
$921 million; Dec. 1950, $930 mil- 
lion, and Feb. 1950, $605 million. 

Seasonally adjusted figures for 
the building material and hard- 
ware group were: Feb. 1951 (pre- 
liminary), $1,100 million; Jan. 
1951, $1,147 million; Dec. 1950, 
$988 million, and Feb. 1950, $828 
million. 


Sales of Large Hardware 
Stores Down 7°, in Feb. 


Large independent retail hard- 
ware stores showed a greater sales 
increase in February over the same 
month of last year, than any other 
lines of retail trade. The increase 
was 30 pct, as compared with the 
total of all businesses of 14 pet. 

Sales of these large hardware 
stores were down only 7 pct from 
the previous month. The decline 
for the month was lower than for 
most other lines of trade. The 
average decline for all lines was 
11 pet. 

The February sales data, based 
on reports from approximately 
10,000 large independent stores, 
to the Bureau of the Census, Dept. 
of Commerce, were not adjusted 
for seasonal variation, number of 
working days, or price changes. 

Lumber and building material 
dealers had sales gains of 26 pct 
in February of this year over 
February, 1950. Department store 
sales were 18 pct higher than in 
February a year ago. 

The over-all seasonal (January 
to February) sales decrease was 
reflected in all of the major kinds 
of business. Decreases ranged 
from 2 pct in drug store sales to 
23 pet in the sales of apparel 
stores. 

Other declines were: Food 
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2 ilmerr friction tape 
me re Straight-tearing, non-raveling—has both high 
roll -_ 5 insulation and high adhesion qualities. Recom- 
$ ‘li mil- 1 mend it for all general purpose uses. Standard 
ne Ps width, 34’; foil-wrapped in 60-, 30-, 13-, and 
gures for & 5-ft. rolls. Attractive display carton for coun- 
4 ree ? ter sales. 
pre- % 
yn; Jan. id al 
ce, 185 Gilmer J hber tape 
wy Profit-making related item to friction tape. 
Highest-grade rubber; high insulating value; 
fuses readily without heat. Standard width, 
ire 34”; 21- or 10-ft. rolls. Foil-wrapped, boxing 
> optional. 
ail haré For more than 50 years Griffin Friction Tape (in 60- and 30-ft. lengths) and 
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Tapatco 





PROFIT TIP 


SAFETY for CHILDREN. SALES for You 


Order your stock of 
Stay-A-Floats now — 
the safest, fastest sell- 
ing child’s swim vest. 
with 


They’re popular 
parents and children 
alike. Filled with new 


Java Kapok (six times 
cork). 
Can’t leak—ean’t pune- 


as buoyant as 


ture and they stay on. 
Sizes for children 2 to 


12 years. Stock and 
display Tapatco Stay-A- 
Floats . . . and watch 
them sell. See your 


jobber or write us. 





THE AMERICAN PAD & TEXTILE CO. 


Greenfield, Ohio 





LIFE SAVE VESTS, BUOYANT CUSHIONS, SLEEPING 
BAGS. SPORTS CLOTHING, CAMP EQUIPMENT, HORSE 
COLLAR PADS, TRACTOR SEAT CUSHIONS 











* Pequea uses the famous Mustads 
and snelils them with Dupont Nylon 
Leader material by a patented ma- 


chine process. This makes every 
“Pequea Hook’ uniformly stronger 
and absolutely dependable. You can 
get “Pequea’s” in every popular point 
and bend with Snells from 6 to 36 
inches long. 

Pequea also makes the famous 
Quilby Minnow. Choice of 60 sizes 
for all fresh and saltwater fishing. 













Send for details of Pequea’s Popular 
Localized assortment of Hooks and 
Quilby Minnows. 





The greater strength in Pequea 
Hooks is in the method of snell- 
ing. A hook that comes off the 
leader will not bring in fish. 
Build up profits and hold cus- 
tomers with. the world’s best. 













PEQUEA WORKS, INC. 


STRASBURG, PA. 



























stores, —5 pct; eating and drink- 
ing places, —10 pct; general 
stores, —8 pct; gasoline service 
stations, —11 pct; drug stores, 
—2 pct; department stores, —13 
pet; dry goods and general mer- 
chandise stores, —12 pct; apparel 
stores, —23 pct; jewelry stores, 
—1li pct; motor vehicle dealers, 
—8 pct; furniture stores, —7 pct; 
hardware stores, —7 pct; and lum- 
ber and building material dealers, 
—14 pet. 


Construction Contracts 
46°, Above Last February 


February construction contract 
awards were $1,140,527,000 or 9 
pet higher than January and 46 
pct more than February 1950 in 
the 37 states east of the Rockies, 
it was announced by F. W. Dodge 
Corp., construction news and mar- 
keting specialists. The total for 
the first two months of 1951 was 
$2,183,775,000 or 45 pet more than 
the comparable figure for 1950 
according to Dodge. 

Non-residential awards of $431,- 
166,000 in February were 6 pct 
below January but were 62 pct 
ahead of February a year ago. 
Residential contracts at $531,146,- 
000 were 26 pct above January and 
47 pet higher than February 1950. 
Public and private works and 
utilities totaled $178,215,000 in 
February or 10 pct more than Jan- 
uary and 17 pct higher than 
February last year. 

With increases in all categories 
for the first two months of 1951, 
percentages of gain in the in- 
dividual classifications were as 
follows: Non-residential 78; resi- 
dential 35; public and private 
works and utilities 11. 





Builders Now Cautious 
About New Home Starts 


That builders are now following 
a cautious policy is indicated by the 
fact that, in spite of high level of 
housing starts in January and Feb- 
ruary, the number of new applica- 
tions for Federal Housing Admin- 
istration insured loans is well be- 
low a year ago. 

H. R. Northrup, vice president of 
the National Retail Lumber Deal- 
ers Association, pointed out that 
builders are becoming more cau- 
tious and may not do all the build- 
ing federal planners estimated. 

Building starts in January and 
February were estimated in excess 
of 160,000 by the government. The 
Housing and Home Finance Agency 
has been aiming for a total of 800,- 
000 to 850,000 “non-farm” starts 
this year. 

Mr. Northrup charged that the 
NPA, which can limit the use of 
materials for home-building, has 
never accepted the goal. “Nor has 
NPA given any indication as to 
how much steel can be counted on 
for housing construction, although 
manufacturers of autos and house- 
hold appliances have been advised 
of the extent of their cutbacks,” 
he said. 

Mr. Northrup asked for a state- 
ment from NPA on its intentions. 


Home Construction High 
But Is Expected to Drop 


Builders’ stockpiles of materials 
will gradually be reduced or de- 
pleted, due to growing shortages 
and the impact of materials con- 
trols, according to the U. S. Sav- 
ings & Loan League quarterly let- 





Richard L. White Looks for Sharp Cutback 
In Appliance Output in Last Half of the Year 


A reduction in production of home appliances in the second quarter of 
1951 and a further and sharper cut in the last half of the year, probably at 
least 40 pct below the record-breaking levels of the last half of 1950, was 
forecast by Richard L. White, president of Landers, Frary & Clark, maker 


of Universal Brand appliances. 


Mr. White made his appraisal of the appli- 


ance outlook at the American Bankers Association’s annual installment 


credit conference in Chicago. 


He said that sales of electrical appliances would show a drop this year 


even without metals restriction to curb output. 


Demand for non-essential 


home devices, he stated, would be reduced by higher taxes and other 


increases in living costs. 


“The present mandatory limitation orders will simply curtail by mandate 
production that would have been curtailed by the laws of supply and 


demand,” he explained. 


drastically than plain old economic laws. 


“The mandatory program will affect us more 


However, I feel that our 1950 


volume of appliance sales exceeded normal demand and could not be 


continued.” 
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Y@S, the Filtron cold water coffee extractor—the newest 
way to delicious coffee—is the newest gift for Mother’s Day. 

Stock and demonstrate the Filtron—there’s nothing like it 
on the market—cash in on Mother’s Day advertising in House 


Beautiful—Living—Gourmet. 


remember, hundreds of hardware dealers are tak- 
ing advantage of the growing Filtron demand to increase 
traffic—add a new high discount source of income and build 
prestige and good-will. 


UTIRON 


check these dealer 


features: 
COLD WATER @ Made from nen-shortage 
COFFEE materials 
®@ Top discounts 
EXTRACTOR “ 
@ Easy to demonstrate 
retails at ® Growing demand plus 
$ 50 novelty 
19 @ Complete co-op merchan- 
dising 


ilightly higher west of Rockies 





Ask your jobber for complete details 
or write direct to 


1215 W. Fullerton Ave. 
Chicago 14, Illinois 








HARDWARE AGE, APRIL 5, 1951 


“SINCE 1888” 


A complete line of hand, continuous, compressed air, knap- 
sack, bucket, wheelbarrow.and barrel sprayers. Also hand 
and crank powder insecticide dusters. We are the origi- 
nators of sprayers and our products are of outstanding 
quality in engineering, modern design and performance. 


The famous Smith INDIAN FIRE PUMP is unexcelled 
for Civilian Defense fire fighting. Send for catalog. 


3) 
Z, 


vii 
ie 


BANNER 


Compressed Air Sprayer 


The outstanding compressed air sprayer. 
Open or funnel top. Galvanized or 
copper tank. Non-clog angle nozzle. 


lid 


JIM DANDY 
Cart Sprayer AQUAMATIC NOZZLE 








The king of sprayers. 5 gallon 
extra strong compressed air 
tank. Pressure gauge. 12 foot 
hose. Balloon tires. Roller 
bearings. Brass valve and ad- 
justable nozzle for long dis- 


tance and fine spray. 


=f ih. y 


v 






WHEELBARROW 
SPRAYER 


Steel wheel or balloon 
tire. High pressure 
tank if desired. For all 
spraying purposes. 18 
gal. bucket tank. Con- 
stant high pressure. 


Finest quality 
very easily operated. Ad- 
justable feed lever. Preci- 
sion built for hard service. 






Knapsack 
Sprayer 


The finest knapsack 
sprayer made. Pump 
lever develops high pressure easily 
while spraying. 5 gal. zinc-grip steel or 
copper tank. Tank is air conditioned so 
dampness does not reach the back. 
Adjustable brass nozzle. 





Combination of Sprinkler No. 74 and 
Fire Nozzle No. 72. Throws soft, large 
spray or solid stream. Solid brass. Posi- 
tive shut- off. . 






BLIZZARD SPRAYER 


Pint, Quart, (39 ounce). Sprays any 
liquid. Continuous, Seamless brass 
pump barrel. Solid copper tank. Appeal- 
ing streamline design. Highly polished. 
Finest continuo <orayer made 


~ GIANT 
DUSTER 









made and 


D. B. SMITH & CO. 


(Originators of Sprayers Since 1888) 


420 MAIN STREET 


UTICA 2, NEW YORK 





















For Your GREATER 
CUSTOMER SATISFACTION 
Reach For a Can of 


LANDEN QUALITY 
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There’s A BIG pirrerence 


in PUTTY... 


It takes laboratory controlled produc- 
tion plus years of extensive tests and 
research to produce the high standards 
of Landen Quality Putty. Add to that 
good packaging, attractive labeling and 
prices that are both fair to consumer as 
well as retailer and you've got a com- 
bination that is hard to beat. 


So when your customers ask for putty 
‘reach for a can of Landen Quality 
Putty. You'll do them a favor and favor 
yourself with the added profits of their 
repeat business. 


For maximum quality — attractive 
labeling — fair prices — intelligent han- 
dling and prompt delivery, sell Landen 
Quality Putty. 


Insist on Landen Quality Putty from 
your jobber or write us. 


LANDEN PUTTY WORKS, Inc. 


Malden, Mass. 





ter which foresees an early drop 
in home building. 

Many builders, it states, had 
finished financial arrangements for 
the building of new homes before 
imposition of government credit 
restrictions, said the letter. This 
has been one factor in a continued 
high level of construction and an- 
other has been the stockpiling of 


materials. Construction in Janu- 
ary and February was well above 
the rate of a year ago. 

“These conditions are not likely 
to continue in the later months of 
this year,” the letter observed, 
adding that many financial institu- 
tions are becoming “very conserva- 
tive” regarding loans to finance 
construction. 





Protests against higher excise 
taxes on a larger list of home ap- 
pliances, as proposed by the Ad- 
ministration, were made to Con- 
gress by manufacturers. It is pro- 
posed to increase the rate from 10 
to 25 pet on a number of items 
which are now taxed and to make 
some others which are not now 
taxed subject to the higher impost. 

Vacuum cleaners are among the 
appliances which would be taxed 
for the first time and manufac- 
turers contended that it would be a 
tax on cleanliness. To include sew- 
ing machines, makers of that prod- 
uct argued, would be similar to a 
tax on clothing. Manufaeturers of 
food freezers stressed the im- 
portance of that item for storage 
of food in the event of an atomic 
attack. 

Items which would be taxed in- 
clude washing machines, mangles, 
dishwashers, floor waxes, garbage 


Appliance Manufacturers Protest Proposed 
Boost in Excise Taxes on Items for the Home 


disposal units and electric razors. 
It is proposed to boost the tax from 
10 to 25 pct on radios, television 
sets, phonographs, phonograph rec- 
ords, musical instruments, refrig- 
erators, water heaters, fans, toast- 
ers, food mixers, warming pads, 
coffee makers and other items. 

Meanwhile, Henry H. Heimann, 
executive manager of the National 
Association of Credit Men, said in 
his monthly business review that 
the excise tax increase proposal 
was shortsighted. 

“The increased rate,” he said, 
“will bring the government less 
money than a lower rate because 
of the diminished volume of sales 
and the lower income tax payment 
by the company. It will introduce 
inferior synthetics and substitute 
merchandise which in the end will 
be more costly to the purchaser. 
It, of course, will reduce civilian 
production of these items.” 








There was a one-fourth increase 
in the number of families in the 
United States between 1940 and 
1950—34,948,666 in 1940 and 43,- 
486,000 ten years later. 

The civilian population in house- 
holds, however, was only one-eighth 
larger, according to data from the 
1950 Census of Population. 

It was pointed out that this ten- 
dency for the rate of household for- 
mation to exceed the rate of popu- 
lation growth in households has 
been usual for many years. 

The rate of increase since 1940 
for small and moderate-sized house- 
holds was very marked, the Census 
Bureau said, adding that there 
were about one-third more house- 
holds of from one to four persons 
in 1950 than 10 years earlier, while 
there was little change in the num- 
ber of households of five or more 





persons. 


One-Quarter More Family Units in 1950 
Than There Were in 1940—43!/2 Million of Them 


There were about 39,200,000 
families in the country in 1950, 
a gain of seven million over the 
32,200,000 families in the earlier 
census. According to the bureau, 
the average size of the family last 
year was 3.6 persons, with urban 
families tending to be the smallest. 
The average number of persons in 
urban families was 3.4, against 3.7 
in rural non-farm families, and 4.0 
in farm families. 


Hard Floor Coverings 
Show Good Volume 


Sales of hard surface floor cov- 
erings for the first quarter of this 
year are about 30 pct above the 
level for the first three months of 
1950, according to reports of some 
wholesalers. Sales in January were 
heavy. Although there was a slight 
lag in February, March has bee 
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FINGER GRIP 
ADJUSTABLE CLIPS 


Sell themselves! 


Insist on the all-purpose 
CLIP for ‘parking’ things 


Powerful Sales Help 
is on the Job... 





‘ic razors. 
2 tax from 
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STILL TIME 
TO FEATURE 


¢ yood-rite 


No-Nib’! 


Reg. U. S. Pat. Off 





the rabbit repellent 
that really works! 


@ Your customers will go for this rabbit 
repellent that protects flowers, shrubs, 
vegetables and ornamentals. 


Rabbits run at the first bite or two, 
and stay away. Tested by agricultural 
authorities and hundreds of users. A 
really effective and positive repellent. 


easy to apply 


Apply Good-rite No-Nib’I directly from 
the shaker top can, or use it as a spray. 
Non-injurious to animals. Harmless to 
plants and soil. 


sells fast 


Dealers who feature Good-rite No-Nib’! 
in the special counter display report 
fast sales to those who have rabbit trou- 
ble in their gardens and that means 
almost everybody! 


Here’s your opportunity 
to make good profits or 
a fast-selling specialty. 
Send your order in today 
and cash in on this prof- 
itable spring business. 

















NATIONAL DISTRIBUTORS 


INNIS, SPEIDEN & CO. 


Dept. cu-4 
117 Liberty St., N. Y. 6, N. Y. 











No-Nib’l is a product of 


B. F. Goodrich Chemical Co. 


A Division of The B. F. Goodrich Company 
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marked by a substantial improve- 
ment over the same month a year 
ago. 

Wholesalers believe that self- 
installed tile will be a big item this 
year. Producers, retailers and 
wholesalers have joined in pro- 
motional campaigns in many areas 
aimed at familiarizing the con- 
sumer with the simplicity of self- 
installation and consequent mone- 
tary savings. 


Wholesale Price Index 
Sets Another Record 


A rise of 0.3 pct in the week 
ended March 20 sent the wholesale 
price index of the Labor Dept. to 
a new record high. 

At 183.9 pct of the 1926 average, 
the index was 2.2 pct above Jan. 23, 
just before the wage-price freeze, 
and 17.2 pet above levels just be- 
fore the Korean war started. 


Builders Told Not to 
Fear Hardware Shortage 


Meade Johnson, general sales 
manager of the Stamford division, 
Yale & Towne Manufacturing Co., 
appearing in an interview over 
station WINS, New York, said that 
curtailment of certain materials 
would mean a cut in the variety 
of builders’ hardware. 

“But home builders — especially 
those building small homes in de- 
fense production areas — should 
have no fear as to availability of 
hardware supplies this year. The 
government’s ban on non-essential 
building will have little effect on 
this industry, since only about one- 
tenth of 1 pct of builders’ hard- 
ware is produced for this work. 





‘Don't Stock Excessively’ 
Warns D & B Economist 


Dealers who accumulate 
excess inventories were 
warned by Roy A. Foulke, 
vice-president of Dun & Brad- 
street, Inc., that this is “one 
of the worst evils that can 
befall a business enterprise.” 
In a newly published pamph- 
let, “Financial Guides to 
Healthy Business Manage- 
ment,” Mr. Foulke pointed 
out that many concerns are 
ruined by such a policy. 

“Some managements,” he 
declared, “are utterly unable 
to resist what seems to be a 
bargain, although the com- 
mon testimony of successful 
business men is to the effect 
that bargains rarely exist to 
such a degree that a concern 
in normal times is warranted 
in locking up its capital in 
excess inventory. 

“The more effective and the 
only sure way to save money 
in buying is to purchase rea- 
sonable quantities under the 
most favorable market condi- 
tions. It rarely, if ever, pays 
to load up with excess quanti- 
ties.” 











Hardware Firm Had 
$807,470 Sales in Feb. 


Chanslor & Lyon-Palace Corp., 
San Francisco hardware and auto- 
motive supply concern, reports 
sales of $807,470 in February, an 
approximately 50 pct rise over the 
$539,646 reported for the same 
1950 month. 





T —— 





Economist Says Retail Sales May Possibly 
Show a 10 Pct Increase This Year 


Retail store sales could show a 
10 pet rise this year, in view of the 
fact that total income is about 12 
pet above a year ago, in the belief 
of sales promotion executives, ac- 
cording to Howard P. Abrahams, 
manager of the sales promotion di- 
vision and visual merchandising 
group of the National Retail Dry 
Goods Association. 

Addressing the annual Adver- 
tising Institute at Emory Univer- 
sity, Mr. Abrahams declared that 
stores have sufficient merchandise 
to meet the increased demand. Cut- 
backs, he noted, are not nearly as 
large as originally reported. 





“This means,” he said, “that sup- 
ply and demand are in closer bal- 
ance than had been anticipated. In 
merchandise using certain essen- 
tial materials, where curbs have 
been put into operation, we have 
seen many effective substitutes. 
Many manufacturers are meeting 
production problems by reducing 
their variety of models without 
sacrificing actual units produced.” 

Mr. Abrahams stated that stores 
would use vigorous promotion 
methods, in contrast to predictions 
at the beginning of the year, in 
order to overcome consumer resis- 
tance due to advance buying, high- 
er prices and credit curbs. 
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Briddell Will Resume 
After Disastrous Fire 


Charles D. Briddell, Inc., cutlery 
firm whose plant at Crisfield, Md., 
was completely destroyed by fire on 
March 3, has announced that it 
expects to resume limited produc- 
tion of Carvel Hall cutlery by April 
15, and expects to be in full pro- 
duction soon thereafter. 

The announcement stated that 
the company would resume ship- 
ping, in 45 days, orders on hand 
scheduled for March shipment. 
Orders with delivery promises for 
April and May would be subject to 
the same slight delay, it was stated. 

New orders wil! be scheduled for 
shipment as soon after July 1 as 
possible. 

The company announced that it 
had produced as much Carvel Hall 
cutlery during January and Febru- 
ary as it had in the first five months 
of last year. 

Fire, fed by exploding drums of 
chemicals and oil, swept through 
the 45,000 sq. ft. plant, destroying 
it completely in 80 minutes. Some 
of the dies, grinding and heat- 
treating machines were quickly re- 
stored to use and additional ma- 
chinery was rushed to temporary 
buildings. 

The office, plating department, 
ice tool factory and two ware- 
houses containing packaging ma- 
terials and supplies were not 
harmed. . 


Warn of Danger in Reuse 
Of 2,4-D Pesticide Drums 


A warning was given by the 
National Agricultural Chemical 
Association that drums containing 
2,4-D, 2,4,5-T pesticides should not 
be used for any other agricultural 
chemicals. Despite the shortage 
of drums, it was stated, efforts 
should be made by suppliers to see 
that they are not used for other 
insecticides due to possible harm- 
ful effects on crops. 


Dept. Stores Showed Sales 
Gain in March 17 Week 


The department stores of the 
country registered an 11 pct sales 
gain in the week ended March 17 
over the like week of 1950. 

The Federal Reserve Board re- 
ported increases in all the Reserve 
districts, except the Minneapolis 
area, where sales were 3 pct below 
a year ago. 

The other districts showed gains 
from 3 pct in St. Louis to 18 pet 
in Philadelphia. 
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THE BEN-HUR FAMILY 
leftovers — for welcome meal variety 
Avoids 


food-cost savings help pay 


fre czes 
later. meal-monotony, and 
for the 


freezer, too. 


Important sales-clincher for Ben-Hur 
dealers is the copyrighted “Let's Prove 
It” form, an easy and sure way to 
e - ‘ 
prove exact food-cost savings for any 
family. Speeds up your freezer sales 


and profits. Write for details. 


12 
Ibs. 


BEN-HUR MFG. CO. 








§ cubic 


Others: 8.5,.16 , 





foot size, holds up to 625 


20 cubic foot 


HEALTHFUL: LIVING THROUGH FROZEN FOODS 











ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything you and 
your customers want: 
Plenty of drying space 
-24 smooth snagproof, 
rustproof feet for in- 
between washings, dia- 
pers, lingerie! Compact—cioses completely 
to only a few inches of space! Lightweight 
—all select hardwood, weighs only 5 Ibs.! 
And it's priced right—retalls at only $2.95. 

Higher West Roekies 


See your jobber or write 


ARTMOORE CoO. 


Dept. A-41, 1319 North 3rd Street 





AN ARTMOORE PRODUCT——— | 





Milwaukee 12, Wisconsin 

















McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 





















THREE WAYS 10 
BOOST PROFITS 


WITH MILK FILTER PiSCS 














































MEET THE NEEDS OF ALL YOUR TRADE 


1 
Sell Perfection 


CLOTH FACED and PLAIN FINISH 
AMERICA'S FINEST MILK FILTER DISCS 


2 
Sell Elgrade 


O.K. FOR THE SMALLER MILK PRODUCERS 


3 
Feature Perfection 
DUBL-CHEM-FACED 
TOP QUALITY AT LOW COST 
The only “‘Tripl-Filtring”’ Filters 


The only Nationally Advertised Line 
with over 38 million ads in 1951 


Ask your supplier or write for Free 
Samples and Merchandising Aids 


SCHWARTZ MFG. CO. 


Two Rivers, Wisconsin 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 














Fair Trade Act Will Again Be Tested Before 
U.S. Supreme Court; Supermarket a Litigant 


Two national organizations that 
favor the maintenance of the Fair 
Trade laws, now in effect in 45 
states, have been granted permis- 
sion to enter briefs as friends of 
the court in a critical test of one 
important phase of these laws. 

The case is that of Schwegmann 
Brothers, a New Orleans supermar- 
ket, versus Seagram Distillers Corp. 
and Calvert Distillers Corp., which 
is now before the U. S. Supreme 
Court. The case is to be argued 
the week of April 9. 

Both the American Fair Trade 
Council and the National Associa- 
tion of Retail Druggists and its Bu- 
reau of Education on Fair Trade, 
have entered the case because of 
the far-reaching effect that the 
decision will have on the Fair 
Trade laws. 

The Supreme Court, on Feb. 26, 
accepted an appeal brought by the 
New Orleans retailer against the 
distillers to test whether the Miller- 
Tydings Act finds nonsigners as 
well as signers, to Fair Trade con- 
tracts with manufacturers outside 
their states. 

The Department of Justice has 
entered the case, urging that the 
Miller-Tydings Act be construed as 
applying to signers only, and not 
to nonsigners, in all instances 
where contracts are with manufac- 
turers outside the state. 

The brief will be filed in behalf 
of the American Fair Trade Coun- 
cil by Herbert A. Bergson, former 
Assistant Attorney General and 
former chief of the Antitrust Divi- 
sion of the Department of Justice, 
who had been considered a foe of 
Fair Trade. 

“Mr. Bergson’s acceptance of this 
case carries unusual significance 
because of his previous position 
with the Dept. of Justice,” declared 
John W. Anderson, American Fair 
Trade Council president. 

“While Mr. Bergson has attacked 
the Fair Trade Acts in the light 
of his interpretation of the basic 
philosophy of the Sherman Act, he 
has never questioned the constitu- 
tionality or legality of the provi- 
sions of the Fair Trade Acts of 
the 45 states that have them, or 
their applicability to all nonsign- 


” 


ers,” continued Mr. Anderson. 
“The American Fair Trade Coun- 
cil is advised that the constitution- 
ality of Fair Trade legislation is 
not at issue in this case. The U. S. 


Supreme Court by unanimous de- 
cision, and the highest courts of 
many states, have previously up- 
held the validity of this legislation.” 

Another eminent attorney who 
will participate in the case, in be- 
half of the N.R.D.A. and the Bu- 
reau of Education on Fair Trade, is 
Judge Samuel I. Rosenman, a for- 
mer New York Supreme Court Jus- 
tice who also served as special coun- 
sel to President Roosevelt. 

Calvert and Seagrams sought to 
enjoin the Schwegmann supermar- 
ket, which claimed it had not signed 
contracts with the distillers, from 
violating the Louisiana fair trade 
prices. 

In rulings on the issue, both the 
U. S. District and Circuit Courts 
in Louisiana upheld Calvert and 
Seagram. 

Schwegmann’s appeal to the Su- 
preme Court was joined by the 
Dept. of Justice, which asked the 
tribunal to determine whether the 
“non-signer” clause is exempted 
from the anti-trust laws by the 
Miller-Tydings Act. 

“This is the second time in the 
past 15 years that the Supreme 
Court is passing on the constitu- 
tionality of fair trade,” points out 
Dr. John W. Dargavel, executive 
secretary of the retail druggists’ 
association. “In a unanimous de- 
cision, handed down in 1936, the 
court upheld the Illinois Fair Trade 
law, including the ‘non-signer’ 
clause,” he said. 


15°% Increase in Freight 
Rates Asked by Railroads 


The nation’s railroads have asked 
the Interstate Commerce Commis- 
sion for a 15 pct rate increase, in- 
stead of the 6 pct rate increase 
they sought on Jan. 16. 

On March 14, the I.C.C. approved 
an interim freight rate boost of 4 
pet in eastern territories and 2 pct 
in other areas. 


Paint Sales Outlook Good 
For Second Quarter 


A favorable outlook for, paint 
sales in the second quarter of the 
year, continuing the substantial 
volume of business which this in- 
dustry enjoyed in the first three 
months, was forecast by Renshaw 
Smith, Jr., vice-president of Devoe 
& Raynolds, in charge of trade 
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MINEOLA, NEW YORK 





ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 
Nationally Advertised Products 


GREAT NECK SAW MERS., inc. 


ot chisels *« 


rew drivers ® 
coping saws 
s¢' 


m 
ch awis *P «+. for the stars in our line 


see your jobber 











Sr ge RE REE 
Auger bits \ Midway Mirbrite Bits 
forevery \ “greferred by all 

purpose whe want the Gest!” 


a 


ay 


; Standard auger bits 
Auger bits for 17 sizes (4/¢” to 24/6") 
electric drills 


*he” to 12/46” 
*Mirror Bright 





Sales Office and Factory 
Melvin, Ohio 




















(Die) BUFFS, COMPOSITIONS) 


¢ 
4 
PACKAGED FOR QUICK SALES! 


@ This compact, attractive Dico 
unit (Retail Value $28.50) contains 
24 buffs, 12 tubes of composition, 
and extra flanges. Buffs individually 
boxed, complete with Buffing Man- 
val, and fl to fit popular spin- 
dle sizes. Handy sales and use chart ” ; 

on back of display. Requires less + 481. Dico $19 

than 1 sq. ft. of counter space. Unit Only Dealer's Cost 








ivine Brothers (6mpany + UTICA 1, N.Y. 








) PROMPT DELIVERY FROM YOUR JOBBER, OR DIRECT FROM 





HARDWARE PRODUCTS DIVISION 











Don’t be 
without... 
famous 


Ray-O-Vac 
LEAK PROOF 


Flashlight 
Batteries 


Power is Sealed in Steel for 
“Light When You Need It!" 








FREE 
QUICK REFERENCE FILE 
GREENLEE HAND TOOLS 


Gives facts on the complete 

GREENLEE line of Chisels, 
Bits, Drills, Spiral Screw- Ff 
drivers, Automatic Push Drills Z j 
and other fine tools. fe 















‘| NW 
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[he Cleveland Chain & Mf Go. 
Cleveland 5, Ohio , 





| CHAIN FOR EVERY NEED 


























ditty 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 





Saves time and storage space... for home use 
or by workmen in building trades. 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 
Nationally advertised to builders 
and home mechanics. Order from 
your hardware jobber, or direct, if 
he cannot supply you. 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 











Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 





FOLLOW THE LEADER IN "Want Ad"' ADVERTISING— 


H ARDW ARE AGE Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y. 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 
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For Fast Sales... 
Easy Rental... 
or Your Own Use 


Light and fast, or heavy duty— 
there is a complete line of RED 
DEVIL Floor Polishers with 
accessories to fill your 
demands. Order thru your 
\) jobber or write for facts. 


RED DEVIL 
FP11 
11” BRUSH 
UNIVERSAL 
MOTOR 


RED DEVIL 
FP1 
A «611 ~BRUSH 








NEW TYPE REMOVER 





CLEAN—NO MESS 
NEEDS NO AFTER-WASH 
NON-INFLAMMABLE 
WORKS ON ANY FINISH 





STRIP 


Order from your jobber. 
Write us for free sample. 


W. M. BARR & CO. 
2342 South Lauderdale, Memphis, Tenn. 
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SONANFLAMMABLE | 





sales, at a meeting of district man- 
agers of the paint manufacturing 
company in Atlantic City. 

Two new color systems were re- 
vealed at the conference. Dr. J. S. 
Long, chemical director, an 
nounced the development of a new 
rubber-base interior paint in 
“wonder-tones” and George H. 
Fitch, advertising director, dis- 
cussed plans for a fall campaign 
promoting “tandem tones.” 


Sales Promotion Contest 
On Youngstown Dishwashers 


In an effort to build retail store 
traffic, the Mullins Mfg. Corp., 
Warren, O., will stage sales promo- 
tion contests in stores of Youngs- 
town Kitchen Jet-Tower dishwash- 
er dealers in May and June. 

Defense bonds, with a total value 
of over $100,000 will be awarded 
to retail salesmen as well as con- 
sumers. 


In a “Treasure Chest Promo- 
tion,” the sales campaign is built 
around three locked chests, placed 
in each dealer’s kitchen display. 
Keys, only some of which will open 
the chest locks, are distributed 
around the neighborhood homes. 
A tag attached to the dealer’s name 
and address, and invites the con- 
sumer to visit his store to try to 
open the treasure chests and re- 
ceive a free gift. 

To enter the contest, which has 
bond prizes of $500, $100, $50 and 
$25 in each distributor’s fran- 
chised territory, the consumer 
must first witness a demonstration 
of the Jet-Tower dishwasher. She 
then completes the sentence, “I 
want a Youngstown Kitchen dish- 
washer because .. .” 

For each consumer prize, a 
duplicate prize will be awarded the 
salesman who made the demonstra- 
tion. Judging will be done by a 
board established by each distribu- 
tor. 


11° More Water Systems 
Shipped in January 


Factory shipments of domestic 
water systems in January totaled 
62,000 units, valued at $6 million, 
an increase of 11 pct in number 
and 20 pet in value over December, 
according to the Bureau of the 
Census, Dept. of Commerce. 

Jet pump systems accounted for 
65 pct of the number and 67 pct 
of the value of all domestic water 
systems shipped during January. 

(Resume reading on page 15) 





Electrify Your Hand Elevator 
with this Power Unit 


Saves operator time 
and labor. "Lifts 
from 1,000 to 2,000 
Ibs. with ease." 
Elevator Power 
Units. Electric Elevators. Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O. 































Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOC 


[| wooo JOINTS TIGHT 






e 






a 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 








WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 


90 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog ‘**" 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 
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8 ousew GOOD TOOLS, INC. » 
Orange, Mass., U.S.A. 
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Waiters. 























PI CIN £ moveRnize- 


DRAW TRADE - INCREASE PROFITS 


W.C. HELLER SCO. 
MONTPELIER, OHIO 





You'll find increased trade, sales and profits when you modern- 
ize with smart, new Heller Fixtures. Added attractiveness is im- 
parted to your store and merchandise. The finest in construction 
and materials, the widest choice of designs, the sectional, inter- 
changeable, sturdy, durable and warp proof qualities assure 

you of outstanding service and styling in Heller Fixtures. The 
quality found in Heller Fixtures is the trade mark of Heller’s 
59 years of experience in the industry. Send sketch of your 

store for free store plan and estimate. Ask for catalog No. 50. 






















For a Certain Product 





and only the trade-name is known— 
look in the General Directory Section 
of the Catalog Directory Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Catalog and Directory 
Number where you can reach it 


quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 





When You Are Looking 
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WHITNEY 5 ts LAWN SEED 


@ With WHITNEY’S new transpar- 
ent plastic package to show your 
customers the clean, high germi- 
nation quality of Excelsior Lawn 
Seed, your lawn seed sales will 
greatly increase. WHITNEY’S 
Sylvan mixture for shady areas 
and many other mixtures for 
every lawn need. Our national 

advertising for 1951 will tie in 
with your displays ... your sales. a 
Price lists, advertising plans and FREE 
Dealers Helps are yours for the asking. 


WRITE TODAY FOR COMPLETE INFORMATION 








WHITNEY SEED CO., INC., Buffalo 5, N. Y. 





a SRR RNA ome me 





Fdanf 


"Hits 


UNBREAKABLE FRAME 
OF EXTRUDED MAGNESIUM 


~e Profitable, Fast Selling, @ Adjustable, Replace- 
Nationally Advertised able Vial Units 








®@ Available in 10 sizes © Beautifully Designed, 
from 12 to 72 inches Accurate, Dependable 


J. H. SCHARF MFG. CO., OMAHA, NEBR. 
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Boxed & Carded 
¢ popular-priced s+ 
for LACQUERING, 
VARNISHING 
ENAMELING 
MARKING and 
TOUCH-UP 


Order From Your Jobber 


«< M. GRUMBACHER »«. 
a 460 West 34th St., New York 1, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additional word.......... .10 


Positions Wanted 


(Special Rate) set solid, maximum, 
ECR aN. $2.00 
05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 











Help Wanted 


Representatives Wanted 


Accounts Wanted 





WANTED — BUILDERS HARDWARE 
BUYER—A large midwestern jobber desires the 
services of a man to take full charge of its Build- 
ers Hardware Department. Must have broad ex- 
erience as a buyer. Must be sales minded. 

ermanent position. Good pay. Give background 
history in first reply. Strictly confidential. Address 
Box A-94, care HARDWARE AGE, 100 East 42nd 
St., New York 17, N. Y. 





Representatives Wanted 








SALESMEN OR SALES REPRESENTATIVES 


Growing manufacturers of Plastic Products 
to sell line of Appliance covers, Washing 
Machine covers, etc., to hardware stores, 
Dept. stores, Variety stores. Choice terri- 
tories open, excellent commissions. 
full particulars, lines carried, etc. 
TAYLOR-MAID PRODUCTS 
1776 Nostrand Avenue Brooklyn 26, N. Y. 


Write 











SALESMEN SELLING RETAIL DEALERS 


Opportunity to join sales staff of estab- 
lished Hardware Wholesaler now reor- 
ganizing sales organization; many ex- 
clusive territories with established 
accounts still open; should carry other 
non-competing lines. 
Address Box R-102, care of at he aes 
100 East 42nd St., New York | 











SALES AGENTS WANTED 


Whatever you sell to drug, variety, hardware 
or general stores—THIS sells right along with 
it. New type electronic neon night lite plugs 
in any outlet. 1000 uses in any home. Reliable 
mfgr. already has large chain and dept. store 
outlets. Needs men who cover smaller stores in 
smaller towns. Substantial profits. Write for 
samples and details. 


ROBOLITE, Dept. G, 618 West Elm, Chicago 10 








WHOLESALE HARDWARE SALESMEN 


Leading Tool Jobber with over 30 years of reputable 
dealings and carrying the foremost tool lines, desires 
Wholesale Hardware Salesmen with following to cover 
A. Eastern Connecticut and Springfield, Mass. area. 
B. Eastern Pennsylvania. 
C. Eastern Maryland Shore. 
Right men can earn large commission, All replies 
will be held confidential. State experience and ter- 
ritory covered. 
Address Box A-84, care of RASRWARS AGE 
100 East 42nd Street, New York 17, N. Y. 











THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
covering retail stores outside of the larger 
cities. ) an are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, 100 East 42nd 
St., New York 17, N. Y. 

















SIDE LINE COMMISSION SALESMAN 
WANTED by nationally advertised package lawn 
Address Box A 
42nd Street, 


-33, care of 
New York 


ss seed dealer. 
mA Ace, 100 E. 





MANUFACTURERS REPRESENTATIVES 
WANTED WHO HAVE a following with the 
hardware, automotive, hobby, electric and depart- 
ment stores trade for the most desired line of 
small tools; electrical jig saw, drill saw attach- 
ments, soldering i iron and electrical all-metal paint 
sprayer. Territory open: North and South Dakota, 
Minnesota, Wisconsin, Illinois, Indiana, West 
Virginia, Virginia and Florida. Atkins Industries, 
Inc., 5823 N. Ravenswood, Chicago, Illinois. 





SALESMEN WANTED CALLING ON 
HARDWARE JOBBERS, Lumber Yards and 
Industrial Users for a line of Imported Wood 
Screws, Shelf Brackets, door butts, strap and tee 
hinges, auger bits, chisels and stove bolts. Very 
attractive prices; Liberal commission. State ter- 
ritories now covered and lines now carrying in 
first letter. Address Box A-88, care of HARDWARE 
Ace, 100 East 42nd Street, New York _ a ie A 
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SALES AGENTS FOR WIDELY KNOWN 
and highly regarded line of quality paints and 
enamels. Long established manufacturer offers 
attractive commissions to individuals with con- 
nections in hardware, building supply, paint and 
wallpaper field. Territory open on Eastern Sea- 
board and adjacent territory. Address Box A-72., 
care of Harpware Ace, 100 East 42nd Street. 
New York 17, N. Y. 





SALESMEN SELLING RETAIL DEALERS 
who have established following among hardware 
and power tool dealers representing recognized 
saw manufacturer. Protected territory—advise 
territory desired. Western Saw Manufacturers. 
Inc.. 1842 W. Washington Blvd., Los Angeles 7, 


California. ' 


SALESMEN SELLING RETAIL DEALERS 
AND LUMBER YARDS. Long established hard- 
ware concern. Territories, Long Island, New 
York, Brooklyn and New Jersey. Address Box 
A-93, care of Harpware AcE, 100 East 42nd 
Street, New York 17, N. Y. 








EXPERIENCED COMMISSION SALES 
MAN. AS EXCLUSIVE representative of several 
European manufacturers, we have available a 
number of items of interest to H@rdware and in- 
dustrial trade. Write stating experience, territory 
and references to SIMONS STEEL PRODUCTS, 
60 Jacobus Ave., So, Kearny, N. J 


OLD ESTABLISHED TOOL MANUFAC. 
TURER DESIRES aggressive commission sales- 
man with established clientele among hardware 
jobbers and retailers covering the state of Iowa. 
Address Box A-87, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 








WANTED, SALEMEN TO SELL 6” POCKET 
SCALE with clip that can be used as depth 
Retails 50 cents, 1 doz. on display card. 


gauge. 
Liberal commission. Exclusive territories. Sell 
retailers and jobbers. Send for catalog of other 
items. Address Mark Specialty Company, 183 


St. Paul Street, Rochester 4, New York. 








LINES WANTED — We call on Wholesale 
Hardware Houses; Building, Lumber, Plumbing 
and Mill Supply Houses; architects, contractors 
and Industrials in Greater New York and adjacent 
New York, New Jersey and Connecticut. Offices 
in midtown New York. Have represented satisfied 


accounts for 20 years. We invite confidential cor- 
respondence with manufacturers of standard lines 
and specialties desiring responsible representation, 


Harpware Ace, 100 
ey 2 


Address Box A-96, care of 
East 42nd Street, New York 17, 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 














ONE MAN SALES ORGANIZATION ES 
TABLISHED in Northern Ohio and Michigan. 
Guaranteed volume sales to department stores, 
hardware, paint retailers and jobbers. Inquiri 
invited from responsible manufacturers. Address 
Box A-60, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 


SALES REPRESENTATIVE WANTS 
LINES for metropolitan Detroit, Michigan area 
and 100 miles around. Now calling on retail 
hardware, pet, dept., paint and feed stores, 20 
years hardware experience, 42 years old. Non 
seasonal lines preferred. John H. Dietrich, 20041! 
Grandview Ave., Detroit 19, Michigan. 





MANUFACTURERS’ REPRESENTATIVE, 
NEW YORK AND NEW JERSEY, with estab 
lished following among jobbers, dealers, lumber 
yards, etc, seeks additional line (garden tools cr 
building material). Exchange references, Com 
mission basis. Address Box A-95, care of Hal 
oe Ace, 100 East 42nd Street, New York 17, 





———— 


HIGH PRODUCER SALESMAN WITH Ex- 
CELLENT FOLLOWING in Oklahoma, Eastern 
Kansas and Western Missouri among Hardware, 
Lumber and Building Supply dealers and job 
bers, desires quality lines on commission basis. 
Address Box A-81, care of Harpware Ace, 100 
East 42nd Street, ‘New York 17, N. Y. 





— 


HARD HITTING SALES ORGANIZ: ATION 
DESIRES ADDITIONAL tool line in the fol 
lowing areas; Eastern Pennsylvania, Southem 
Jersey, Maryland, Delaware and _ the District of 
Columbia. Best of references. For real results 
Address Box A-92, care of Harpware Ace, 100 
East 42nd Street, ‘New York 7, B. 





— 


MANUFACTURERS’ AGENT, _ESTAB 
LISHED IN OHIO, West Virginia, Kentucky, 
Indiana & Michigan, with following of the 
Wholesale Hardware & Chain accounts, desires 
contact with reputable manufacturers wishing‘ 
sell this trade & who use less criticz m4 materials 
than aluminum. Address Box A-9 are of 
Harpware Ace, 100 East 42nd Street, a w York 
17, N 
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Classified Opportunities Section 











Accounts Wanted 


Positions Wanted 





Business Opportunities 








ACCOUNTS WANTED 


Manufacturers’ Representative and Stocking Dis- 
tributors. Complete Dominion of Canada coverage by 
experienced, competent representatives contacting the 
wholesale hardware smallwares and gift trades. Lead- 
ing department and chain store accounts. Suitable 
merchandise for these trades required as additional 
lines. Established 1937. Please write. 


GEORGE S. HALL & COMPANY 
9 Wellington Street, East. Toronto, Ontario, Canada 








EXECUTIVE—Top-level Management 
Experienced alt phases wholesale hardware. Outstand- 
ing record in sales management. Have served as vice- 
president and sales manager large wholesale hardware 
concern. Capable of organizing a new wholesale hard- 
ware company or expanding a small one through 
aggressive sales management. Well acquainted with 
leading manufacturers serving the wholesale hardware 
industry. 
Address Box A-86, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








WANTED FOR EXPORT 


Discontinued foundry pattern equipment and per- 
manent molds for making ferrous and nonferrous cast- 
ings used in building trades, plumbing fixtures, 
hardware, art items, etc. Cash if reasonable. Send 
prices, information. 


Address Box A-83, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








MANUFACTURERS’ REPRESENTATIVE. 
For 5 years factory representative for local manu- 
facturer Builders Hardware. Have established 
following of Jobbers, Builders’ Supply and Lum- 
ber dealers in Southren California. Could cover 
all California and would consider entire Coast. 
Interested only in building field. References 
gladly furnished. Address Box A-85, care of 
<a AGE, 100 East 42nd Street, New York 








NEW LINES WANTED 


Importer selling all Hardware and Department Stores 
Puerto Rico, and who handles the di of 








Can you use a man with twenty-six years of 
wholesale hardware experience? Have had a very 
high sales record as a salesman. Served as a 
director, officer and assistant to the president. 
Also interested in selling for a manufacturer on 
a commission basis, Age 45. Address Box A-90, 
care of Harpware AGeg, 100 East 42nd Street, 
New York 17, N. Y. 

SALES REPRESENTATIVE, WITH 5 
YEARS EXPERIENCE selling to hardware, 
electrical jobbers & mill supply, desires to repre- 
sent manufacturer. College graduate, age 30, and 
can handle all phases of a Chicago sales office. 
Address A. Tilkin, 5220 S. Kenwood Ave., Chi- 
cago 15, Il. 

















numerous, well-known American national manufac- 
turers, wants additional general hardware lines on a 
commission or wholesale basis. Puerto Rico is one of 
the best import markets for American products. 


Address Box A-79, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














Positions Wanted 


WANTED: POSITION AS STORE MAN 
AGER or Department manager of large unit. 
Florida preferred, Veteran, single, age 43. Have 
fourteen successful years experience in South 
Florida. Can handle buying, window display, 
sales training. _Enjoy_ all Hardware activities 
except bookkeeping, Immediate salary unim- 
portant. Show me an opportunity to progress. 
Address Box A-80, care of HARDWARE AGE, 100 
East 42nd Street, New York 17, N. Y 





Business Opportunities 








TRANSPARENT BAGS FOR SALE. _ Im- 
mediate delivery one million crystal-clear .003 
rigid acetate bags 3 x 3%”. A perfect package 
for a small item. Can package any sharp or ir 
regular item as this material will not puncture or 
tear. All new bags in original cartons and priced 
at one half cost. The Tape & Ribbon Company, 
P.O. Box 851, Atlanta, Georgia. 


WANTED—HARDWARE, MILL SUPPLY 
BUSINESS, Experienced, Industrial Hardware 
man will purchase outright or consider partner- 
ship with owner interested in progress and ex- 
pansion, Prefer locating in Industrial area near 
greater New York but will consider other loca- 


tions. Excellent references, educational and 
trade backgrounds. Address Box A-82, care of 
Harpware Ace, 100 East 42nd Street, New 


York 17, N. Y. 














~ 
FOR SALE 

1—8 ft. National Hardware Paint Section. 

1—8 ft. & 1—4 ft. Tool Section connected with 
Hangers—National Hardware. 

4—4x8 ft. 3 step display tables, 1 complete with glass 
bins. 

1—8 ft. Hardware Section—National Hardware. 
We will sell these as a unit or single. 


R. H. BROWN & COMPANY 
130 Main Street Brattleboro, Vermont 














FOR SALE, HARDWARE & PAINT STORE, 


excellent location, Located in Brooklyn, N. 

Modern store front, new Heller fixtures, every 
major line at extreme distributors’ set-up. Vol 
ume over $250,000. This store has 8 employees 


and nets over $20,000 per 
proven by tax reports. 
Terms can 
account of health. 
$5,000 g00d 
se 
w 


year which can be 
Inventory about $60,000. 
be arranged. Owner must sell on 
Priced at inventory cost plus 
will, Owner will either lease or 
Il building. Address Box A-89, care of Harp- 
ARE AGE, 100 East 42nd Street, New York 17, 


N. ¥ 











WANTED 

PARACHUTE HARDWARE, SAFETY _ BELTS, 
SAFETY BELT HARDWARE. INTERESTED IN 
ANY GOVERNMENT SURPLUS WITH WEBBING 
OR WEBBING HARDWARE. ANY ARTICLES 
MADE OF NYLON. 


JOSEPH N. FINEBERG & CO. 
P. 0. BOX 8, BALA CYNWYD, PENNSYLVANIA 











4,494 


SALES ARE LESS THAN $20,000.00 


100 EAST 42nd STREET 





16,650 MAJOR RETAIL HARDWARE DEALERS WHOSE 
SALES EXCEED $30,000.00 ANNUALLY 


INTERMEDIATE RETAIL HARDWARE DEALERS 
WHOSE SALES ARE BETWEEN $20,000.00 AND $30,000.00 


20,673 MINOR RETAIL HARDWARE DEALERS WHOSE 


6,500 OUTSTANDING MAJOR HARDWARE DEALERS 
WHOSE SALES EXCEED $50,000.00 ANNUALLY 


541 GENERAL WHOLESALE HARDWARE HOUSES 


THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION 


FOR 1951—USE THE 
Hardware Age Direct Mail Addressing & Mailing Service 


It Will Assure You Maximum Success at Minimum Cost Contacting by Mail the Following Lists: 


WRITE FOR DETAILS 


134 WHOLESALE HEAVY HARDWARE HOUSES 

111 WHOLESALE HARDWARE HOUSES IN CANADA 
2,084 DISTRIBUTORS OF MILL SUPPLIES , 

151 DISTRIBUTORS OF MILL SUPPLIES IN CANADA 
11,460 LUMBER YARDS 


882 DEPARTMENT STORES HANDLING HARDWARE AND 
HOUSE FURNISHINGS 


HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPARTMENT 


NEW YORK 17, N. Y. 








HARDWARE AGE, APRIL 5, 1951 



























Something different in 
a rake! Selected, seasoned 
(7 years), quality bamboo 
..with the tough, iron-like joint 
sections cut to form the teeth 
tips. Longer lasting, stronger, 
does better work. 33 teeth, 18" 
spread, copper wire bound, 
necked with U metal clamp. 
48" handle. 1951 Best Seller. 


Write for Prices and Information 
“Trade Mark Registered. Pat. Pend 


Y MEK. Do « co! 


811-81 K 1 an | WASHINGTON 

















ATTRACTS 
CUSTOMERS 
QUICKLY...| 


ALNICO* HANDY 


+ 

\ This permanent ALNICO Mag- 

:y\ore net picks up nails, paper clips, 
bobby pins, tacks, needles, 


etc. FREE Dealer's Display card RETAIL 





PRICE 29¢ 
AGNETO SALES CO. of New York 


261 


for greater Impulse Sales! 


West New York 18, N. Y. 


FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Kits 


54th Street, 








DRILLS P ELECTRIC % LECTRO- 
SANDER- " ane 
POLISHERS TOOL KITS 
BENCH <~Ey STANDS 
GRINDERS ACCESSORIES 





Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 











Your Jobber KNOWS! 


P C ce Y 


Power Tool 





Bronze Bearing’ Pillow Blocks 


Accessories 


for complete information 
write for catalog No. SOA 


*e 
Chicago DIE CASTING MFG. CO. 


| = A | 


r+ +4 
Shaft LJ {| 
Collars 4 = 
“Babbitt Bearing” Pillow Blocks 


CHICAGO 12, ILL 
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Decto Products Co 
Diamond Calk Horseshoe Co. 
Divine Bros. Co. 

Domes of Silence 


Dormont Mfg. Co 


E Z Paintr Corp. 


Eagle Lock Co. . 


Edlund Company 
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Manufacturers of Clamps—Vises—Hand Tools for 
Production — Maintenance — Service, since 1925. 




















THEY'RE AMERICA'S 
LOWEST PRICED 
QUALITY TABLES! 


EXCLUSIVE "TOPPER" 


UTILITABLES 


Seven new colorful top 
designs! Quality-built, yet 
priced for fast, volume 
sales. 


WRITE FOR FULL COLOR «:<.».> 
**TOPPER'' CATALOG HA*:". ov 






lf 
fore! 


BRIDGE TABLES & NOVELTIES, Inc. 


LOWELL, MASS. 




















PATENT PENDING 








DEALERS WANTED 


New Bait Holder Brings Extra Profits 


The ANGLER'Z FREND is making a hit 
with fishermen all over the country. 
This all metal unit is quickly attached 
to any 9’ round minnow bucket. Its 
four Individual compartments make It 
a handy place to keep cut bait, plugs, 








hooks, 
the d 
opens. 


etc. Better plan now to meet 
emand when the fishing season 
Priced to you at $11.40 per 


doz., F.O.B. Tulsa. You sell for $1.50. 


WRITE TODAY 
ANGLER’Z FREND 


Manufactured Exclusively by 


B& 


P. O. Box 4134 


B INDUSTRIES 


Tulsa, Okla. 
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ACE HOMEMAKER GIFT SET 


Stainless Steel 
Ivory or Black 
Catalin Handles 
Lifetime Guarantee 
Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 
7-Pieces beautifully 

packaged in Gift Box 


Order from your Whole- 


saler, $ 
1222 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 




















DRILL PRESS VISE 


¢ Milling Machine 
¢ Bench Work 


Versatile: Use it on the 
top, bottom, side or end. 
Jaws machined parallel 
and heat treated. Acme 
thread feed screw. ‘V’ 
groove in front jaw for 
holding round work 
rigid. Width of jaws 8”; 
jaws open 3”. No. 183. 








See your jobber 
or write 
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friction and rubber tapes 
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